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THEY*GO TOGETHER! 


*Today’'s attractive, efficient offices 
and HASKELL’S 


MODULAR WORK STATIONS 


Haskell’s new WS Modular Steel Furniture is a 
most exciting space conquest! More work output is 




















today’s great need. And, that’s what Haskell’s 

WS Modular provides! Compact but adequate space 
with faster w »rk-flow from one job to another. 

Not only more efficient—but handsomely designed 
with a wide choice of decorator colors. Available in 
standard or typing heights—and in the widest 
variety of sizes and pedestal designs to help you 
plan the most personal needs of every work 

station. All at Haskell’s most modest price level! 




















Nlustrated 
Wws-9T 


Write for details and literature 
on Haskell’s WS Modular Line 








A great name in office steel 
P.O. BOX 5273 + PITTSBURGH 6, PA. 
New York Showroom: 440 Park Ave. South, N. Y. 16 








SHOWROOMS: New York + Chicago + Dallas + Denver + Los Angeles + Philadelphia « St. Louls 
WAREHOUSES: New York + Chicago + Dallas + Denver + Los Angeles + St Louls + Tacoma 
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NOFA 
eastern 


New York Coliseum 
February 23-24-25-26 
Space 838-839-840 





western 
Los Angeles Biltmore 
February 24-25-26 
Space 49-50-51 


SEE 4U547 AT 
YOUR SHOW! 


@ Rope in more seating sales and profits. Hold an umbrella over comfort and 


greater value for your customers. COSCO is exhibiting at both shows—for your 


convenience in seeing COSCO at your show. A cordial welcome awaits you! 


HAMILTON COSCO, INC., COLUMBUS, INDIANA 
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OA Press-Time 


OA Presents Plaque 
To Howard Boise, Jr. 
As Dealer of Year 


Howard W. Boise, Jr., president of 
Howard W. Boise, Inc., Plainfield, N.J 
was presented a plaque in home city 
ceremony February 7 in recognition of 
his being named by Orrick APPLIANCES 
as 1960 “Office Equipment Dealer of 
the Year.’ Presentation was made by 
Charles W. Gilbert, assistant publisher 
at a Chamber of Commerce luncheon 
Left to right in photograph are Arthur 
A. Williams, president of the Retail 
Trades division of the C. of C., Gilbert 
Boise and Richard P. Dyckman, mayor 
of Plainfield 


Remington Halts Shift to Europe, 


Continues Production in Elmira 


Production of all standard non-electri 


typewriters by the Sperry Rand 


Corp.'s Remington Rand division will contin in Elmira, N.Y. This decision 


supersedes the announcement of last September by the company that it would 


move such production to Europe this year t¢ 


Dause L. Bibby, president of Rem 
ington Rand, announced the reversal 
of plans to 700 employees in Elmira 
by a letter which said in part: 

“Since Septembc r, the recession in 
the United States has taken on more 
serious implications. While we ar 
confident that general recovery is im 
minent, we want to do nothing that 
would in any way aggravate the situa 
tion, particularly as it might affect the 
welfare of our employees and the El 
mira community.” 

It was also stated that a second rea 
son for abandonment of European 
production plans was a desire to avoid 
contributing to the large outflow of 
dollars abroad that might intensify 
present gold reserve and balance of 
payment plans. 

Meanwhile, the International Busi 
ness Machines Corp. has reported 
(New York Times) that it is continu- 
ing to expand its overseas typewriter 
production, doing so with foreign 
capital and without dollar drain to 
this country. New plants have been 
built in Argentina and Japan and the 
IBM plant in Scotland has _ been 
doubled in size. 
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eet foreign competition 


Paul Buckwalter 
Named President 
Of National Blank 


The National Blank Book Co. in 
recent annual meeting elevated Rich 
urd Towne, former president, to the 
chairmanship of the board and Paul 
Buckwalter to the presidency. 

Ivan Allen, Jr. of Ivan Allen Co., 
Atlanta, Ga., became a director of Na 


tional Blank Book Co 


Art Metal Names 
Marketing V.P. 


W. Robert Seaberg has been named 
vice-president marketing develop 
ment according to an announcement 


by Art Metal, Inc 


staff will be headquartered in New 


Seaberg and his 


York and will be charged with the 
responsibility of directing and co- 
ordinating the national accounts pro 


2Tan 


Pen and Pencil 
Makers Re-elect 
Bartol President 
Bartol III of C. Howard 
Hunt Pen Co. was re-elected president 


of the Fountain Pen & Mechanical 
Pencil Manufacturers Association, Inc 


George E 


at their annual meeting in New York 

Joining Bartol on the slate of of 
ficers is Alfred Diotte of Parker Pen, 
vice-president; Alan J. Freedman of 
Ketchum & MacDougall, secretary and 
Willard of L. D. VanValk- 


enburg, treasurer. 


Irving T 


Featured at the annual meeting of 
the association was a talk by Dr. Frank 
Goodwin, professor of marketing, Uni- 
versity of Florida who spoke on “The 
Egocentric Predicament.” A luncheon 
Douthat, vice- 
Association of 


address by James W. 
National 
Manufacturers, presented an analysis 
and picture entitled “Washington and 
You.” (See page 139) 


president, 


Name Changed 


Koh-I-Noor Pencil Co., Inc., has 
changed its corporate name to Koh-I- 
Noor, Inc. This decision was made 
by the board of directors in view of 
the diversified range of drafting and 
writing products the company now 
manufactures in addition to pencils, 
says William E. Danjczek, president 
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Albion D. Lent Honored by Carter's Ink Co. 


Lent of Overland Park, 
has been awarded the first na- 


Albion D 
Kans 
tional 
by The Carter's Ink Co. Such an award 


Salesman of the Year’ award 
has been established to be given an- 
nually to the salesman whose qualities 
make him the ideal Carter salesman 


The award is sterling bowl replica 


of 1768 bowl designed by Paul Re 
vere, Revolutionary war patriot 
Judson Rawding, general sales man- 
iger of Carter's Ink, traveled to Kan 
sas City, Mo. to witness the presenta- 
tion by C. H 


district sales manager 


Trenholme, Midwest 


Lent has been the Kansas-Missour! 


representative for the past 12 years 


Stow & Davis 
Elects Officers 


Robert H. Ben 
ett, Sr, presi- 
ent of Stow & 
Davis 


Co., announces 


Furniture 


the election of 
three officers at 
recent meeting of 


board ot direc- 


R. H. Bennett, Jr 


tors 


R. A. Stoll A. I. Hunting 


These officers are Robert H. Ben- 
nett, Jr. as vice-president in charge of 
manufacturing; Robert A. Stoll, vice- 
president in charge of sales and Allen 


I. Hunting as secretary 


Design Director Named 


Smith-Corona Marchant, Inc. has 


announced the appointment of Ches- 


J. Abc nd 


sign 


as director of industrial 
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and has represented the firm in the 
Mid-West and Far West for more 
than 35 years. He was judged the win- 
ning man of the firm’s 87 salesmen. 


PRESENTATION _ of Salesman of 
Year” award is made to Albion D 
Lent (center) by ¢ H 
(left) and Judson S. Rawding 


Trenholme 


Royal McBee Names 
Carl P. Ray New 
Marketing V. P. 


Appointment of 
of Carl P. Ray as 
vice-president of 
marketing f or 
Roy a l McBec 
Corp. has _ been 
announced b y 
President Fortune 
Peter Ryan. He 
will succeed H Carl P. Ray 
Carl Davis, who has been senior vice- 
president of marketing, when the lat- 
ter retires on March 1 

Ray joined Royal McBee in 1959 as 
administrative assistant to the presi- 
dent, following 21 years of executive 
experience in the business machines 
industry. Later that year he was elected 
vice-president of sales and in August, 
1960, he became vice-president of sub- 
sidiary Operations. 

Davis is retiring after 32 years with 
the company in which he rose through 
the ranks from sales representative to 
president of The McBee Co. and then 
to senior vice-president of Royal Mc- 
Bee. He is a member of the Royal Mc- 
Bee board of directors and executive 
committee. 


Elmer G. Rahe Robert Sprott 


Rahe, Sprott 
Promoted by 
Globe-Wernicke 


R. Herman Hammer, president and 
general manager of The Globe-Wer- 
nicke Co., has announced the election 
of Elmer G. Rahe as executive vice- 
president and Robert W. Sprott as 
vice-president of sales, equipment di- 
vision. These promotions will increase 
the effectiveness of the management 
group in carrying out G/W’'s expand- 
ed sales program 

Rahe Globe-Wernicke 31 


years ago and for the past 10 years 


joined 


has been vice-president of sales 


Sprott joined the factory division 
staff in 1933 and moved to sales in 
1936. He has been general sales man- 


ager since 1955. 


Ralph T. Soulby 
Named Officer of 
Skagseth-Bryant, Inc. 


RALPH T 


pointed vice-president of 


SOULBY has been ap 
Skagseth- 
Bryant, Inc., one of Miami's largest 
office supply houses 

Soulby is a former Miamian, having 
attended Miami Senior High School 
and the University of Tampa. He has 
devoted most of his professional life 
to sales and marketing in the stationery 
and office supply field, and recently 
resigned from White & Wyckoff to ac- 
cept this new position. 
industry 
was as a salesman for the Eberhard 
Faber Pencil Co., which he joined 17 
years ago. In a 12-year association with 
that firm he advanced through various 
sales and management positions. 


His first position in the 





Sheaffer’s introduces America’s 


It’s New! A full-size pen when you write... 


ply at all times, ends the worry of 


NEW CONVENIENCE! Opened for 
writing, Sheaffer’s compact cartridge 
fountain pen is full size—and holds a 
giant cartridge of Skrip writing fluid. 
Yet closed, it is small enough to fit 
handily into any purse or shirt pocket! 
The pen offers a new lightness and 
handling ease that makes writing 
more comfortable. 


NEW CLIP! A strong steel innerspring 


helps the clip grip firmly to any thick- 
ness of fabric and prevent loss. 


NEW POINT! 14K gold 


ground in a choice of writing styles... 


. precision- 


and molded into the barrel for smooth, 
effortless writing whether you apply 
light or heavy pressure 

NEW SEE-THRU WINDOW! 


Sheaffer’s compact pen shows ink sup- 


running dry. 

HOLDS KING-SIZE CARTRIDGE! 
The pen is compact, but ink supply 
is big! Pen refills Sheaffer’s clean, easy 
cartridge way. 

NEW LUXURY! Clip and band are 
genuine gold-filled, animportantsales 
feature, particularly when customer 


is selecting a gift. 





cartridge pen 


a full inch shorter than usual pens in purse or pocket 


NEW PROFIT OPPORTUNITY FOR YOU! Pen sells for $10, match- 
ing pencil for $4.95. Here are three reasons you can expect big sales 


volume: 1) the new cartridge pen offers more features than pens 


twice the size or twice the price; 2) Sheaffer’s “Controlled Dis- 4 
tribution”’ policy protects your volume (this ‘ HEAFFE S 


pen is not sold through discount houses, 


catalog houses, etc.); 3) big advertising cam- 


: fried toe has more “news” for you! 
paign, including television, will build con- 


mer demane ss the facts from your . ; .eeLurn t e page 
Sheaffer representative. . 





More good news from Sheaffer’s 











Two new profit-packed fountain 
pens Sheaffer’s new Imperial series offers your cus- 


tomers the latest in modern styling and traditional crafts- 
manship. Features include 14K gold inlaid point 
gold-filled clip and band... loss-proof innerspring clip 
...single-stroke Touchdown filling action. Pens sell for 
$12.50 and $17.50 (matching pencils $5 and $7.50). 


Two new profit-packed ballpoints 


For your customers who are looking for something better 
in a ballpoint pen! Both feature the exclusive new Re- 
minder Clip that makes it impossible to clip pen in a 
pocket without retracting the ball. White Dot model at 
$3.95 features gold-filled clip and band. On the $2.95 


model the clip and band are of precision-finished steel. 


SON, 1OWA * SHEAFFER PENS * MAICO HEARING AiDS 





With considerable frequency business analysts and 
counselors warn their clients about the impending 
expense account tax crackdown. The fire under de- 
ductions for travel and entertainment is getting hot- 
ter. Acceptable evidence that an expense is a justifi- 
able business expe ‘se is a requirement. The burden of 
proof is on the ta: payer. The small businessman who 
has been careless about accumulating evidence along 
the way may suffer acute pains of regret as he makes 
out his 1960 tax return. If from his misery he learns 
the lesson of keeping the required records, he can 
chalk up a genuine gain. More than likely each office 
equipment and supply dealer has in stock expense 
account forms and books offered for sale to custom- 
ers. It could be very profitable to practice what one 
preac hes 

. 

Speaking of tax returns, a justifiable deduction is a 
contribution to the American Red Cross campaign for 
finances, conducted annually during March. There ts 
no need to sell the Red Cross as a humanitarian or- 
ganization with an enviable record of service to man 
in any emergency. However, some reminders might 
be in order. In the year ended in June, 1960, volun- 
teer workers outnumbered career staff by approxi- 
mately 155 to 1. During the same period servicemen 
at military installations and in military hospitals were 
,200 each month. Red Cross 


helped to the tune of 
disaster operations for the year preceding July, 1960, 
numbered 325 and the number of victims given 
emergency mass care was 108,000. Then there is the 
blood program, which resulted in the collection of 


422,000 pints of blood. The list could be extended 


Next Month 


How a Dealer Sells Himself” promises good reading 
in the April issue. This is a staff interview with the 
head of an outstanding office equipment firm, de- 
tailing the dealer's role in selling himself to his em- 
ployees, his community and his customers. In addi- 
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OFFICE APPLIANCES was founded by George H. Pat- 
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trade journal serving the stationery field; Typewriter 
Trade Journal & Office Systems, New York, 1904; The 
Office, Franklinville, N.Y., 1904; The Office Appliance 
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to seven or eight more categories. Even if it could 
not be allowed as a tax deduction, contributing to 
the Red Cross would be worth while because of the 
warm, pleasant feeling it gives to those who share 
with those who are less fortunate. 

A release from the National Stationery & Office 
Equipment Association, dated February 2, 1961, 
states that a survey among NSOEA dealers and manu 
facturers indicates a 7% increase in their total sales 
volume in 1961. J. Howard Patrick, president of 
NSOEA, points out that this increase is almost doubl« 
that of our national economy. 

The December, 1960, issue of OFFICE APPLI 
ANCES, published late last November, carried our 
annual industry sales forecast. The report in that issue 
by Peter B. B. Andrews, based on data provided by a 
307-man Board of Analysts of Future Sales Ratings, 
revealed an anticipated sales increase of 7.3%, just a 
little higher than the NSOEA survey estimate. 

According to the association's survey, 93% of 
dealers in towns of under 25,000 expect a rise in 
sales volume, while only 63% in cities over 500,000 
anticipate more business. This seems to indicate an 
average of 78% of dealers looking for increases. Our 
survey, presented as part of the sales forecast section 
last December, found that 79% of dealers surveyed 
looked forward to sales increases in 1961. 


oli 8 irene AOA 


Editor 


tion the April issue will carry a detailed account, 
with pictures, of the Western NSOEA Show and the 
accompanying conventions of Regions 12 and 14 of 
the Far West. The NOFA convention will receive 
interpretative coverage by staff members. 
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inal National Stationer, New York, 1909 
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For LOUNGE or RECEPTION AREAS 








the modern touch at a modest price 











HARWOOD 


OrFrFrtIiCcosg FURNITURE 





Harwood is a sweeping departure from the ordinary 





created for the customer who prefers advanced 
tyling in office furniture. Its unique construction 
provides lasting comfort and years of trouble-free 
And its lower prices give you a selling 
ge that no others can match. Exclusive: 








sturdy welded wire mesh basket helps 


Fees tee 
oe 


eee 


tractive contour shape intact. Equally 
permits a free flow of air through 


cushioning. Tailored cover is zippered 
ff foam seat cushion for cleaning. The 
five basic Harwood pieces have complete flexibility 
for use in executive office as well as lounge and 
reception areas. 
Zone 1 Prices: Executive Swivel, $128.50; Side 


Armchair, $87.00; Side Chair, $51.00; Armless bpd na an wth: pa pt 


HARTER CORPORATION 


1, $68.00; Settee, $165.00. 


m pedestal base optional on side chairs. 
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the ENNIS MAN 


| 


BRINGS YOU 


the most complete line of modern 
business forms, carbons and ribbons in 
the nation .. ready to help you 

profit more from this growing market 
geared to help you sell. Ennis . . th 
line that’s sold through dealers; your 


supplier, never your competitor 


Write for catalog 
and complete informat 


BUSINESS 
FORMS, INC. 


Factories: ENNIS, TEX. «© CHATHAM, VA. * PASO ROBLES, CALIF 
Warehouses: BIRMINGHAM «* HOUSTON « ST 


Snap-A-Part Unit Sets 

Registers and Register Forms 

Continuous Tabulating Forms—Tab Cards 
Salesbooks—Manifold Books 

Guest Checks—Tags—Carbons and Ribbons 
Index Cards—File Folders—Legal Pads 


Letters 


Readers . INVITE fO @X] ss themselves brief 
y On Aan subject Clale the office equip 
ent anda i p pl } NANSIVY y, {ddre tie Le tter 
tor, OFFICE APPLIANCES, 600 W. Jack 

6, 1h 


La’ 


The ‘‘Fog’’ Lifts 


Dear Editor 

During the last week in December, 1960, we received 
a card from your offices alerting us to a featured article 
in the forthcoming January, 1961 issue of OFFICE AP 
PLIANCES entitled “Lifting the Fog from Automation 

We eagerly awaited receipt of the magazine and want 
to hasten to thank you for having rendered dealers lik« 
ourselves such an outstanding service. After having read 
and reread this article we were so impressed that we held 
a two-hour sales meeting using this article as a text, and 
it so stimulated our salesmen that we plan two more 
meetings on the same subject and the same text 

All of our sales people receive a copy of OFFICE AP 
PLIANCES at their homes and this one article has been 
worth more than the entire cost of these subscriptions 

C. E. “GENE’’ CooK 

President 
Arkansas Stationery & Furniture Cx 


Little Rock Ark 


Dear Editor 
That is a fine article on automation! First I scanned it 
Then, I read it. Next, I reread it, marking points of un 
usual interest to me as an Oxford Supply salesman 
Finally, I studied it, made notes from it and am using 
some of what I learned in holding dealer sales meetings 
familiarize dealer salesmen with the market possibi] 

ities and how Oxford fits into the picture. 

CAL CAMERON 

N.H 


Dear Editor 
Your article on tab room equipment and supplies in 
your January issue was read with considerable interest 
As manufacturers of accounting and bookkeeping 
torms for almost 50 years we have recently gone into the 
manufacture of the continuous tabulating form. While 
we are well represented in the Chicago area, we would 
welcome dealer inquiries from throughout the country 
With our modern high speed equipment, we are able to 
accurately produce these forms and can offer some attra 
tive delivery schedules 
LEIGH S. CLINGMAN 
Assistant to the president 
Tallman, Robbins & ( 
W’. Superior St 
l I 


Dear Editor: 

Congratulations—on your splendid article, ‘‘Lifting 
the Fog from Automation,” and all other articles that 
follow on pages 20 through and including page 41 in 
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the January 1961 issue. Its contents are of such value 
that it becomes a ‘‘must’’ for our sales organization th ENNIS MAN 
We are in the tabulating card field as well as data e 


processing accessories represented by our “Tabco”’ sales- 


men throughout the country. Our organization, a grow- 
ing one, continues to add new men and this article of | LEAVES you 
yours, I feel, will greatly benefit us all. 
I wish to purchase 75 to 100 copies of the above men- with new merchandising ideas and sales 


tioned pages ane | tips, a new kind of service. He keeps 

a eT ee e. a, ae you supplied with every needed form, 
Data Processing Accessories Co from the everyday to the most 
one ey Paper Co complex and modern .. for the smallest 


or largest job. Ennis . . the line that’s 
typical of the many received after the | sold through dealers; your supplier, 
t was given depth treatment in January. 


r } 


eaetse! ' never your competitor. 
nNks all who took the time to write 


Write for catalog 
Likes the Packaging and complete information 


Dear Editor 
Noticed the clear plastic container that brought the Snap-A-Part Unit Sets 
last two issues of OFFICE APPLIANCES to me via post. I | Registers and Register Forms 
receive quite a number of different magazines. OA is the Continuous Tabulating Forms—Tab Cards 
Salesbooks—Manifold Books 
Guest Checks—Tags—Carbons and Ribbons 


Index Cards—File Folders—Legal Pads 


first I have seen with the wrap I speak of and strangely 
enough arrived in perfect condition 
Interesting progress indeed—or shall I say “Wunder- 
lichkeit Forts hritten 
HENRY L. GUTH 


Cheers for Poliquin 


Dear Editor 
The letter printed in the November issue of OFFIC! 
APPLIANCES over the signature of A. A. Poliquin, Jr., 
furniture department manager of Horder’s Stationery 
Stores, Inc., was enough to make this reader stand up 
ind cheer but loud and long 
Mr. Poliquin’s discussion and advocacy of charging a 
professional fee for office equipment analysis of survey 
rvices and the related creative layout work is so com 
pletely beyond dispute, that argument against the idea 1s 
most kindly described as being naive 
The foregoing of course can be charged as being 
irbitrary and extrem« it is sO meant to be for 
good and substantial reason 
Consider for a moment just what is required in order 
to conduct an analysis of survey and provide a layout 
complete with a set of specifications covering all the 
ssary equipment for an office, be it large or small 
The ability to readily and clearly understand the 


xact method in which work moves through an office you 
‘ Factories: 
ENNIS, TEX. «© CHATHAM, VA. © PASO ROBLES, CALIF, 
nuine improvement in this work flow 
aan , Warehouses: 
The ability to readily and clearly understand sys- BIRMINGHAM © HOUSTON « ST. LouIs 
ns involving record keeping and data collection so as | 


to best determine the proper type of equipment to house 


have never seen before; a collateral ability to suggest 


ords and data. This ability also implies a good work- 


ng knowledge of systems. Ennis BUSINESS 
3. The ability to measure space and divide it to its FORMS. INC. 


st advantage, relative to work flow, record keeping, 
ita collection, most efficient use of equipment provided 


continued on page 208 
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re A ] 
\ YOU SELL / 
S$ QUALITY % 
2 WHEN YOU 
SELL... 


Premier 
Trimmers 


Here's quality through and through . . . from 
the precision calibrated base in new eye-ease 
reen to the hardened tool steel replaceable 
lade, from the handsome long ose per 
to the Premier guard, from the balanced spring 
tension to the clean, sharp, effortless, accurate 
cuts. You can tell it's quality and you can tell 
it's a Premier. Your customers will PREFER 
Premier, every time. 


@ 7 Sizes 
@ From $6.00 to $55.00 
®@ Wood or metal base 


REPRESENTED NATIONALLY BY 


* Stone-Newman Associates, 320 Broadway, New 
York, New York 

e Jack Luke, 3950 Lake Shore Dr., Chicago, II! 
e Sid Lichtenstein, 223 S. 10th St., Philadelphia 
/, Pa 

© Harry Henkel, 1046 S. Olive St., Los Angeles 15 
Calif 

¢ Emil Dalmas, P. 0. Box 1524, 9923 Estacado 
Or. Dallas, Texas 

© George B. Tapner, 641 S. Rock Hill Rd., Webster 
Grove 19, Mo 

e R. C. Hill, 1523 Kingswood Road, Jacksonville 
Florida 

© Paul Holden, 213 W. Kathleen, Park Ridge, II!. 


PHOTO 
MATERIALS 
CO. 


2100 WEST FULTON ST. 
CHICAGO 12, ILL. 


PREMIER 
QUALITY 
PRODUCTS 


After Hours 


G. J. Aigner Co. Adds New Members to 25-Year Club 


2 


AICO Quarter Club re 
welcomed new members who 
have worked 
Aigner Co 


presided at a dinner for members and 


Century 
cently 
25 years or more at G J 
Founder Geo. J. Aignet 
WIVeSs 

J. Geo. Aigner came in from Long 
Island City, N.Y. Elmer Krumwiede, 
Herbert W. Thorfeldt, and Miss Hel- 
n Begley were unable to attend. New 
members included Howard Duffy, 
Selma Marrs, Leo Mandl, Joe Kohnke 
ind Clarence Clemen 
Present were (seated left to right) 
Wasko, Mrs 
Geo. H 


ner, George ] 


Frank Ed Marquardt, 
Aigner, Mrs. J. G. Aig 
Aigner, Mae Podian, 
Mrs. G. J. Aigner, J. George Aigner, 
Mrs. Geo. H. Aigner, Edw. Mar 
juardt ind Mrs Frank Wasko 
(Standing left to right) new mem- 
bers: Ed Wuyte, Mrs. Howard Duffy, 
Mrs. Leo Mandl, Joseph E. Kohnke, 
Mrs. Clarence W. Clemen, Mrs. Joc 
Kohnke, Clarence W 
(Sally) Marrs 
Leo Mandl. The 
the Bull Roon 


Clemen, Selma 
Duffy and 


meeting was held in 


Howard 


of Fred Harvey's Gold 


in the Union Station, 


} } 
KCI aavertising ana sales 


iger of Ivan Allen Co 
Woman ot 
for Atlanta 


has been named 
in Business 
is wif mother of two; 

maker; president, Atlanta Adver 

Club; winner of numerous ad 
ng member Atlanta 
Chapter, American Women in Radio 


& Television; enga; in many Civic 


awards; 


t1es 


John S. Latta, Jr. 
Re-elected Bank Director 


John S. Latta, jt., of Cedar Falls, 
Iowa, has been re-elected a director of 
the First National Bank of Cedar 
Falls 

He has also been elected a director 
of the new Midway National Bank ot 
Cedar Falls. A building for this new 
bank is now under construction, and 
is expected to be ready for use this 
summer 

Latta is president of Latta’s, which 
owns and operates stores in Cedar 
Falls and Waterloo, sellers of offic: 
and school supplies, equipment, and 
Latta’s 
Systems, Inc. with sales offices in 


Waterloo and nearby Cedar Falls is 
also operated by Latta’s. 


college textbooks. Business 


Chairmen Named 
For Cancer Crusade 


Paul Dancker, Jr., executive vice 
president of Dancker & Sellew, In 
and Irving M. Levy, vice-president of 
Art Steel Co., 
co-chairmen of the Office Furnitur 
Division of the New York City can 
April Cancer 


Inc. have been named 


cer committees 1961 


Crusade 


Berry Patch News 


Berry 
Patch News carried holiday greetings 
and news about the Rev. C. H. Berry, 
Sr., former traveler, and Mrs. BERR’ 
These Owatonna, 


The latest edition of The 


greetings from 
Minn. were enjoyed by Jack’s many 


friends 
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“Globe-Wernicke ECHELON increases efficiency at CST” 


C. Addison Brown, President 
C. S. T. Co., Louisville, Kentucky 


CST has earned the reputation of being one of the 
most effective collection agen ies in the country 
through a fast and efficient operation. Because it best 
met administrative needs, this progressive company 
selec ted Globe-Werni ke ECHELON for all ec helons 
at their home office in Louisville. ECHELON desks, 
chairs, and tables give complete unity of design and 
unlimited flexibility throughout the offices. 


This eye-appealing and functional installation was 
made by Ralph Boone, Boone Office Supply Co.., 
Louisville. It’s typical of the larger, more profitable 
sales you can make offering ECHELON and the 
complete line of Globe-Wernicke metal office furni- 
ture and equipment, filing supplies, systems, and 
office accessories. Write for full information on how 
to increase your profit as a G/W dealer. Dept. DO-3 


For his ECHELON executive office, Mr. Brown chose rich walnut tops 


General Monager D. C. Scott, V.P., for his heavy work load, 
and facades that blend with the warm wood wall paneling. 


selected basically the same desk but with a laminated plastic top. 


Y"' leg styling (optional on ECHELON furniture), chosen 
for the conference table, blends with the smart decor 
of the completely ECHELON directors’ room. 


““H" leg styling was chosen for the general office. ECHELON desks with attached 
typing platforms achieve maximum efficiency. The skillful use of modern colors 
makes these units os eye-appealing as functional. 


—— THE GLOBE-WERNICKE CO. Norwood, Cincinnati 12, 


Remember... 


Ohio 


success depends on the strength of your line. 
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State of the Industry 


Trade Practice The Federal Trade Commission, represented by Commissioner Robert T. 
sii Secrest and Attorney Robert J. Beller, held a trade practice conference for 
Rules Under the stationery industry at the Edgewater Beach Hotel in Chicago January 27. 
Consideration Early attendance of 40 in the morning dwindled considerably when adjourn- 

ment until late afternoon was made necessary because of transportation diffi- 


culties of hearing officials following Washington, D.C. snowstorm. 


“Suggested Trade Practice Rules for the Stationery Industry” were read and 
considered. These had been drafted by Donald S. Frey, legal counsel and 
secretary-treasurer of the Wholesale Stationers Association, for the purposes 
of discussion. After comments were heard from those present, Commissioner 
Secrest stated that any suggestions on the proposed rules will be welcomed 
and should be sent to the attention of Robert J. Beller, Federal Trade Com- 
mission, Washingon, D.C., by February 27. An official draft will then be 
issued and a public hearing scheduled. Commissioner Secrest points out that 
the rules will be purely interpretative of existing laws—similar to a code of 
ethics—and will not change existing antitrust laws under which the industry 


is bound 


Similar trade practice rules have been already set up for many segments of 
the industry designed to “define and catalog as unfair certain trade practices 
and business behavior . and thus be of informative value to industry 
members desiring to conduct their business in accordance with legal re- 


quire ments 


Unit Prices of Last year in the United States there were 800 million 
ball pens produced and the manufacturers’ average unit 


, Dane ‘ 
Ball Pens Down, prices of these pens dropped from 15 cents in 1958 to 


Profit Squeezed 10.8 cents in 1959 and this from an average unit price 
of 33 cents in 1953. These statistics were given by 
James V. Carmichael, president of S« ripto, Inc., in New 
York City January 24 as he introduced his company’s 
; new Tilt-Tip pen which has the tip tilted at an angle 
Carmichael 
from the axis as a patented development. The pen, de- 
lared Carmichael, was produced in order to reverse a 


declining sales curve and restore profits on ball pens to their former level 


NSOEA Extends The s t es of one-day sales clinics, bigs h as was held in Oklahoma City in 
December has been extended by NSOEA. After the Charleston, W. Va., 


One-Day Sales clinic on February 18 the schedule shows: 

March 7—New York City, Hotel New Yorker. 

March 11—Detroit, Mich., Calvert Catering, 10235 Woodward Ave. 
March 18—Washington, D.C. (Location to be announced) 
March 25—Philadelphia, Benjamin Franklin Hotel 


Registration costs $10.00 per person and includes lunch 


Clinic Series 
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“They've really got something 
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P.S. TO DEALERS: 
Your profits will soar 
with GALAXIE 


Ww. 


H. GUNLOCKE CHAIR COMPANY, WAYLAND, NEW YORK 


OA Editorial! 


The Story Behind 
“The NSOEA Story” 


The January issue of the National Stationer contains a brief history of 
the National Stationery & Office Equipment Association, outlining growth and 
development from 1904 to 1961. It tells of the origin under the sponsorship of 
the Chicago Stationers Association. It does not tell the very significant story be- 
hind the actual launching of the association. On special occasions this early 
history has been published in OrFice APPLIANCES. It bears repetition now 


because to many now active in the industry it will be news. 


At the turn of the century no stationers association existed in Chicago. 
In fact, some retailers did not know their competitors. As a service to the indus- 
try Evan Johnson, a Hoosier recently transferred to Chicago from the New 
York-Philadelphia territory by the Lockwood Trade Journal Co., began a 
one-man campaign to bring these almost hostile competitors together. Within 
a few years he had succeeded so well that the Chicago group, in process of 
organization, began thinking enthusiastically, “Let's make it national!’’ Invita- 
tions were sent out, but they encountered enough resistance to put a temporary 


damper on the national movement. 


Mr. Johnson's original thought on membership in a national association 
was to limit it to dealers. Development of interest was discouragingly slow. A 
major stumbling block was the means of financing an effective organization. 
A chance meeting with Sam Mayer, then Chicago district manager for Joseph 
Dixon Crucible Co., resulted in the following conversation: 

Mayer: “How goes the organization idea?’ 

Johnson: “Not well. It seems to be a cold iron on the anvil 

Mayer: ‘Well, I can warm it up for you. You are working with dealers 
only. Why don’t you include manufacturers? They know all the problems.” 


Johnson: “That's it, Sam! Never thought of it. I can feel the heat coming.” 


Both manufacturers and dealers were approached and soon the National 
Stationers Association (forerunner of NSOEA) was established and in active 


Operation. 


Spearheading the drive that resulted in founding of NSOEA was only one 
of Mr. Johnson's many acts of service to the association. During the more than 
a third of a century when he was editor and publisher of OFFICE APPLIANCES, 
his contributions were frequent and extensive. When he was made an honorary 
member in 1941, the late Charles P. Garvin, then general manager, said, ‘Mr. 
Johnson was as much responsible as any individual, if not more so, for the 


organization of this great association.” 
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Drop in for 
a round table 
discussion 


The subject: Furnishing 
the offices of today and 
tomorrow. On the agenda: 


e to the cor- 


of prestige, 


ithe] 


ook of 
eving effi 
lity and 


special 


lems. The place: The 


m exhibit ffice-Plus’’ 


t the NOFA show. Or any 
f the Risom showrooms 
Jens Risom Design Inc. 
444 Mad Av fh k 3 N.Y 


“ 


~ > In the picture for 
Jens Risom Design Inc. are 
Mr. John Tapner, Vice Presi- 
dent, Marketing Director; 
Mr. Jens Risom, President 
and Miss Ellen Grotto, Adver- 
tising and Public Relations 
Director. Chairs are reserved 
for you and your clients. 





by CLARENCE O. SCHLAVER 


managing editor 


Business Forms 


B USINESS forms are designed to take advantage of speed and econ- 
omy which is necessary today in both transacting and expediting of 
business. 

Such economic necessity provides the basic selling argument in the 
business forms business—stock, custom and tabulating—done by the office 
supply and equipment dealers in an ever-increasing portion of their over- 
all volume. 

Our dealers are selling the tranformation of mere paper into the 
printed materials that will do the job for the customer . . . in other words 
the ideas originating with the customers’ needs to save dollars, hours and 
storage space In the transaction of business. 

The business forms may be standard ones. 

They may be sales books. 

They may be register forms 

They may be one-time carbon forms. 

They may be forms filling a highly-specialized need fitting into the 
realm of custom forms. 

Infinite is the variety of forms needed for the quick compilation of 
data and filing of this business-reference material, using paper converted 
by printed lines and symbols into the basic medium of communication in 
today’s business 

Ideas . . . ideas . . . ideas which speed up business—that’s what the 
dealer in business forms is selling and must continue to sell if he is to get 
his share of the dollars which can accrue through intelligent salesmanship. 

The market is here and is growing. A gain of 6.3% in dollar volume 
of business forms sales for the first six months of 1960 as compared to the 
same period in 1959 was reported by the Business Forms Institute at a 
recent meeting. 

L. J. Johnsen, Institute president, stated that an earlier estimated total 
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sales of $400 million had been revised upward by $25 million and that the 
1960 figures should go still higher. 

So, it is a half-billion dollar industry about which we are speaking, 
according to the BFI, and with the fantastic growth of data processing and 


new automation methods the billion dollar amount is on the horizon. 


In this respect the Stock Forms Co. reports that based on final 1960 


sales figures, stationers throughout the nation shoved up their sales of the 
Rediform stock line last year slightly better than 11% on a nation-wide 
basis. Forecasts for 1961 range up to 13%. 

The survey of 1,000 dealers by OFFICE APPLIANCES for last Decem- 
ber's issue revealed that 67% expected their business forms business to go 
up, only 6% to see a decline and 27% expected no change. 

Peter B. B. Andrews and his Board of Analysts reported an expected 


gain of 5% in stock business forms and 6% in special business forms. 
Then Comes the Revolution 


Albert E. Anderson of Townsend, Mass., publisher of Business Forms 
monthly, declares, ‘The rapid growth of electronic data processing in 
recent years has revolutionized the business forms industry. Originally, 
salesbooks dominated the field. Then came register forms, continuous 
one-time carbon forms and snap-outs. Now, we have the many types of 
continuous tab forms and unit sets embodying tab cards of various 
types . . . The older field of business forms (salesbooks, register forms 
and one-time carbon forms) still offers many attractions for both deal- 
ers and dealer salesmen. Here are a few: 

“1. Many small accounts offer more security and stability than do a 
few large volume buyers. 

‘2. Small buyers do not ‘shop’ for the bottom price as much as do 
the volume accounts. 

3. There are more prospects to solicit. 
i. Repeat business from smaller users is more dependable.” 

Just what does this business in business forms, especially the stock 
forms, mean to the office supply and stationery dealer today? A year ago, 
OFrFrice APPLIANCES surveyed dealers and the findings are just as signi- 
ficant now as they were then. These dealers told us that two thirds of their 
number were selling business forms! 

Likewise, it was reported by 28°% of the dealers that they were sell- 
ing tabulating forms, a whopping 79% told us they were selling stock 
forms and 78% said they sold custom forms. 

The market is here, no question about it. One estimate, made by 
NSOEA, was that each office worker uses $65 worth of supplies each year, 
$35 worth of furniture and equipment, $70 worth of machines and $40 
worth of printed business forms! 

With an estimated population rise of 45 million by 1970 and cor- 
responding rise in number of office workers in natural expansion of busi- 
ness the future of business forms selling seems secure, indeed. 

In this respect, an executive of a stock forms manufacturer, Says: 

It's easy to see the picture of what stock business forms means 


to the modern stationer. It’s not just a high profit line, it’s also a ‘bread 





Business Forms continued 


and butter line.’ It has become a ‘must’ line, a line today’s stationer needs 
to complete to serve the modern office adequately.” 

Understanding of the problem which the customer wants to solve is 
primary to the selling procedure. Harold E. Wood of Wood Business 
Forms, Inc., Park Ridge, Ill., a veteran ‘engineer’ in setting up office 
procedures and designing business forms, told this OA editor: 

“The average businessman first wants to discover someone who 
understands his business function and will take an interest in it.”’ 

Understanding . . . taking interest. Here are some magic words in 
business forms selling, basic perhaps to volume and profit. 

If the dealer has such understanding and if he possesses the curiosity 
which leads to the solution he must, according to Wood, have these three 
other prime requisites: 

—Ability to go out and work on forms when needed. 

Ability to provide design service. 

—Ability to be aware of problems as they arise. 

Naturally, the prescription of a proper business form must entail 
recognition of what is to be done. With such a recognition—be it a bill 
of lading, a payroll account form, a customer receipt, an inventory control 
form, a customer's charge account at a medical clinic, or even a restaurant 
check—the dealer must be able to supply the form when needed and at a 
compatible price 

But first of all comes the idea, and James A. Head of Birmingham, 
Ala., one of the most successful exponents of the “idea” selling, says a 
customer is always waiting for a salesman who can bring him new ways 
to save: Time—Money—Space 

“Once we have developed a customer by doing a successful business 
forms and systems job for him in one or all of these phases he thinks of 
us as a firm which Aas ideas for his business and he continues to call on 


us,’ says Head. 
Not Just a Printer’s Order 


Speaking of the automation-in-offices age, Head also points out that 


once the machines are sold, a problem is posed of how “Things are to be 


done” in conjunction with these speed-up devices. To this Alabama dealer 


a system isn’t just a few pieces of ruled paper and symbols. That's just a 
printer's order, he asserts 

“Rather, the creative business forms and systems sales come when 
a salesman designs a form which meets the office machines’ size require- 
ments and productive capacity and which can be economically housed 
with that equipment.” 

Apparently, the dealer should ask himself questions like these when 
he submits his ideas on a form: 

Will it in one writing or a few writings carry the data which is 
wanted concerning invoice, quantity, shipping date, costs and so forth? 

Will the form carry its own carbon paper or is it designed for re- 


production by a copying machine? 
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Is the heading distinctive enough to quickly indicate its function? 

Are the dimensions standard for easy filing ? 

Is the form designed for transmittal, dead storage or quick disposal ? 

Is the typography descriptive or merely ornamental ? 

Can delivery be made on the date wanted if it is custom? Can the 
supply be quickly replenished if it is out of stock? 

Can repeat orders be filled speedily? 

Do the files carry all data necessary for such a reorder—the quantity 
secured before, sample of the form and previous price quoted ? 

Men who have made a success of business forms selling, men such 
as Head of Birmingham, and Jesse Peck of Springfield Stationery Co., 
Springfield, Ill, we know from personal experience value most highly 
a “medical history” of each business forms transaction. Their files con- 
tain the information which is vital to the next order. 


A Vehicle of Information 


Just what is a business form? This subject must be clearly under- 
stood by the dealer as he plans the procedure for increasing volume in 
this department of his business. 

First of all, he must realize that a form is more than just a piece of 
paper with certain rulings and varied typography. This form must be a 
vehicle designed to transport information from customer to seller, from 
department to management, from sales clerk to accounting department. 

When a business form becomes such a means of information trans- 
mittal and recording, it is in reality a creative business system fulfilling 
its needs for saving time, money and filing space. It will meet require- 
ments for both routine and record procedure, it will have the clarity 
which comes with simplicity and it will be easy to file. 

With such ingredients for its place under the office sun, the busi- 
ness form will make valued contributions to specific jobs of entering, 
routing, posting, filing, reference and transference of information. 

The objective will then be attained of reducing the pile of paper 
work which is the curse of today’s business—whether it is done in 
an office, a filling station, a rural grain elevator or at a restaurant counter. 

Where should successful selling in business forms start? At the risk 
of repetition we conclude by saying: 

Selling starts with an idea on how to save a customer dollars, per- 
sonnel hours and filing space. 

Such ideas must be introduced by showing, suggesting and asking 
for the order. 

-Stock form sources should be investigated first, the custom orders 
coming along later as occasion demands. 


Manufacturers’ help must be sought in instituting a program of pur- 


chasing business forms, promotion and education of the sales force in 
selling. 
The market is here—it’s growing. If the dealer realizes that the busi- 


ness forms world is his oyster, he can’t miss. 





Business Forms 


‘Our Factor in Selling is 


the printing end of the business enables him to handl 
RC REE ns < 


the bulk of special design forms which are needed in te 


day's businesses 


Our primary problem in selling forms,’ comments 
the Long Island dealer, “is in competing for the business 
of the large manufacturing companies and offices on th 
Island. It is pure price competition.” To override the 
problem, Nassau Stationers has maintained a constant 
selling and promotional campaign toward the smaller 
ompanies in the area. Berger mentions that it is the 
smaller user of forms who bolsters his sales. “We at 
tempt to maintain contact with companies who are ex 
perimenting with the use of various forms. Their orders 
ire not always the biggest, but as the acceptance and de 
mand of various forms grow, so does our business,”’ he 


Says 


In discussing competition and sales techniques Berger 
notes that by dealing with the small user he is not forced 
» get involved in the price-cutting, bid situation. ‘Our 
factor in selling,” he says, “is service, and we can offer 
almost 24-hour service in all areas. This is important to 
' 


the smaller users of supplies and forms who cannot 


i a maintain large stocks 
WITH THE HELP of salesmen, training and pr 


information from manufacturers, we are able ¢ . é . ‘ - Coll; 
sehr iil Display Case Helps Selling 


While talking about forms to Berger, a representative 

of the Rediform Co. was installing its first to-be-dis 

played new floor model display counter. As part of a 

national campaign by the company, the display features 

= ; = all the various order books, polyethylene bagged Speedi 

by THOM GRANT Paks and other forms available in the company’s line 
ee eae The salesman installing the display case noted that while 
the case was being stocked a customer browsing through 


the store picked up a package of memo pads. 


he best way to meet price competitior ee 
Berger commented, ‘There is no question that manu- 


facturers’ displays are helpful in selling forms. We were 
more than willing to obtain this display from Rediform 


forms 1s to concentrate on fast delivery 
ing the needs of the small user, in the opir 


nard Berger of Nassau Stationers in Roc! 
Sone tdlend in the hope that it would perform just as it did now 
The progressive and business-wise Ber However, the immediate or initial sale is not the most 
of Nassau ( ounty and part of Suffolk and servi important one. In order to make money in forms selling 

A « « * < ‘ ‘ at »( . 


30 to 40 accounts in New York City proper. Berg n 
two salesmen operate on the road for the company He went on to note that if a company uses a partic- 


you have to follow up with reorders 


a staff maintains store sales in furniture, forms and other ular form and it is adequate he will continue to reorder 
gene ral office supplies and possibly stock other types of forms He added that 

“As far as business forms are concerned, 1} reer many times customers’ inquiries request a certain form, 
“We are fortunate in that we handle two top lir manufacturer or type, and additional sales of all types 
stock forms Rediform and Wilson Jones nd also ire often contingent on the ability to supply customer 


operate our own printing business.’” According to Berger needs at all times. 
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Service’ 


BUSI? 


that he feels his method of keeping 
ns was unique. “Sales people from 
d Wilson Jones have the run of the 
ome to come in any time and check 


lely on them for reorders and recom 


Berger feels that his displays and in 
tained. ‘Each item has saleability,”’ he 
Ip of salesmen, training and product 
the cor panies we are able t do 1 bet 
resting to note that manufacturers, 

irch, can sense when changes and 


needed in forms and respond a cord- 


in promotion of business forms he 

least once every six weeks. Aver- 

mailings runs about 7% from a well- 

i000 accounts. Recently, Nassau mailed 

os with price lists printed over each 

The return of this endeavor was 5% Berger 
comments “We have tried newspaper advertising and 
other means of promotion, yet despite the cost of direct 


mail we find it brings the best results 





When questioned about the existence of competition 
between the stock forms and his own printed forms, 
Berger had this to say, “There is no conflict at all; when 
un account requests forms we take the time to design one 
for his needs. We then present the custom form with a 
similar stock form and allow the client to make the 
choice. It is tin onsuming, but the results in the long 


run make it ll worth while 
Sees Growth in Data Processing 


Concerning automation and data processing, Berger 
says Smaller firms are beginning to use automation 
every day. These are the same firms we are servicing 
now. In two or three years I see the dealer supplying 

any of their needs, particularly in the forms area 
When data processing systems are available for $3-5000, 


dealers will have te supply the need for their customers 
He further states that Nassau has both the resources and BERNARD BERGER of Nassau Stationers says, “There is no 


1" question but that manufacturers’ displays are helpful in selling 
supplies for selling data processing supplies, but men oom —— —— = 


£ 
Dusiness forms 


tions that not all manufacturers have produced products 
which the dealer can sell directly 


According to Berger he will handle the forms, stock 
per and oth supplies needed in data processing as 


1 as the market opens up 
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Rural Market Cultivated by Springfield (Ill) Dealer 


There’s Gold in Grain — 


And Business Forms 


HERE'S gold, not alone in the color of the 
grain which flows from farm trucks into the 
spacious caverns of grain elevators, but also in the 
business forms used by grain elevators in rural areas 
This market, augmenting the one more metro 
politan in character, has been discovered by the 
Springfield Stationery Co. of Springfield, Ill 
Jesse and Ronnie Peck of the office supply and 
equipment firm have established themselves as sup 
pliers of the forms which enable elevator and milling 
companies in the rural area to handle farm trade 
accounts with more speed and accuracy 
It's a type of business forms merchandising which 
might have been overlooked except for the Pecks 
conversation with elevator operators while on the 
quest for office supplies business. The types of forms 
which were found to be readily saleable were worked 
out in co-operation with Dave Hinckley of Philip 
Hano Co. in the course of several trips to Springfield 
The Pecks ascertained that a certain type of form 
was needed to properly record settlements in which 
the government was involved as party to storage un 
der a crop control or “grain bank’ program. Spring 
field Stationery Co., in co-operation with the business 
forms’ supplier, worked out a form which listed the 


essentials involved in the farm aid plan 


Fits into Elevator Deal 

Another form was devised to handle a special pro 
motional deal instituted by feed companies. Under 
this plan a farmer buys steers to fatten and purchases 
the special feed for an enriched diet to augment th 
staple corn or grain which he grows. The farmer, 
for example, promises to provide 3,000 bushels of 


corn or oats to the elevator, taking this supply out 


of the “grain bank’’ which he had previously estab- 
lished with the government. 

Charges are made on the business form for this 
grain, and for the cost of shelling or processing, and 
the form establishes the exact quantity of grain still 
remaining in inventory under exacting federal regu- 
lations 

Such a form was devised, a combination mill and 
service ticket, for Prairie Mills, Inc. in the neighbor- 
ing communities of Virden, Palmyra and Kincaid. 
This form lists the pounds of corn shelled for farmer 
customers, the amount of corn or oats taken out of 
the “grain bank’’ and the poundage of grain taken 
out of the farmer's regular storage. A transaction 
which formerly took considerable time and book- 
keeping is now completed within minutes at the ele- 
vator and each party has a copy of the form. 

Sells the Idea First 

Some stock forms are supplied through the Philip 
Hano Co. and other special ones are worked out by 
the office supplies dealer, using a Photorapid ma- 
chine to produce copies from the master. 

We have to first sell the idea and then we are 
in business,’ declares Ronnie Peck. “It is surprising 
how many customers there are in the rural area if one 
will just search them out 

We have discovered, too, that the production of 
these elevator and grain firm forms opens the door 
to other business. Imprinted checks are often wanted, 
along with bookkeeping and other office supplies 
It pays to make friends in the rural area for these 
are repeat customers. Farming is big business in our 
area of Illinois and the dealer who provides time- 


saving ideas can profit 
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RIEKE ELEVATOR & SUPPLY CO. 


WE BUY AND SELL HAY, GRAIN, FEED AND SUPPLIES 
GAS, OR TIRES, COAL, UAMESTONE AND GENERAL HAUUNG 


RR i, NOKOMIS or HARVEL, ILL. Phone: Nokomis CO. 7652 
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Martin Supply Company 
LIME — PHOSPHATE — MIXED FERTILIZER 













































































































































































rYPICAL FORMS sold by Springfield Stationery Co., Spring 
1, Iil., for use by rural elevators and milling companies 
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Business Forms Must 
Nieet Customer Needs 


HOW a customer how to save time or money and 
sale is almost certain. And if it can be demon 
strated that a product will save both tims money 
business is sure to be good 
This maxim is followed to the letter at City Stationers 
New York City. Seymour Fialkow, owner, and Le 
Druze, manager, believe it accounts for the many 
successful sales of business forms the firn 
credit. 
“In forms selling it is necessary to meet 
of your customers, present and_ potential, 
Fialkow, ‘and when these needs are met satisfactorily 
both time and money will be saved for the customer 
This is why Manager Druze demands that cach sales 


have a 


man on the four-man “out of the store’ staff 
thorough knowledge of customer requirements so as t¢ 
apply them to the potentials of both custom and stock 
forms. 

In discussing stock forms, Fialkow notes that City 
like many dealers throughout the country, does a sub 
stantial volume of stock forms business We handl 
Redi-form, Moore and Wilson Jones forms, which allows 
us a wide range in recommending the right form for 


Cac h ne ed ; 


Sales People Qualified 

According to Druze, selling stock forms requires 
almost as much preparation and knowledge as selling 
custom forms. “From exposure in the business,” he as 
asserts, ‘our sales people are more than qualified to help 
in specifying the correct form for individual needs. W 
are also fortunate in having help from the manutact 
and printers of the forms 

Despite the trend toward specialization, City 
ers has not seen a decrease in stock forms business. ‘In 
fact, our business increases with automation 
Fialkow. “After all, isn't the carbon snap-out 
automation in a sense? It cases loads and correspon: 
in the office.” 

He adds that no attempt has been mad 
automation-type or data processing forms. “This 
because the thousand-and-one items which 
fied as forms-business account for over 5, 
ness. There is a constant demand for stock 


an increasing demand for custom forms. Th 


30 


MANAGER LEO DRUZE requires sales people to specify 


correct business forms out of stock to meet individual needs 


whose products we handle have stock forms of all types 
available so that we can supply any business, regardless 
of its size Or nature 

With a ‘sell service and economy’ policy and a good 
background in the kinds and uses of business forms, 
how does City Stationers actually sell forms? 

Being in Manhattan,” says Druze, ‘we do a good 
telephone business. Many times during the day we will 
receive an Order requesting certain types stock, invoices, 
memos, credit references and the like.”’ 

He was quick to point out, however, that City does 
not depend solely on telephone or drop-in over-the 
counter forms sales. As part of the store's advertising 
campaign, promotional! literature is mailed out monthly 
for all lines of stationery and office supplies, including, 
of course, business forms Frequently, emphasis Is given 
to certain types of forms and their manufacturers. When 
ver possible, City makes use of the literature supplied 


by the various manufacturers. “It is hard to determine 
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SEYMOUR FIALKOW, owner of City Stationers, finds the telephone a convenient means of doing 
business. Phone orders for stock invoices and memos help swell store volume 


in the city exactly how much of a direct return we get 
on our mailings.” says Druze. “But our mailings, aug- 
mented by direct calls, have resulted in some fine sales.” 

Druze asserts that displays and sales ideas offered by 
manufacturers have been a help in promoting and sel- 
ling forms. Re-emphasizing the need for complete 


knowledge and understanding of forms if a dealer ex- 


pects to get the most out of the business, he added that 


he has attended a number of sales training seminars 
held by manufacturers, which proved more than help- 


ful in promoting this end. 


Needs Help on Pricing 


Commenting on the co-operation received from manu- 
facturers, Fialkow notes that the supply and delivery of 
forms has been better than average and service and 
availability of help on the part of forms manufacturers 
is an important plus in handling the lines. He further 
points out that additional help in pricing is needed for 
getting the most out of forms business. 

Getting back to actual selling, Druze called attention 
to a special selling technique employed by City. It in- 
volves completely canvassing a particular building or 
block. The salesman is equipped with samples, catalogs 
and manufacturers’ sales pouches so that he is prepared 


to offer a complete line of office supplies 
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This technique,” remarks Druze, “results in good 
overall business, but particularly in forms sales.’ He 
goes on to say that in many cases the variety of stock 
and special forms available through his company is ac- 
countable for business in other areas. Although many 
customers are able to obtain their general office sup- 
plies from other sources, the ability of City Stationers to 
supply any and all needs in the forms area has enabled 
the company to get a foot in the door and garner more 
office supply bussiness. 

According to Druze, competitive pricing is the biggest 
problem in the New York City area. Competition comes 
from both direct sales by many manufacturers and large 
stationers and suppliers who offer “bargain’’ prices. He 
adds, ‘‘However, we are not overly concerned with that 
situation. It is similar in all lines of office supplies. 
Heads-up selling and service with an awareness of the 
needs of our customers in areas such as forms, will still 
allow for a substantial share of the business to come 
our way. 

Fialkow sums up City Stationers’ thoughts on business 
forms: ‘There is a goodly amount of business dollars 
in that area. Forms must be sold in a manner similar 
to other lines of office supplies. Forms afford a great 
deal of satisfaction in selling since they allow you to 
supply a method which will help an account cut cor- 
ners in time and money.” 





An. - Ad. /A.S. 


iutomation Consumables fecessorie Guide 


Second in a series 


Punch card payroll — 


procedures to more sales 


HE payroll function in any accounting depart 6. Look up exemptions for individual employee in 


ment essentially involves four op 


calculations of gross pay, dedu 
pay, and the record keeping of thes¢ 
Another closely allied operation, though 
procedure of accounting, 1s the tssuan 


either cash or check form. It 


; 


monthly repetition of calculations and 


records that makes payroll such a px 
for application in the tabulating room 
reasons, the need has been created for 
of supplies that you can sell 

Since a salesman does not sell produ 
fills needs, this second A.C.A./A.G 


rf 
Als« 


directed toward giving you an understan 


demands your customer, the tab room 
pect you to supply. In knowing th 
certain supplies, you will know how b 
Services 


The payroll function ts fulfilled thro 


nation of a series of relatively elementary 


The coordination of these operations cr¢ 
The plan for a system can be set down ir 
low order. For instance, instruction t¢ 

ing these steps under the manual syst 


like this 


1. Read number of hours from tims 


ployee’s history file if salaried. Post hours + 


Look up rate. Post rate to work sheet 


3. Multiply hours by rate Post prod 


sheet. 


| 


i. Post product to gross pay detail colur 


5. Add numbers in gross pay detail col 


total on work sheet 


employe¢ s history file 
7. Look up tax table which corresponds to gross pay 
ind exemptions 
8. Post tax on work sheet 
9. Compute FOAB deduction. Post to work sheet 
10. Look up remaining deductions in employee his 
tory file. Post to work sheet 
Add all deductions. Post total to work sheet 
Subtract total deductions from gross pay Enter 
ence as net pay 
Each of these steps are necessary for obvious reasons 
the framework from which all ramifications 
Modifications might include the situation 
common to many manufacturers which operate their 
plants on an incentive basis. In such a case, determin 
ing the number of hours would require a more detailed 
culation. Or, calculating deductions could become 
nvolved in the comparing of FOAB withholdings with 
standard amounts. Or, the same could be so with peri 
odic deductions such as union dues, savings bonds 
redit union, etc 
Because of the phenomenon of man’s brain, all of 
these steps and their required calculations are made 
by the clerk not so much as steps, but more as means 
to an end and are made from a reference point of the 
total process. For the tabulating machine, however, 
ich step is an end in itself. For this reason, each step 
the system must be clearly defined as to its neces 
sity and influence on other steps if the payroll is go 
ing to be accomplished in the tab room. This detailed 
planning 1s called programming 
lo aid in this planning and control in the tab room 


ind to provide a readily accessible guide to all em- 
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ployees in the tab department, each elementary step 1s 
correlated within the whole through the use of a flow 
chart. Though seemingly complicated at first exposure, 
the flow chart is soon recognized as an orderly visual- 
ization of procedures. This becomes evident in the ex- 
ample on this page of “How To Get to Work in the 
Morning (Repeat 3 times) 
A simplified version of such a plan for a payroll op- 
eration might look like the flow chart shown on the next 
page. A tab room manager makes a program similar to 
this one, but incorporates all the modifications peculiar 
to his company’s needs. In the following analysis of the 
charted payroll procedure those items which are avail- 
ible to the dealer for resale (cf. OA, January, 1961, 


page 29) will be flagged in bold fa Turn Yes 
pag ) ¢ gged I bold cc on taht is it dark? 


In the payroll function, the new source data are the 
_ | No 











number of hours worked by each employec This in- 
formation along with the employee’s number, taken 


from a time card, is punched into a tabulating card 
I 





by a key punch and constitutes the “A” card or in- 


I 





put (cf. OA, January, 1961, page 32). Since the va- Bathroom 
chores 





lidity of succeeding operations is dependent upon the 
source data being punched on the card accurately, a 
second operator will prove the input on a verifier 
Some installations have their employees mark their 


time cards with mark sensing pencils. A key punch 





capable of reading these marks punches the tab card, 





eliminating the need for a key punch operator, and 


ilso eliminating human error 


Without Logistics, Nothing But Words 





Accessory equipment used in this input stage in- 
cludes a key punch desk, utility sorting racks, card MMorvied 5 yrs.? 
weights and card tote trays. 

With the new information now contained in tab 
irds it is ready for processing. The cards are trans- 
ported from the key punch desk in card tote trays on 
flat top utility trucks to the sorter. This machine ar- 
ranges the tab cards in a sequence determined by in- 
dividual employee numbers. The sorted cards are 
temporarily stored in mobile sorting racks or sorting 
racks hung on the wall 


Before calculations can begin, employee name, 





wage rate, tax class and other identification must be 





idded to the “A” card. Pre-punched tabulating cards 


bearing this employee history are taken from tab 





card filing cabinets. (file ““B” in flow chart). They 


are run through the sorter and arranged in the same 





sequence as the “A” cards. These two sets of cards 
Yes 


ire then run through a collator where they are 


matched. Though it may seem unnecessary since they rive to plat | 


are in the same sequence, the “A” set and the “B” 
set must go through the matching operation to detect 
either a new employee without a history card, or a 


history card for an employee who did not work dur- 


How To Get to Work in the Morning 


ing the pay period 
The matched sets are then directed through the This flow chart serves the same purpose as those used in tab de 
partments it reduces complex procedures to simple related steps 
i : A flow chart will also help you understand the objectives of the 
panel board, all of the information on the “B” card tab room as well as the role played by products you can sell 


tabulating machine where, governed by a control 
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Flow chart of tab room payroll procedure is explained in detail in text. 
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A.C.A./A.G. continued 

is transferred (punched) to the working “A card 
The “B” cards are returned to file for use the next 
time the payroll is made. Tab card guides are used in 
this and other filing operations. 

The control panel board in the tabulating machine 
is then changed to govern the next operation When 
establishing a system in the tab room, the panel 
board is wired to define an electrical circuit to con- 
trol an operation of the tab machine. In addition to 
the panel boards, a wiring tray, and wiring easel are 
used in this technical process. But assuming that the 
system has already been established, the operator 
would merely take the properly wired panel from 
the panel board rack, change panels in the tab ma- 
chine and proceed with the next operation 

In this next operation in the flow chart, the “A 
ards are fed into the tabulating machine. Here the 

ie tax deductions, FOAB deductions 
ry are calculated in accordance with 
the control panel and punched in 


the ( irds 


More Information Needed 


ore information is needed before 
can be accomplished. Applicabil- 
luctions such as union dues, savings 
inion, imsurance, pension plan, et 
be established for each employee And, the 
r-to-dat fil 


This infort 


1 


has to be updated for each em] Lloyee 
punched in cards created during 
oll period, is stored in file cabinets 
). Each of these sets 
employee number 11 
merged with the 
operation, performed by 
ol! cards into one 
in-one set of cards is fe 
iN appropriate panel board 
or printing procedures. The 
yyvee activate the calculat 
ind also the one-line printing mech 
through the use of a ribbon, all 
formation on a continuous form. 
constitutes the payre ll register 
the accounting department where it 
flexible post binder. 
ol the coml ined set ol ards 
chine (with a new set instruc- 
nel board) directs the machine to 


es 


pay on pin-feed continuous 
e time, this information is punched 
which has been introduced. This new 
omes the updated year-to-date record 
mployee and goes to the "C”’ file 
payroll is made 
ards which have been used during 
dures are finally put through the 


d into the three original sets. The 
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cards bearing the deduction information are returned 
to the “D”’ file for use in the next payroll; the “A” 
cards are put in storage in compliance with government 
regulations; and the “C?”’ are discarded. 

Basically, that’s all a tab department does to fulfill 
the payroll operation. You may not find one company 
in the country that follows this plan exactly. But all 
of them have modifications and extenuations of this 
plan to one degree or another. For instance: 

Almost all of the larger installations have an ex- 
tended calculation of FOAB deductions which involves 
sorting the individual employee cards into those which 
have deductions in excess of the standard FOAB amount 
and those which have deductions under the standard 
Those which have a greater deduction are corrected; 
those which are smaller allow the previously established 
deduction to stand as is. 

A manufacturer who pays on an incentive plan 
would have an extra step in determining the number of 
hours worked plus calculations at varied pay rates 

Many companies across the country still pay their em- 


ployees in cash. It is profitable for such firms to include 


1 cash denomination program in their payroll procedure 


Solving formulae to establish the number of $20, $10, 
$5, or $1 bills and coins to put in a pay envelope is a 
big consumption of human work hours. These calcula 
tions can be accomplished in a second by the tab ma 


( hine 


Probably No Two Alike 


A company with many branches could correlate its 
payroll by having each branch submit the employee 
number and hours worked by punch tape and tele 
printer. This source information could then be con 
verted from tape to tab cards at company headquar 
ters 

Because of the investment involved in the pur 
hase or rental of tab room machinery, each company 
will spend months to years investigating how best 
this equipment can be applied to its specific needs. 
[t's only natural that each installation will be slightly 
different from the next. But through contact with 
your accountants you should have little difficulty in 
understanding what each is trying to do. Talk to as 
many tab room managers as you can. Let them teach 
you what you want to know 

One of the best sources of information—and pros 
pects is the local chapter meetings ol the Nation 
il Machine Accountants Association. Other excellent 
sources Of information are publications which ex 
plain the latest applications of business automation 
to management. One such is Management and Busi 
ness Automation, a sister publication ot OFFice AP 
PLIANCES 

Regardless of where you get your information, r 
petitive exposure to automation applications will help 
you understand your products better, and help you sell 


them better.—C.C. 





Office Furniture 


Designed for Humans 


UMAN engineering, one 
codified disciplines, 1S pla 

larger role in the design of offi 
the idea is nothing really new 
evolved during the days of Ston 
clever fellow decided to cut th 
used as an ax handle to keep his 

In retrospect many examples 
man modified his surrounding 
human condition. But human 
scientifically developed until Wor 
lions ol dollars Wcre spent to des 
fighting man. In war situation 
cisions meant life or death, ther 
adjusting or unnecessary mov\ 
gauge readings, immediately a 
dom of action were absolut 

The con epts of human engit 
tors have been shaping many 
From a design approach that was 
ployed in the destruction of h 
perience ind education that ben 


involving human physiology hay 


William H. Sullivan, 
BED desion f 
Marble Fu “re, 1 wrote an 

f OFFICE APPLIANCES 
Architectural Acceptance Required TET OAS Pere n th 


ember. 


of kitchen ranges, airplane equipn 
eras, instrument pan is, fa 


phones to nam 1 few 


Understanding these concepts 
bility of anyone in the 
management and sales 
principles were applied 
furniture, th 
stood 

Architectural acceptan 
business furniture. There is now 
among many architects against th 
tion of surtace design fostered | 
sign school Many ol the idh rent 
publicly doing some serious soul 
surface design, or ‘‘look,” is an 
considered in marketing, the fur 
employer must reflect the st 


A market survey 
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Human Engineering 


and dealers conducted by B. L. Marble Furniture, In 


revealed the trend in surface design was definitely 


more mass and form a decided departur 


“light look”’ which prevailed at the time of 

Further survey among architects establish 
dominant design trends; the international 
body of thought which proposes a rep 
curtain wall in which the interior must be 
the exterior module; Nervi’s arch, which 
adaptable to public assembly or exhil 
and Corbusier's concept, which successfully 
teresting form and texture, and adjusts 
mect interior needs. 

This survey information correlated w 
keting data indicated that the internatior 
fluence was due to start a decline an 
would soon become saturated with alm« 
ture. Since public assembly and exhibit 
of secondary importance to the off 
facturer, the Nervi arch approach was 
further consideration. Everything cons 
ble came to the conclusion that Corl 
would ascend. (Those architects who 
were also attracted to the works 
Wright ) 

The ascension of this new desigt 
furniture design is further substantiated 
any particular design trend will soon 
competitive point on a marketing 
contact then being the only sales fa 

The one remaining problem facing 
research of human factors. In th 
unit desk, Marble concentrated 
bining of a wall related surfac 
neering and human engineering 


j 


Time and motion studies indicat 


of a tremendous amount of energy by th 


desks. This consumption is figured in 
sider the foot-pounds of energy invol 
pushes his chair one foot across a floc 
caster must be considered and will vat 
floor surface. It becomes obvious that 
the desk has used energy capable of 
by the end of a normal working day 
There is no wonder that the carp 
chair casters and user's feet cause fri 
causes wear. This leads to a conclusion 
(desk and chair) must be designed 
psychological disturbances and physi 
terrelated causatives), thereby 


tear of fixtures and coverings (the end 


38 


ition 


d t 


from th 


hree pre 


hool, the 


d modul 


1djusted 


} 
i 


On 


uildings 


shin 
IDINCS 


exterior 


to 


Office furniture would therefore have to be designed 
to meet the human factors that would come into play 
when the piece was put to work, i. e., designed from 
the inside out in accordance with the Corbusier concept 

Just how this works is best understood by approach 
ing each element of a desk as a problem and then solv- 
ing the problem. Following is an outline of the way 
human engineering can be applied to furniture design 
Each problem corresponds to the number in the illustra 
tion on the facing page 
(1) Problem: Readily accessible small drawer contair 

ing incidentals of everyday usage 

Solution: A center drawer not used, for user must 
push chair backward for access to drawer contents. A 
phenol and aluminum | 
hannels, holds pencils and small everyday incidentals 


small drawer, operating on 


ill people tend to collect. Drawer incorporates a trans 
parent lucite writing slide, which may be lifted or 1 
moved, and is hooded at the back. Drawer front is quit 
softened’’ in contour and is comfortable to touch 
ontact. Drawer may be used without moving chair 
>) Problem Disposal of Waste 

Solution: Waste receiver hangs on door, which o; 
erates on full piano hinges. Door automatically Of 
with slight pressure and closes in the same way. (The: 
is room within this compartment for any tele phon 
equipment, and piece is fully equipped for insid 


) It is not necessary to bend over 


or move the chair to dispose of waste. Wast 
i 
led I 
has rounded contours and rubber rim, so it ts 
maintenance people 1andle and will not 
furnitur 
(3) Problem: Readily a | telephone books 


binde rs 


Solution: A compartmente: pace with sloping 


} 


iders holds telephon« DOOKS Of! schedule books 


large as Manhattan or Chicago directories. There 
partitions at the back, so books will not slide out 


cessary to bend over or mov chait 


creren mMatcria 
ution: There no sliding door, for it would ex 
energy. The tambour door covering this compart 
ent is of anodozed aluminum extrusions, which int 
3 ; 
LOCK They are ¢€ a aie cutt gy to remove 
Door is raised on nm morning and goes 
ly out Ol sigh IVI full iccess TO compart nent 


It is Opened with one n 1 and is self-closing, on 


t is started. Drawers this ompartment, of which 


there are seven choice ave cut-down fronts. The us 
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DESK ELEMENTS considered by d 


lesigners ana 


drawer even when drawer is not 


rate on ball bearings, which plug 


irtment (patents applied for). The 
rly close 


proximity to thi compart 


ns are purposefully not full exten- 

kes full use of drawers without bend 
hair 

Drawer 


swivels chair ninety degre 


et do not come into conta 


s to use the 


with any 


1 underside of cabinet 1s 


finished 


nt marring of shoes. | drawer 1s 


ition, so tabs are at best re iding pos! 


slides are used. User makes full 


wer without bending over or moving 
nd over slightly to use the drawer 


desk 


is the least used drawe 
Pulls 


generous size. Hand room 


j ind there is 


line on back of pull. There 
dges, for all contours are “‘sof 


ened slightly in the m section 


of full round) to bear- 


user's hand 
Telephone 


lephone was designed to | ised on 
of furnitur not 


some panel 


inalyzed in text 


or in a drawer. Human factors influenced th 


the dial, the softened shape of all parts 


le gibrlity of the numbers. It is most easily used 
minimum error in dialing 
(8) Problem: Locking 


Solution All keyed alike, and 
necessary to bend over or move 
unlocking desk 


(9) Problem 


on the cabinet top 


loc ks are 


chair when 


" 
i¢ 
i 


Additional storage of little used 
Solution: Storage 


compartment 1s located at 


cabinet, so user can store little used equipment 


take extra steps to a supply or storage room 


By properly placing chair, user can sit dow: 


complish his work, and then leave the desk with 
ever doing more than turning the chair 


ing it 


never MoV 
Back to surface design: Admittedly, the overall 
exterior design feeling is 


Chandigarh Palace 


after that of Corbusier's 
There is a combination of shapes 
elements instead of th« 


The re 


monotonous f p 
ectangular shape is a feeling of stal 
mass of the piece 


Look about you examine how human engit 


has been applied to new products in other fields 
find evidence in the plane when you travel 
kitchen 


f 
i il 


when you settle down at home. Start think 
bout human factors and learn to recognize honest 
t These 


ffice as well as in your kitchen 


improvement improvements belong 





Office Machine Repairing 


This Shop Has 
Army Precision 


orgetfulness will occasionally plague even the most 
experienced typewriter mecha reasons Fred 
Urban, service department manager of All Makes Type 
writer Co., Salt Lake City, Utah 
That's the reason why Urban developed a graphi 


detail system which has upped typewrit air volum 


from an average of 20% per week 
and triggered an equally impressive 
writer sales 

This system was developed in earl; 60 when the 
firm, after 12 years in the center of a nearby block, 
moved to a prominent new location downtown in the 
Morman metropolis 

With sufficient space to handle a 
volume, Urban kept in mind the numb 
which occurred when some small detail 
repair had been overlooked, thus necessitating sending 
the machine back down the line for disassembling. H 
resolved that nothing of that nature would 
the near store 

The result was the graphic system whet 
of each employee's work is complet 
either large or small signs placed at th 


sitions 


There’s a Military Air 

Taking a cue from the military, the Salt Lake City 
office machines dealer made certain that no mechani 
would overlook any small detail in repairs and would 
likewise take on the responsibility of 
housekeeping throughout the shop 

Splitting the workload, Urban met 
ees and asked whether each was w 
“housecleaning responsibility’’ for one 
shop and likewise take on a selling 
the Salt Lake City manager was 
tion the fact that a mechanic's knov 
dividends in impressing a prospect 


of a particular machine 


In front of each man’s position at the repair bench 
are small 4 x 6-inch cards which are like military charts 
hey provide a simple listing of the steps in repair work 
and likewise chart the mechanics appearance-maint 
nance chores as well 

The production system revolves about “Mechanic Ni 


|’ who is the shop's most experienced and expert 0} 


erator. He is a man who will pass on the work of others 
ind has a minimum amount of maintenance and shop 
housekeeping to contend with. His responsibility card 
iffixed to the wall points out these duties: 
Attend to all service calls at once 
Check all machines made ready by personnel 
gned to cleaning them 
Assist on the sales floor when needed 
Mechanic No. 2. to his left, is instructed by a Sig 
which points out these responsibilities 
Take over machines coming from the cleaning 
room, assemble, repair and check them before turnin 
them over to Mechanic No. 1 for inspection 
Help with service calls and take care of all main 


+ 


enance work on servi 
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luties and tl 


MECHANICS 


incoming machine 


likewise include th 


1S analyzed 


and shop area 
Ss desig 


wash out all incoming machit 


il or small cleaning work 
ing machines and ke p the shelves 


d with machines 
All Procedure Detailed 


tions are included for all the six 

listing varying tasks of clean ul work, 
r replacement 

pin mechanic is instructed as follows 

harge of all pin repair ers 


writers and adding lchnines each 


ry and he Iping parts n 
nd wash all machines 


ecial duty to see that 


s in floor display 


OA-—3 /61 


> x pone 
gars 


out in orderly fashion. 


chines, when sold, are immediately replaced with new 


or used machines 
Clean bench and special sections 
Take charge of the air compressor and determine 
that there is always sufficient oil in the air compressor 
Likewise typical of the detail system is the drawband 


display mounted on perforated board. Here, where every 
ror 


mechanic can quickly check, are shown drawbands | 
sortables and several popular makes of typewriters 


Any mechanic dubious over which drawband to use 


simply glances at the permanent wall display and solves 
his problem. For similar efficiency is a row of some 75 


tools and appliances, extending all the way across the 
| ) 


perforated board wall, just about eye level, where each 


mechanic can reach any specific tool needed 

It is not surprising, therefore, that the Salt Lake City 
typewriter firm is leading the city in machine re pairs, 
urrently not all of which business is traceable to reloca- 
tion. Rather, it is a tribute to the efficiency which has 
eliminated doing the same job twice, posted the 35- 
machine-per-week repair average, brought a likewise im- 


pressive increase in adding machine repairs. 





eat 


Los Angeles Greets NSOEA 


Thursday, February 23 

7:00 P.M 
dent, J 
ceive all registered delegates 


7:30 P.M.—'‘‘Dutch Treat” and Dinner. Get 
Party sponsored by 


6 to President's Reception NSOEA Presi 


Howard Patrick, and other officials re 


‘9ers and Gol 
Travelers, Roger Young Auditoriun 
all 


registrants. For dancing and 
The Symphony Band 


Friday, February 24 


9:00 A.M.—-General Session in the Bilts 
Dean Despie, general conventior 
presiding. Keynote Address by 
Howard Patrick. ‘How To Get N 


by Paul Ignatius, Harbridge Hot 


Jowl 
OO 
hairn 


LO 


tion for both management and 
techniqu 
Sales Through Better In-Store M 
by Henry Berry of Henry Berry 


waukee, Wis. Drawing for att 
A.M 


P.M.—General 
Biltmore Bowl 
cluding 


senting advanced sales 


11:30 Adjournment 


12:40 


Convention 


for all registet 
Presiding: G 


Addr« SS by Dr 


University of Southern ¢ 


ladies 
Governor District 14 
Baxter of 


P.M 


2 to 8:00 P.M.—Exhibits open in Rex Root 
Room, Music Room, Foyer, Ball 
aissance Room and Second Floor 


Saturday, February 25 
11:00 A.M.—Management and §S 
Vern Vallet, 
tioners, presiding over Manag 
and L. I 


nia Stationers Association, presiding r Sale 


9°15 


to 
sions. Southern Calif 
SESSIOI 


Bank, president of Southern Califor 


A.M 


: 


P.M 


Michael L. Sany 
House, will moderate a workshop for manage 
ment on inventories and Edward O. Kallman, 
executive vice-president of Stationers & Pub 
lishers Board of Trade, will speak on “Dealers 
Financial Pitfalls.” Clifford R. Bollman of Dale 


Carnegie Institute will address salesmen, out 


men's Session Sanyour, Harbridg¢ 


lining sales-slanted tips on how best to make 


the most of sales ability 


y. Michael Sanyour, 
Harbridge House, will moderate a discussion on 
the 


price objections 


how to get order, and how to overcome 


Adjournment 


A.M Meeting of NSOEA District 12 in Con 


terence Room No. 1 with Governor Ken Brown 


Introduction 
} 


dat¢ and lo 


presiding 


officers and 
1962 district 


of new 


ot 


On 


report ation 


mecting 
Meeting of NSOEA District 14 in Con 

No 

Cornell presiding [1 


terence Room with Governor George 
troduction of new officers 
and report on date and location of 1962 district 


meeting 


00 P.M NSOEA Exhibits 


Golden West Dinner Party preceded by 


cocktails. French Bar (Foyer to Biltmore Bow]) 


Dinner in Biltmore Bowl! with Ken Brown 
presiding. Entertainment and dancing. 


Sunday, February 24 
P.M.—F 
ror lad includes 
Dutch Treat’ Dinner, General Convention 


Luncheon, Golden West Dinner Party together 
with 


30 inal showing 


of exhibits. (Progran 


1€S President's Reception 


attendance at exhibits and Luncheon and 


Fashion Show Saturday noon at the Starlight 
Room, Sportsman's Lod 


lge, North Hollywood 


OA-—3 /61 





Only one portable line is commended by... 


CONSUMER 
SERVICE suasaa 


PARENTS’ 


> iS 
O € 
YERTIsED ™ 


ABM) smirn-corona 
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Thursday, February 23 


A.M Registration 


11:30 A.M.—Design Seminar Workshop—Chilton Brown, 


How’ Management Clinics: 


Office Furniture “Know 
ght—John F. Bohman, Bohman Traffic 


Program in ts 0, 
g f R. P. Lewis Co., Flint, 


R. P. Lewis, president R 


Consultants, 


New York ? Training Dr Jack Schitt Pac College, New York 


t Selling—Henry Flarsheim, Robert Haas Advertising, 


g Convention Luncheon—Dr. Jules Bachman, Pro- 


f Economics, New York University 


»M | xhibits ( p n at ¢ oliseut 


Friday, February 24 


| Breaktasts 
Chairman, Clark C. Briggs, Farnham’s, Minne 


rman, Charles L. Pettibone, president 


Inc 
tacturers Representatives 
B. Dwyer Co., Boston, Mass 
rs’ Salesmen—Chairman 
Ridgefield Park, N J Sponsored and paid for by the 


Sk 
New York Offureps. Panel callie Henry Lewis, Max 
Blau & Sons, Newark, N.J.; George Gray, Charles J. Lain 
( New York City; John Solomon, Brun & Rutherford, 
New York City; Gerald Kraut 


Samuel Lakow, New York 
City; Robert Stainton, Howard Boise, I: 


Chairmat John B. Dwyer, 


Milton Skala, Crum & 


Plainfield, N.J 


Workshop Meetings 


discussion of “Why Should Large Con 

Buy from Dealers’ moderated by Walter S. Len 

litor of OrFiceE APPLIANCES; panel members in 

Arthur Poliquin, Horder’s, Chicago; V. L. Caldwell 

Wanamaker Co., Philadelphia, Pa.; Daniel Waldner 
r Co., Mineola, N.Y., and purchasing agents 


1-table 


| Kh bits open at ¢ ol seun 


Saturday, February 25 

Award Breakfast—Robert B. Gibby, Desks, Inc 
rk City 

tion Meeting—R. P. Lewis, NOFA president 


r (Town Hall Style) 


ual NOFA Banquet ballroom of Park Sherator 
pr I Charl 


Lewis siding s P. Taft, speaker 


I 


Sunday, February 26 
P.M.—Exhibits open at ¢ 
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only one portable line is guaranteed by... 


+ 0 
Y 


“" Guaranteed by “ 
Good Housekeeping 


Ie: 
No gs 
"AS ApverTiseD WES 





Ohio Desk Co. Creates 
Space for Client 


The design departi ent of the Ohio D 
Co., Cleveland, recently remodeled the 

ception room of the Lee Wilson Engin 
ing Co. with this resultant pleasantness ar 


openness. The creation of space was accor 
plished through the use of modern furnit 
(Gunlocke Galaxie line) which is more 
fficiently and compactly designed than was 
the old, heavy desk, switchboard and typing 
stand. In addition to this lightness of furn 
ture, spaciousness comes from the light pan 


eling (natural finish ash) and the lowe 


tion t 


ceiling which gives a broader propor 
alls. Accents to the wood ton 


ind grass green 


Goldsmith Bros. Mark 75th 
Year with 24-Page Section 


The New York Times on January 15 cart 
page advertising section, one of the lars 
for an office supplies and equipment firt 
75th anniversary of Goldsmith Bros., 

New York City. 

Opening the presentation is this com 
Grover Cleveland was President. There w 
in the Union. A coast-to-coast trip was a 6 
The work day was 12 hours. Women in Ss wet 
quite rare. A steak dinner for two at a fine restaurat 
cost $1.75—including dessert. And Goldsmitl 
audaciously opened a small stationery shop. In the i 
tervening 75 years, we've all come a long, long way 

The advertising pages are abundantly 
carry complete price information. Off 


range from accounting supplies to yard 


Bainbridge-Southern To Hold 
Sales Clinic and Business Show 


Bainbridge-Southern, Inc., of Charlesto 
holding its fourth annual Sales Clini 
Show March 10-11 

Manufacturers’ exhibits, designed 
their salesmen, form the combination 
Business Show on Friday, March 10 
Southern, 280 E. Bay St 

The Sales Clinic is being held on Saturday 
at the Fort Sumter Hotel. Dr. Lynn H. St 
ciate professor of marketing, Northwester: 
School of Business, will lecture on “Invent 
and Stock Turnover.’ The talk will be 
luncheon and the remainder of the af 


given over to the exhibits 


NOMDA Membership Drive Winds Up 
May 10 in Time for Convention 


With the Grossinger conventios 


Oo 
fog coming June 18-21, it will be ne 
essary to terminate the 1961 cam 


paign for new NOMDA members 


three weeks earlier than last year 


it is announced by Harold Mant 


executive secretary 


To spark the campaign the Un 


tates form Accounting Manual, Advert 
tising-Merchandising News Lette: 
direct mail pieces, advertising mats 

t store window-counter cards and 

I leasing forms are the latest 

I ts of the development con 
littee that constantly sifts ideas fo 


NOMDA growth 
Paul McWilliams Th competion promises to Db 
Donat densial spirited among the locals as they 
Trophy vie for the Liston Jackson trophy 
All locals, regardless of size, hav 
coveted award. Again 
figure on picking th 
prizes will be given 
rs and representatives 
ng the trophies read 


the reasons for the May 


Edwin T. Feigle of Houston, Tex. heads the dri 
ind has already surrounded himself with a group 
chairmen to preside over the efforts in the various 
sections of the country and in Canada 
For each of the past two years, we have added ov 
i00 new members and um sure we can beat that this 
year, ated Feigle e have so much more to offer 


this year y memberships in NOMDA should 


be very easy,” he concluded 
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and only one portable line is 
backed by a five-year guarantee! 





> 
J 
(> 


Only Smith-Corona gives you 
these 3 big selling points! 


Yes, now every Smith-Corona portable is 
backed-up by an exclusive 5-year guarantee 
— plus guarantees from Parents’ and Good 
Housekeeping magazines. It’s the only line 
of portables that has all three. 

And that’s just the beginning. This 
Spring, Smith-Corona will launch a full- 
scale national graduation promotion featur- 
ing these seals with a natural tie-in for 


A ~~ 
ve NY i 


’ 


every dealer. Smith-Corona will back you 
with full-color national advertising, plus 
point-of-sale pieces to build store traffic. 
Get behind this exclusive 3-way guar- 
antee. It’s the perfect way to sell Smith- 
Corona’s features and quality to prospects 
who will be looking for portables to give 
and get for graduation. Remember, no other 
portable manufacturer gives you this guar- 
anteed sales story for every model in the 
line, Start selling Smith-Corona now — the 
only portable line with a 3-way guarantee. 


SMITH -COROGNA 


DIVISION OF SMITH-CORONA MARCHANT, INC., NEW YORK 22, N.Y. 
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New Products 


Luxury Line of Executive Furniture 


Designed for Modern or Contemporary Offices 


Traditional and modern are combined 


in a new series of executive desks, cabi 
nets and seating designed by Kipp Stew 
art and presented by the Directional Con 


tract Furniture Corp., 160 | 56th St., 


New York City. 

The group, which has_ be 
Exchequer,’ comprises single 
ble pede stal de sks, back and side 
all of which may be used as ft 
units or in “L”’ arrangements 
depth of 39 inches includes 
back which affords both modesty 
and knee« space for comfortabl 
ence use. Solid walnut posts and str 
grained walnut panels emphasiz« 
zencrous proportions of the desk 
ine ebony inlays further accent th 
dimensions of the top and draw 
are repeated in the edging of th 
handles 

Metal is used on the all-woo 
only in protective cuffs on the | 
in heavy gauge steel extension sl 


all drawers 


The cabinets are finished in a new 
dull lustre American walnut. There is a 
choice of sizes and drawer components 
to suit individual storage needs 

The seating pieces in the “Exchequer 
collection include three executive swivel 
chairs. One of these, an adjustable pos 
ture model, has three different bases pol- 
ished steel, black steel or black steel with 
walnut facing to match the walnut and 
bony styling of the desks 

A channelled seating group affords 
irmless units from 28 inches to 84 inches 

length. They have deep foam rubber 
ushioning and are based on floating steel 
frames in a bright chrome finish 

Also in this group are conference arm 
hairs on either walnut or steel bases 

Additional units for the ‘Exchequer 
series are in the planning stage and will 

placed on the market “as the demand 
levelops,’’ according to Chilton Brown, 
head of sales for Directional 

For more information, circle No. 1 
on inquiry card, page 51. 
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RIGHT... 








ON SIGHT! 


Priced at 59¢... the new Dennison Glue Point Dotter 
has what it takes to become a best-seller over night 

. and remain a leader all year round. The price, 
the utility and the Dennison name add up to an 
irresistible value. 


Your customers will see at a glance that this pen-sized 
dot-by-dot dispenser is the quickest, easiest, neatest 


way to apply adhesive ...in homes, schools, offices. 


Its blister-pack merchandise card is an eye-catcher. It 
tells the whole sales-clinching story fast. Impulse 





sales are certain. 


Its space-saving wire rack displays 2 dozen cards any- 


. - 
applies special where on your counter. You'll get faster turnover 
a: EX and more profits per square foot. 


ad hesive ORDER ENOUGH TO MEET HEAVY DEMAND! 


x DOT S) y 


CLEAN & EASY TO HANDLE | Helping you compete more effectively 
QUICK, CONVENIENT TO USE 
MAKES UP TO 5000 DOTS 





Se ee) 
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FRAMINGHAM, MASSACHUSETTS 


Offices in Principal Cities 








poo | preronet APPLIANCES 


numbers | have circled, to send further information 
without delay. 


OA's 





Service is restricted to subscribers-dealers and 
wholesalers in office equipment and supplies. 








New Products 


To obtain more information about any of the NEW PRODUCTS 
new products in this issue which carry the ce ss £4 % ew n 
key numbers 1 to 90, simply circle the cor- . 

16 17 18 19 20 21 22 24 25 26 
responding key numbers on the card at the 3132 33 34 35 36 37 3 4 
ight and mail at once. Your inquiry will be - die a 
rn aoc caliere dhiiies 46 47 48 49 50 5I 52 54 55 56 
SHWETESS WHNOW Corny. 61 62 63 64 65 66 67 69 70 71 

76 77 78 79 80 81 82 84 85 86 


SALES STIMULATORS, CATALOGS 


101 102 103 104 105 106 107 (08 109 
: Itt 112 «43 114 15 6 487 8 19 
Sales Stimulators 2} 122 123 124 #125 126 427 #128 129 
' : , 13) 132 133 «134 «#4135 ~«4 
To obtain more information about any of the ew Se 
: . - in thi 
onan ge — — a onl - March 1961 issue of OFFICE APPLIANCES 
issue, circle the key numbers on the card a Card void after May 1, 1961 
right which correspond to the numbers as- 
signed to the Sales Stimulators. Mail the card 


promptly. 























New Catalogs 


To obtain copies of recent catalogs or price 
lists described in this issue, circle the key 
numbers on the card at right which corre- 
spond to the numbers assigned to the New 
Catalogs. These requests will be promptly 
forwarded to the manufacturers. 
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“This service is restricted to dealers and whole- 
salers in the office equipment and supply field. 
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The handy subscription card at 
the right is enclosed here for 
your convenience. Use it to 
enter or renew your own sub- 
scription, or tear it out and 
give to a friend, salesman or 
employe active in the retail 
office stationery, machine, or 
furniture business. 

Either way you will be helping 
OA to be of greater service to 
the industry. 
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See other side 
for Quick Service 
Inquiry Card 
products and 
sales aids in 


covering new 
this issue 
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OVER 1500 ITEMS 
for Business, Industry 
and Institutions 











TOOL BOXES 


SHELVING 
AND BINS 





\] WORK BENCHES 


MODULAR 
WORK BENCHES 


PARTS AND 


acked by 
am in the 
month in 


‘re b 
ON—yov re 
you SELL LY “Y aa 
0g est national a Te 
indus a re ceck Plant Engineering, 
ne OF ctory Mill & Factory ’ » (Industrial 
ef fc | actory, Western er wae 
POC aevent NeW? New Equipment Digest, Indus : anor 
Equi de w aactiee Shop, Automotive New 
Vie 


» Modern ce. 
anc . & M enan 
eee Catholic Building ainter 


REVOLVING BINS 


Deters ag 
a 


ERR 


ORAWING TABLES 
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THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
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In a preference survey made by an inde- 
pendent organization back in 1955, key men 
in companies throughout the country gave 
Lyon 5 times more first choice votes than 
any other steel equipment manufacturer. 

In a comparable survey made in 1960, 
Lyon’s first choice margin jumped to7 tol! 
And Lyon received more exclusive mentions 
than the next 22 companies combined! 


Your nearest Lyon Dealer offers the 
world’s most diversified and most preferred 
line of steel equipment — quality protected 
to give you the most for your investment. 


LYON METAL PRODUCTS, INC. 


General Offices: 328 Monroe Ave., Aurora, Illinois 
Factories in Aurora, lll.—York, Pa.—tos Angeles 


® 





New Products 


Elegant Office Globes 
Created for Rand McNally 


entennial 


The “Patrician The ‘Executive 


What an executive office needs is an executiv The three globes illustrated here are all Wormly 
globe, reasoned Rand McNally & ¢ ind con designed. The ‘Centennial’ has a hand-rubbed wal- 
missioned furniture designer Edward J. Wormly to nut and chrome plated brass stand for a 16-inch 
create a line of globes elegant enough to g the globe mounted in a full meridian of satin-finish 
most executive of executive offices brass 

This new emphasis on the decorating possibilitie A bookcase globe mounting in hand-rubbed oiled 
of globes was given added impetus as dealers begat walnut is the design feature of the ‘‘Patrician.’’ The 
concentrating more and more upon providing a com 16-inch globe rotates within a 24 karat gold-plated 
plete decorating service and correspondingly began to meridian and the stand itself rotates on a hidden 
expand their merchandise lines, including circular base to bring any part of the world or any 
fit this new approach book within easy reach 

For example, the latest trend in office furnitut The “Executive” is a deluxe, hand-crafted globe 
is the combination of metal and wood lesks and with a 24-karat gold-plated base and semi-meridian 
chairs. Designer Wormly proceeded to ¢ All globes come in illuminated or standard models 
mountings of metal and wood to harmoniz » th For more information, circle No. 2 on inquiry 


new furnishings. card, page 51. 
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eraser DESK: NOBLOT-79 = 





USA. 









































A NOBLOT REFILL DESK BALL PEN customer is a 


repeat customer. You sell pen plus extra cartridges 
for repeat sales and big profits! N EW N O BLOT 
Bright display items in themselves, new NOBLOT 


REFILL BALL PENS with shining chrome trim come REFILL BALL PEN 


in four ink colors...Blue, Red, Green and Black... 
Thinrite or Regular ball point...and with a replace- 

able flat ball pen eraser. There's a NOBLOT REFILL READY TO WRITE—FOREVER! 
with “lots more on the ball” for every writing need. 

See your EBERHARD FABER sales representative — 

your one source of supply for all writing needs—for 

new NOBLOT REFILL DESK BALL PENS and Cartridges. i/ 





SINCE 1849 


EBERHARD FABER 
pita 4 Qual in 


T. M, Reg. U.S. Pat. Off. and Other Countries Wilkes-Barre, Pennsylvania/New York/ Toronto, Canada 
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New Products 
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FROM AMERICA'S 


OPENING 
FEBRUARY Ist 
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DESK and FILES 


@ Over A Quarter Million Square Feet of Floor Space! 
@ Provides Even Greater Quality Control Than Ever! 
@ Offers Even More Inspection Points Than Before! 


@ Gives You the Finest Lines in America . . . Price and 
Quality-Wise! 


*Registered 


metalistand 
company 
11200 ROOSEVELT BLVD., PHILADELPHIA 15, PA. © ORchard 3-5300 | 


Monvufocturers of STEEL DESKS AND MODULARS * SUSPENSION FILES 
NON-SUSPENSION FILES « STEEL CABINETS © Hi-Lo TYPEWRITER STANDS 





IN 


““Koylon’ 


WwOOoD Bl sania 
OR IN 
METAL 
THE FINEST 
OFF 


U.S. NAUGAHYDE, U.S. NAUGAWEAVE’ 


THE FINEST IN VINYL UPHOLSTERY NEW “BREATHABLE” VINYL UPHOLSTERY 


U. S. KOYLON® LATEX FOAM 


GENUINE LATEX RUBBER CUSHIONING 


AVAILABLE THROUGH THESE FINE MANUFACTURERS 


Ajusto Equipment Co. Do-More Chair Co L & B Mfg. Stanley Mfg. Co. 

All-Steel Co. Dowd & Koster Co Luxco, Inc. Stationers Mfg. Co. 

Alma Desk Co. Flewelling, Inc B. L. Marble Chair Co Steelcase, Inc. 

American Seating Frames, Inc Masden Chair Co Stout Chair Co. 

Angeles Desk Co Gasser Chair Co Metalcraft Seating Co Stow-Davis 

Art Metal Construction Co. General Fireproofing Co Herman Miller Furn. Co Sturgis Posture Chair Co. 

Art Steel Co. (Steelmaster) Globe-Wernicke Milwaukee Chair Co. Stylex Mfg. Co. 

Blair Aluminum Co. Green Uph. Co Monarch Furn. Co Taylor Chair Co. 

Boling Chair Co. Gregson Mfg. Co Monte Verdi Young Thacken Molding Corp. 

L. R. Bursk Mfg. W. H. Gunlocke Chair Co. Murphy-Miller, Inc. Thayer-Coggin 

Clarin Mfg. Co. Hamilton-Cosco Co Myrtle Desk Co Thinline Mfg. Co. 

W. C. Cochran Co Harter Corp Niemann, Inc. Thomas Furn. Co 

Cole Steel Equipment Corp Horness, In Ohio Chair Co Vista Furn 

Columbia-Hallowell Huntington Furn. Cory Precision-Posturect Chair Corp. William T. Wallace Mfg. Co., Inc. 
(Division of Standard Pressed Steel) Huntley Van Buren G. M. Proctor & Sons Welch Metal Products 

Commercial Mfg. Co. Indiana Chair Co Rite-Form Chair Co. Wells Chair Co. 

Contemporary Office Furn. Co Jasper Chair Co., Inc Royal Metal Mfg. Co Westin-Nielson Corp 

Cramer Posture Chair Co. Jasper Seating Co. Schafer Bros. 

Fritz Cross Co. King Posture Chair Ce Shaw-Walker 

Davis Upholstery Co Knoll Associates Shelly & Anderson Furn 


AT THE NOFA SHOW, NEW YORK COLISEUM, FEB. 23-26, SEE U.S. RUBBER DIS- 
PLAY SPACES 221-223 & 319-321. AT THE NATIONAL DESIGN CENTER, 415 E. 
S3RD ST., DON’T MISS U.S. RUBBER’S SPECIAL OFFICE SETTING IN SPACE 125. 


United States Rubber 
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ON DISPLAY WITH OTHER TEMPO PRODUCTS — NSOEA-WESTERN — LOS ANGELES — FEBRUARY 24-26 


Tae 


MODEL 74 GEHA 


pT iy 
i . = 
4 - 





Here is a machine that is really ideal 
for every office. Quality built all the way 
through—with exclusive features you 
wouldn’t dream of finding at such a low 
price. Turns out copies equal in every 
respect to those produced on expensive 
high-speed, heavy production duplica- 
tors. Handles all types of duplicating 
stock from post card size on up to 942x15 
(printing area: 8% x 13%) including 
your office forms and direct mail. And— 
you can make fast color changes at no 


o 
TEMS cs 


stenci/ duplicating 


MILO HARDING COMPANY 


Established 1904 
Monterey Park, California 
Los Angeles « Pittsburgh e San Francisco 
Washington, D.C. « Mexico D.F. and dealers everywhere 
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The lowest-priced 
dual cylinder 


paste ink duplicator 
with built-in 
inking system 


. without doubt, 
today’s biggest value 
in stencil 
duplicators 


additional cost. Amazingly simple to 
operate—and clean to use because it uses 
paste ink. Geha’s sturdy construction 
means years of trouble-free perform- 
ance. Fully guaranteed. 


Free Demonstration Offer 
Arrange now for a free demonstration 
of the Geha Comet in your own office 
without obligation. Pin this coupon to 
your letterhead and mail today. 


I MILO HARDING CO. 
202 Tempo Bldg., Monterey Park, Calif. 


l [] Please arrange demonstration 
[] Send Geha Comet literature 


| NAME 
COMPANY 
ADDRESS 











STATE 
© 1960, MILO HARDING COMPANY 
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Full-suspension hiles 
finished to matcl 
executive desks, are 
being offered in the 
Ultra” series by the 
ROBERT JOHN Co 
821 N. Second St 
Philadelphia 23, Pa 
The files are made 
otf American walnut 
with tops in oil fin 
ish walnut, oil fin 
ish black teak 
quer colors, or Fe 
mica. Drawer interi 
ors are satin-finished 
oak in letter or legal 
sizes, equipped with 
hanging folders and 
locks 

Inquiry Card No. 10 


Inquiry ¢ ard No. 9 


A new pressboard ring binder has been introd f ne of stainless steel desk accessories 


by Acco Propucts, P. O. Box 508, Ogdensb 4 R | N gned t n with the modern offic 
N. Y. Called “Acco-ring the binder , , 1 been announced by the SMiIrH METAL ARTs Co 


able in 9 colors and features pressboar ¢ , “he a a 1721 1 Ave Buftalo 7, N. Y. Tl 


ring 1 hanis wit ; = 3 i ette box f xample from the series 


embossed labeling panel, 
boosters at both ends and light weigl ' ! ' " Inquiry Card No. 13 


Inquiry Card No 


THI JOHNSON 
CHAIR Co 7109 
Merchandise Mart 
Chicago 54, Ill., has 
introduced the 
“Continental” series 
of oftice chairs. All 
of the chairs in this 
new grouping  ar¢ 
available with a wal 
nut or brushed alt 
minum base 


Inquiry Card No. 14 


Inquiry Card No 


For More Information Use Inquiry Card on Page 51 





STEP UP TO 


BEAUTIFULLY 
DESIGNED BASES 


IN modern colors 


Four office-accenting colors help sell Success 
Desk Calendars. Match desk accessories— 
pen sets, phones—with Desert Sand, Modern 
Green, Metallic Gray or Walnut plastic bases. 


Separate 
pages for 
Saturdays 
and Sundays 


A feature of all Success book style calendars. 
No. 17 is deluxe, book style, with pivoting 
lock arches. Half-hourly appointment schedule. 
a = Walnut, Desert Sand, Modern Green and 
No. 85 — Premium quality, ¥ : : 
cence. tan meauieian 2; Metallic Gray plastic bases. 
top plate, daily date in red. 
Each page shows present, 
past, future months. Pads fit 
all standard bases. Walnut, Abe 
Desert Sand, Modern Green, COLUMBIAN WORKS, | nc. 
Metallic Gray. No. 64 same 2300 WEST CORNELL STREET © MILWAUKEE 9, WISCONSIN 
as 85, slightly smaller 


mens ind only SUCCESS gives you these 


First in the industry: A beautiful, Users of Success desk calendars 
4-color booklet proves why Success _ start the year right. Handy wallet- 
calendars are better made, have size pocket calendar included with 
more selling features, are easier, every refill pad, serves as a constant 
more profitable to sell. reminder of Success Calendars. 
And all refills specially packaged. Pads banded or string- 
tied. No loose pages to handle when changing pads. 


TEAR-KLEEN 
WALL CALENDAR 
Large mf date —_ seen 15 
away. Four sizes. 
Backs are green, water-proof , “hak 


ey handsomely em- 
, SUCCESS. :. 


think of When you 
CALENDARS Jenna 


CALENDARS... 
think of 


SUCCESS 
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STEELMASTER-ART STEEL Co., INC., 170 W. 233rd St 
New York 63, N. ¥ has added the “Designette 
series to its line of office furniture. It features con 
temporary design in the thinline H-Frame construct 
of desks tables, modulars and credenzas. The desks ; 
tables measure 3( ) the modular tables ar 
ind the credenzas are 18” by 60”. All pic 
>” heights, with one 
nts. The tops are mad 
thick and are available 
rs. The pedestals and H-Fr: 
ntrasting or harmonizing « 
brushed aluminum. The 
espon lraw re the suspension type and tl 





tables ar juipped with a plastic laminated modest 
pron 


Inquiry Card No. 16 


punch has en hold ae 
1 he "Tt? , ) , < ) 2 l 1wOlds ynone DOOKS 
THE PRINTING INK PrRopucTs CorpP., 14 an n rUAL PRopucts Ce iid F 
. ‘ r ; 1 ester 6 t Ul 
27 Broadway, Long Island City, N. Y.. has : ester Mass venice y from the VALI 
’ t idifi I pa oO yI , ps FAV aide mM LI 
announced a “Rol-On’ applicator for its S . n pabl punching Ro) : Box 116, Davenport 
bottles of stamp pad ink. The bottles, with P to ten sheets of . stock. It fe ou : vi ' 1 custom-built pl , 
taints PET REG OLS “tae owa 1-bu phor 
the applicator of heavy polethylene con ‘ : pie a ee wy nniets in three sizes fr ia 
struction, hold two ounces of ink and arc n integt ip holder. It punches two ' } mmodate vari ti mn 
a P te or incl to a moda ariations 
refillable. Five different ink colors are 4 nter to centet 
. Inquiry Card No. 18 ee ee 
available F tev Card No. 17 Inquiry Card No. 19 
nquiry Card No 


hinishe 
THE ELecrro-Rex Corp. OF AMERICA, 387 f phospnatiz 
New York 16, N. Y., is offering this new electronic stenci baked-on enamel 
and offset plate etching machine, the Mode i. It f S$ in two sizes 
tures simple operation, increased speed an ( Inquiry Card No 
scanner. The machine will accommodate 
even photographs or spirit masters 

Inquiry Card No. 20 


For More Information Use Inquiry Card on Page 51 
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NEW 
“LIST EM! MONARCH 
1 ae REMINGTON 


ver before assembled in LESS $gg% 
never Deto ‘am 


any portable under *100°°! 


ao m~ a 


| Remington = 
oe eeeeaovaeeee” 


el 








Here’s why it’s so easy to sell Remington Portables: 1. Remington 
is the quality line and every model looks it! 2. Remington Sup- 
ports dealers with the most COMPFe- 1 Sterting rites, Director ot Marketing 


Remington Portable Typewriter Division 


hensive promotions in the field! [t | sperry‘Rana corp. 


315 Park Ave. South, N. Y. 10, N. Y. 


brings in customers ready to buy! | want to know more about how | can cash 


in on Remington's ‘Partners in Profit’’ 


3. Remington has the most exciting, agg 


liberal, profitable “Partners in! sooress 
Profit” sales plan ever developed! 
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alma 


DESK COMPANY 
HIGH POINT, N. C. 











ARCHITECTURAL 
SERIES 


800 





COMPLETELY MODULAR 
UNPARALLELED FLEXIBILITY 
SIMPLICITY OF DESIGN 
FUNCTIONAL MODERN 


ALMA DESK COMPANY rom: son estou 





Graffco Maptacks are conveniently pack- 
aged either in 100s or in attractive plastic 
boxes of 20 for display. Map Flags are 
packed 25 per plastic box. 


A 


v4 


@ 7 


Flat Head Maptacks —In %" and \%" diameters, 20 
colors, plain or printed with single letters of the 
alphabet or numbers 1 — 1,000. 


Map Flags — Triangular or Rec- 
tangular shapes (54"x 1") in 
12 colors. Opaque with writing 
surface, or Transparent. 
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There’s a Gr affco 


Maptack and Map Flag 
for every Map & Chart use 


With an ever-growing volume of data to clas- 
sify, business offices need a greater selecticn 
of maptacks than ever before. The Graffco 
line, with its extensive variety of sizes, shapes, 
markings and colors, gives today’s record- 
keepers everything they need to pin-point 
the facts. 

Graffco products are sold only through the 
Office Supply Trade. Write for details on 
products and sales aids. 


pep tp 


Spherical Maptacks — 3 sizes in 20 plain colors. 
Medium and large available with dot, stripe or 
cross designs in any color combination. 


Marking Tacks — In * x", 54" and 7%" diameters. 
Twelve colors, plain for marking with ink or 
pencil, or printed with letters or numbers. 


wom. Graff 


54 Washburn Avenue, Cambridge 40, Mass. 


Also makers of Graffco Signals 
Sor every type of file. 





New Products 


A versatile new modular line of office furniture is 
fered by the WESTERN Mec. Co., 532-44 High 


Ave., Aurora, III components and w 


centers may be re-arranged as desired and addit 


units may be added as needed. The square-edge 


Individual 


are trimmed with aluminum 


Inquiry Card No. 22 


A compact cartridge pen 
and matching pencil has 
been announced by the 
W. A. SHEAFFER PEN 
Co., Fort 
Iowa. The pen is full 
for comfortable 


Madison 


size 
writing (center) 
a full inch shorter than 
standard 


yet 1s 
models when 
closed for carrying ease 
(right) 
a “‘see-thru 
barrel that ink 
supply and a 14-karat 
gold inlaid point. Both 
pen and pencil 
gold-filled bands 
loss-proof inner-spring 


It also features 
window 


shows 


have 


and 


clips 
Inquiry Card No. 25 


A new, low-cost white copy paper for Thermo-Fax 
machines is being distributed by the O_p Town 
Corp., 750 Pacific St., Brooklyn, N. Y. Called 
Copymaker,”” the paper is to 
and the sheet 
creases less than others, will accept more handling 


said ear 


give ¢ 


copies non-transparent curls and 


and has longer file life 
Inquiry Card No. 27 


For More 


and 
ira contain 
peners 


dozen to a 


are 


mn and come 
green, tul 


ist 


grey 














x 


A space-saving folding table for general office use has 


been introduced by How! 


l 


Inquiry Card No. 23 


CHE EATON 
CORP 
St., Pittsfield 


as designed 


Berkshire 


Tear’ envelope 


as a 
envelope 


he 


binding hold 


Congress-size 
envelopes 


PT 


high 


seif-se 


out easily 


FOLDING FURNITURE, IN¢ 
York 1, N. Y. Called the “WV 
16” by 28” and stands 27’ 
Folded it measures 31.” deep for easy storage 


Park Ave., 
the 


New 


unit opens to 


rhe legs are tubular steel and the top is plastic 


Inquiry Card No. 24 


PAPER 
75 S. Church 
Mass 


this 


Kleen- 


tab 


lling 


package 
book-like tablet 
s 50 
white 


which 


As 


in additional selling 


f tor 
reaturt 


the 
pre-priced 


tablets 


Inquiry Card 


No. 


26 


SS CASTER 
Garvin St 
has de 
aster which 
horn and a 


v oilless ring wheel 


Inquiry Card No. 28 


information Use Inquiry Card on 


IP 


ZEPHYR AMERICAN CorpP., 95 Morton St., 
York 14, N. Y., has added two new models 

Automemo” line. Illustrated is Model M 
10. The M-30 is sit but has only 
Memoslips A counter display which 


THI 
New 
to its 
nilar three 
per page 
holds both items is offered free 


Inquiry Card No. 29 


Page 51 
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OFFICE FURNITURE 


4 SUPPLIES 


“Our Yellow Pages advertising pulled 
in two recent orders totaling *1200!” 








says H. Walter Hanson, Jr., Pres., Jefferson Stationers, Inc., Springfield, lll. 





Display ad (shown reduced) runs under 
OFFICE EQUIPMENT & SUPPLIES. Call the 
Yellow Pages man at your Bell Telephone 
Business Office to plan your program 
Call him now! 


“Both of these orders were from new residents. “We've been in the Yellow Pages since 
The Yellow Pages sends us many newcomers!” 1933. Today, we have eleven different ads.” 


_ ; — cell 
Tike) «CO «Business was up 15% last year, thanks “The Yellow Pages brings us many customers 
» | in large measure to the Yellow Pages!” who were never contacted by our sales force.” 


e- J} D play this emblem. It builds your business! 


OA—3 /61 





DUO-TANG 


OOSE*BEAR COVERS 





Duo-Tang is the original cover with built-in fasteners. 
Quality and versatility have made this loose-leaf cover 
line the style-setter in the market. Duo-Tang provides 
a wide range of fresh-looking colors and a fine selection 


of materials for the widest choice. Write for full partic- 
FREE Counter or Window Dis- ulars today. 


play featuring actual Duo- 
° 
Ellinguvoilhe nes COMPANY 


Tang Loose Leaf Cover. Write 
for yours today. 
200 South Peoria Street, Chicago 7, lilinois 





THE PRESIDENT OF SWINGLINE ASKS, 


Swingline goes al] out to help put profits in your hands. 

66 - Le Provides you with Eye-stopping Window Displays, Sales- 

C building In-store Displays, and provocative Follow-up Ma- 

° terial designed to help build traffic and sales in your store. 

V( yu] let | 1t) eo) And experience proves that these aids can increase your 
o 2) business up to 30%. So the next time you find your hands 
z “ : full of profit-making merchandising aids, don’t let them 

| >] ( yf It S slip through your fingers into the nearest waste basket. 


Make them work for you. They’ll produce more sales be- 


5] ] | ) [ 11 ¢ yl ] o| ] cause Swingline backs you up with dramatic full page color 


ads in U.S. News and World Report, Business Week, and 
8 Newsweek, plus Purchasing Week, Today’s Secretary, 


\ ( I ] f 1] Se VS J etc....the largest campaign in Swingline history. Write 
e ¢c 


for details or see your Swingline Sales Representative. 


Be | 
< nw e desk r Speedpoint — t 


Inc. LONG ISL ANO CITY 1, NEW YORK 


World's Largest Manufacturer of Staplers for Homeé and Office + in Canada: Saxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14, Canade 


OA—3 /61 69 








three salesmen from New Jersey 
1. Frank J. Pitcher 2. Stanley Cupsty 3. Volkswagen Panel Truck 





Frank J. Pitcher, go-getter businessman and owner of the 
office equipment store shown, is sold on his VW Truck. 

Mr. Pitcher sums up his reasons for buying Volks- 
wagen. “I get a lot of advertising value from it. It’s like 
a moving billboard. And I use it as a mobile showroom, 
too. I bring people right into the truck to demonstrate 
typewriters and calculators. One most important con- 
sideration in buying it was the ability to get bulky 


70 


equipment in and out. Big side doors make that easy. 
30” x 60” x 30” desks are no problem at all. And I’ve 
got the elbow room inside that I want.” 

Did Mr. Pitcher say anything about nimble maneu- 
verability in traffic? Parking ease? Gas economy? VW 
Dealer Service? He did indeed. Most owners do. And 
there are more than 100,000 of them in the United States 
today. Volkswagen is the advanced truck idea that’s 
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ACE TRAVELING SALESMAN. Lots of room on the outside of the VW Panel Truck to “talk business.”’ Total display space is 
feet! Mr. Pitcher, in black overcoat, says: “‘You couldn’t afford to pay for all the advertising you get from the truck.” 


been proven on the road for the past 11 years. 

fora VW Truck? You are if you want a 

ick that costs less to buy, less to operate and less to 

The VW Panel Truck has a payload capacity of 
1830 pounds. The suggested retail price (East Coast 
Port of Ent is $1,895 (West Coast $2,015). To help 
ou make the right decision, talk to your Authorized 

VW Dealer soon. Ask for a demonstration. And get your 
ee copy of the 60-page illustrated booklet —‘“The Own- 

er’s Viewpoint ’’ It documents with facts 

ind figures VW Truck performance and 

owner experience in a wide variety of busi- 

nesses. Thus it shows what you can expect 

1 Volkswagen Truck, too. 


Are you ready 


service. 


to get tron 
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106.7 square 


EASY IN AND OUT. Frank Pitcher and assistant Stanley Cupsty 
unload a filing cabinet and do it in stride. Double side doors that 
measure 47” high x 46”’ wide make it easy. Plenty of usable cargo 
room inside, too—a whopping 170 cubic feet. 
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NEW product ideas fom SURE-RITE 


.for new profit potential! 


Sony R new! NEW! Syae Birt 
ELE 


al] 
SreKs fay master UNITS 


6 > 
4 


Suae-Rir: 


CARBON Paper 


New Double-Coated, Non-Curling, Direct Image OFFSET PLATES—type on either side. No smudging, scumming or 
fingerprinting. Use any inks or chemicals. New DURA-FILM Carbon Plastic Ribbon for carbon ribbon attachment. 
Polyethylene base—won’t break. Half as thick as paper—therefore twice as sharp. Costs less than polyester ribbons. 
New DURA-FAB Deluxe Ribbon for standard (24 yds.) and IBM electric (36 yds.) typewriter outlives silk and nylon 
two and three times. New DURA-BACK Non-Curling Carbon Paper with new non-slip backing. New formulation 
won't smudge —gives cleaner copy, lasts longer in severe use...costs no more! New RED-DOT Mimeo Stencils pro- 
duce sharp, clear impressions with ANY type ink: paste, emulsion, water base, oil base. Give exceptionally long runs. 
New Long-Running SPIRIT MASTERS give up to double the runs. Exclusive Blue Print and Stain-O-Graph units. 


If it's New—Sure-Rite Has It! 
a A Complete Line of Duplicating Supplies 


American Stencil Mfg. Co. 


2714 WALNUT STREET « DENVER 5, COLORADO 
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New Products continued 


SoLip INDUSTRIES CorP., 221 W 
17th St.. New York, N. Y., has 
introduced a versatile steel cab 
inet featuring a reversible hinge 
door which allows the door to be 
fitted left or right. The desk high 
cabinet is of electrically welded 
construction and available in four 
basic colors. The cabinet measures 
< by 3015” by 1 
Inquiry Card No. 30 


A new line of modular furniture has been designed by the 
HARRISON STEFL Desk & Fite Co., 4718 W. Sth Ave 
Chicago 44, Ill. The group shown consists of a single 
pedestal desk, a return unit, base for return pedestal, sec 
retarial connector, executive connector and a set of sloping 
stationery dividers 


Inquiry Card No. 31 


> 


THE AMERICAN OFFICE EQUIPMENT Co., 24 I 
2ist St.. New York 10, N. Y., has introduced the 
It features full key 


ic electric 14” by 24” fold 
seventeen has been an THE CAN-Pro Corp 
YALE, INc., 2100 W. Fulton McWilliams St., Fond du Lac 1961 “Elite’’ adding machine 
I board, direct subtraction, repeat key for multiple 


t will handle all weights of Wis., has equipped its mai 
built-in lock fc additions and lightweight construction 


perforate score and slit in bags with a 1OcK i 
Inquiry Card No. 34 


incous Operations xtra protection 


Inquiry Card No. 32 Inquiry Card No. 33 


obile rotary A new shelf storage 


laway cabinet, d ; 7" unit for IBM cards te 
signed to keep has been designed — 
tape neatly by the FRONTIER 

MFG cH - & 


accessible anywhere é . Box 13266, Dallas 





rocessing 








rea and 











the mputor root : Tex The unit is 











een announced by ; constructed of steel 
ACMI VISIBLE and occupies less 


oRDS, INC... Crozet f than four square 








The hile holds 1 f ' feet of floor space 
ape im metal Ca : i re It will file 180,000 
where they can be vi _ . cards and_ affords 











bly coded for immedia F ' storage for 90 boxes 
ot IBM size cards 
Inquiry Card 
No. 36 





rererence 

plet 

bring the tape 
n finger-tip react 
ny position 


Inquiry Card No 


For More Information Use Inquiry Card on Page 51 
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underwood 











The four Underwood typewriters shown here meet every re- 
quirement of modern office management—from the board 
chairman’s highest-level correspondence to the interoffice 
memo and the shipping label. Underwood representatives 
sell the machine that’s matched to the customer’s needs 


never a machine that’s too much for the job, or too little. 





underwood RAPHAEL: (/e/i) An electric typewriter 
with automatic variable spacing and carbon ribbon, designed 
to provide top management with typing of unmatched beauty, 
dignity and clarity. Operators quickly adjust to the Raphael, 


and appreciate its advanced features ... $590.00 plus F.E.T. 


underwood FORUM: (above) An electric typewriter 
equipped with carbon and fabric ribbons, for correspondence 
demanding typing of distinguished appearance and excep- 
tional clarity. Among Forum features are title-centering 


scale and reverse tabulation .. . $445.00 plus F.E.T. 








underwood SCRIPTOR: (above) An electric type- 


/ 


er designed to provide office management with general- 


f high quality in heavy work-load situations. 
chine of rugged de pe ndability, with such 
is title-centering and reverse tabula- 


is F.E.T. 


underwood TOUCH-MASTER FIVE: (righ 


{1 manual typewriter of handsome styling, exceptionally 
and such advanced features as touch tabulation, 


$225.00 plus F.E.T. 


lyping requireme a 
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In addition to these four typewriters, Underwood sales agents 
also sell, on an exclusive basis, the Tetractys, Divisumma 24, 
Electrosumma 22 and Multisumma 22 figure-work machines. 
e The Underwood line of accounting machines will also be 
made available, under special agreement, to qualified agents. 
The Lettera 22 and Studio 44 portable typewriters, and a 
line of quality ribbons and carbon paper, are available on a 
non-exclusive basis. Territories in many desirable locations 
are currently available to qualified persons. For information, 
write to Director of Sales Agents, Underwood Corporation, 
One Park Avenue, New York 16, New York. 








we 


By, 
SHEAFFER'S pa 


Inquiry Card 
No. 101 


vy counter display 1s 
uilable it no charge 
by the NATIONAI 
1819 Miami St 
Ind tor th 
ephone amplifier 
allows any 
yf people to use 
vhile keeping theit 
he display, shipped 
bled in a few 
ictS SIX lifterent 
x pplications 


Inquiry Card No. 104 


Pictured is the new “Duo-Tang’’ counter and win 
display now being sent to dealers by the Exum 
WwORTH Merc. Co., 200 S. Peoria St., Chicago 

vithout cost upon request It is a colorful 
card that can be used on counters or in windov 


Inquiry Card No. 103 


= ¢ Go 
p AICO | ( j rd , rue amazin 


INSERT rer 


SOLVE ANY t f nd ; OF vgs on TY! 
SHIELD TABS fot | | il etl 


PROBLEMS 


6 REINFORCED HEAVY DUTY INSERTAGLE TABS 
WITH TYPEWRITER 
SPACED INSERTS 


, Aen 


INGERTA & 


SOLVE ANY 
INDEX TABS Bac 


PROBLEMS 


6 ASSORTED 1 TRANSPARENT COLORS WITH 


BLANK INSERTS 
ig 2 = 
+ a 388 Inquiry Cat 


No. 105 


For More Information Use Inquiry Card on Page 5] 


Cooks’, IN«¢ 207 
Lakeview Ave., 
Blackwood, N. J , has 
a special deal avail 
able for its ““Ful-Vu 
twin wire binders 
The KD-1 assortment 
includes 22 binders, 
six free “Ring-O 
Pac units and a 
black wrought iron 
counter display which 
is also free The 
counter display r 
quires a minimun 
amount of counter 
space, yet provides 
an eye-level, sales 
stimulating display 
Inquiry Card 
No. 102 


THI W ATERMAN-Bi 
Pen Corp., 1 Water 
man Pl, Seymour 
Conn., is launching an 
extensive promotional 
cainpaign for its low 
priced ball point pens 
merchandising 
package is being issued 
to dealers to tie in 
with TV advertising 
[The point-of-sale dis 
>lay illustrates — the 
Drill Test” being 
shown on TV 
Inquiry Card No. 106 
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Supplies the growing market, bags the bigger profits! 
CARTER’S ELECTRIC LINE 


Designed Specifically for Electric Machines 





Face facts! Electrics are the biggest-selling 
typewriters. And the hungriest! Each year 
they gobble up carbons and ribbons that 
bring you faster turnover, higher profits 
than most office equipment sales. 


The high-profit way to supply these ma- 
chines is Carter’s ELECTRIC LINE. These 
high-quality carbons and ribbons are tailor- 
made to take the day-in day-out pounding 
of electrics . . . and still give “printed look”’ 
impressions, long, long wear! 


ELECTRIC 


ELECTRIC carbons never stick, skid, flake, 
but manifold like magic. Make more and 
clearer copies! ELECTRIC ribbons are 
strong and long, clean handling, need 
fewer changes. And don’t forget Style- 
writer Carbon Film Ribbons for extra 
sharp impressions. 


Yes, electric typewriter supplies are a fast 
growing market. And Carter’s ELECTRIC 
LINE is leading the way. 


ELECTRIC 


RIBBON FOR ELECTRIC 
TYPEWRITERS 


ADVERTISED IN 


LIFE 





| qVY, 
Carter-ize! PROMOTE MORE FROM... a> 
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© THE CARTER’S INK COMPANY, CAMBRIDGE 42, MASSACHUSETTS 
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THe Arr Cray ( N A new wide angle ‘Ser 
200 Fifth Ave ork 10 tation,” combining a n 
N. Y., has designed this rack ber of new display and s 
ing features, has been intr 
luced by SCRIPTO IN« 
contains sixteen P. O. Box 4847, Atlant 


br nad t ~ oo , a Ga The merchandise 


display package 


colors The pre 


ors witl 
up stocked with a con plete 


Inquiry ¢ ball pens and pencils 


lesigned so that the prod 
an be seen from any anglk 
It has storage space to 
ls and extra inventory built 
the rear. With every 
for the Service Stati 
the company ofters $7 
e goods 


Inquiry Card No. 108 





I ird attached t 

Business Erriciency Arps, INc., 8114 N. Lawndale, Skoki ist job agers 
Iil.. has prepared a detailed circular, available on st Inquiry Card No. 110 
which explains in detail how its ‘Magne-Tab 
tab cards operate. These cards have a permanent 
magnetic action which causes the cards to 
at the touch of a finger, enabling operators 
rapidly 

Inquiry Card No. 109 


THE LIinpy 

IN« YO 

Blvd., (¢ 

Calit., has redesigne 
its brass merchandis 


It now features an 


tractive header identify 


ng the company s line 
3 - of ball point pens. Each 
t. | nn : irum in the No. 11 tree 
GUIDE FOR REPRODUCING : 
‘ t ri € lisplay carries four 
en each of nonrefilliab 
Utility, Auditor, St 
Pen and Legal 
pen, some 
come in a 
on Feo 5 f kir , fine or medium point 
ITH wR ty : 
tS tag? f indiel Inquiry Card No. 112 


Thermo-Fax 


COPYING PRODUCTS 


Inquiry Card No.111 


For More Information Use Inquiry Card on Page 51 





las) 
. 
ss 


’ e 
° als 
It’s 


sell the 


The whole cake is yours, Mr. Stationer, when you 
sell the new Venus 3500. It’s selectively sold and 
Fair Traded (where allowed) for sweeter profits. 
No lists, no discounts. Uniform Resale Prices are 
published coast to coast. And no other pencil writes 
like the Venus 3500, with the new ALL-PURPOSE 
lead. It’s strong as a hard-lead pencil, yet writes as 
black as a soft-lead pencil; makes as many carbon 
copies as a ball pen, reproduces better in office copy- 
ing machines than many ball pens with special 
inks! This means you need only the Venus 3500 
ALL-PURPOSE for most writing jobs. (We make 


OA-—3/61 


f oa ‘ 
i > _—- 
5 Y a 
> -_ * ‘a 
. ~ - - 


emarkable new Venus 3500 


4 > 6° FF ; Be By 
"> ab” Ae Macy 


you 


Pa 


HERE'S YOUR ASSURED 
RE-SALE PRICE 
STRUCTURE TO OFFICES: 


PRICES 
TO STATIONERS: 


$7.20 each less than 10 boxes. . 
10 to 24 boxes 


25 boxes or more 


. $4.66 per box 
$4.30 per box 


... $3.85 per box 


10 boxes .... 5.465 each 


a Venus 3500 HARD for those who want extra- 
hard lead.) Show the Venus 3500 to customers 
today and see how they eat it up. Ask your Venus 
representative about the big Venus 3500 Intro- 
ductory Program. 


©1959 VENUS PEN & PENCIL CORF EWISBURG, TE 
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New Catalogs for which all components are priced This new list re 


places the modulare section (pages 14-15) of Price 
Book No. 159, issued by the company two years ago 
A new and com Inquiry Card No. 114 
pletely revised 
sample and spec eS : ‘oy A portfolio of illustrations in color, showing various 
ification booklet ,' = types of aluminum framing for glass as well as for flat 
on Wausau bond e e or corrugated plastic panels, has just been published by 
papers has been a STELZER MOLDINGs, INC., 23184 Keller St., South 
issued by the Bend 28, Ind. Subjects include room dividers, and par 
WAUSAU PAPER oo titions for business, industry and institutions. 
Mitts Co., Bro ge 3 Inquiry Card No. 115 
kaw, Wis. This : g 
line of sulphite 


THE LeopoLtp Co., Burlington, Iowa, now has available 
bond paper is genuine watermarked and made exclusive 





a catalog for its “Template’’ group of desks, chairs and 
matching cabinets. All items are illustrated and the first 
two pages of the 16-page booklet are devoted to speci 


ly with ‘“Magnefite Processed’’ fibers. The booklet illus 
trates with samples all popular weights, wove, laid and 
e fini rs. The matching Saf 
ripple finishes, a whit and > col as d hcations, construction details and purchasing informa 
‘‘Makeready Saver” bond envelopes are also shown 
Inquiry Card No. 113 


tion 


Inquiry Card No. 116 


A new supplementary price list (No. 159-A) cover THE PEERLESS STEEL EQUIPMENT Co., 6604 Hasbrook 
ing its entire modular line has been issued by th Ave., Philadelphia, Pa., has published a comprehensive 
BENTSON Mec. Co., 652 N. Highland Ave., Aurora, price list for all of its furniture lines with the exception 
[ll., and is available to dealers on request. It includes of the Designer 8800" and Olympic “9800” series of 
price reductions on many units and accessories in mod contemporary office furniture. The front section of the 
ular steel office furniture such as desk center drawers, list is devoted to nine lines of cabinets and the back 
leg panels, back panels and tops for modular cabiners section covers four lines of desks and components. Both 
among others. Besides listing current prices, the four sections include technical information on all equipment 
page illustrated review presents three typical layouts he price list features several new items with particular 


Just Out! 


Your Sales Packed Catalog 
that makes you ready to 


fulfill the needs of todays 
enterprising customers ! 








FEATURES 150 (2 UMAMEO QUALITY 
ITEMS FOR GREATER OFFICE EFFICIENCY ! 








IF YOU DON'T ALREADY HAVE IT. WRITE FOR YOUR 
COPY TODAY. ) 


2 
aa 2% 


























Gurrier « Manufacturing Go. 


SPECIALTIES! % 2448 WEST LARPENTEUR AVENUE, SAINT PAUL 13, MINNESOTA 
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LANDERS 


e The first name in vinyl fabrics becomes the 
newest name in vinyl fabrics! Landers pools forces 
and facilities with Interchemical Corporation and the 
dynamic . replaces the familiar Landers J, 
Pace-setting colors and styles, wide variety of designs, 
dependable quality, and prompt service will continue 
—all in a greater measure than ever before. 


Look to Interchemical for continued leadership. 


INTERCHEMICAL CORPORATION 


Coated Fabrics Division - Toledo 1, Ohio 
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New Catalogs ntinued 


reference to the 5-drawer brief files, the 5900” line, a 
key punch desk, ‘Space Saver’’ files, budget bookcases 
and the oversized single pedestal desk 

Inguiry Card No. 117 


THE MILWAUKEE METAI 

FURNITURE Co., 101 N 

Campbell Ave., Chicago 12, 

Ill., has issued a catalog 

and price list for its new 

“600” line of office chairs. 

This series features a stream- 

lined, heavy duty cast alu- 

minum base, a double 

spring type tilting mecha- 

nism, ball bearing casters, 

rubber cushioned | stainless ’ 

steel glides and a resilient spring seat cushion. The 8 
page booklet illustrates all of the chairs in this group 
and gives complete construction details, measurements 
and other specifications. The section on clerical posture 
chairs includes illustrated instructions for adjusting the 
chairs. The price list also shows the different upholstery 
materials available for each style of chair and, in the 
case of the Naugahyde covering gives the colors available 

Inquiry Card No. 118 


A new, 4-page catalog from the Luxo LAMP Corp 

Dock St., Port Chester, N. Y., describes and illustrates 

its line of incandescent, fluorescent, combination and 

magnifying lamps. These adjustable lamps are shown in 

use over assembly and inspection benches, machinery, 

drafting tables, office equipment and in laboratories 
Inquiry Card No. 119 


— 


AMRECO BustNEss Forms, 564 E. First St., Boston 
Mass., has issued its new ‘‘Cata-List,"’ a combination 
catalog and price list for business forms dealers. It is 
bound in a loose-leaf binder with an attractive vinyl 
cover and contains 166 pages plus 62 pages of stock 
cuts. Designed as a one-source reference, it has separat 
sections for register forms, ‘‘Allset’ (snap-apart) forms 
continuous carbon-interleaved forms, fanfold forms 
autographic registers and supplies, and special forms 
Dividers and different colors of paper are used to hel 
locate the illustrations and price tables for a particular 
type of form. Dealers who emphasize particular products 
can be furnished individual sections in separate binding 
Inquiry Card No. 120 


Hobbs Joins Ennis Staff 


Jack Hosss has recently joined the correspondence 
staff of Ennis Business Forims, Inc., announced Ht 
BERT Marcia, general sales manager 

Hobbs will handle correspondence with | 
from the Mid-western states 


Management Assignments 
Announced by 3-M 


New management assignments in pressure-sensitive 
tape, decorative ribbons and related product areas have 
been announced by Minnesota Mining and Manufactur- 
ing Co 

ROBERT W. MUELLER, a 3M vice-president and for 
mer head of the industrial tape division, has been given 
over-all responsibility for operations of that division and 
the retail tape and gift wrap and Mid-States gummed 
paper and Derby sealers divisions of 3M. 

ALAN H. REDPATH, who was general manager of the 
gift wrap and fabric division, has been made general 
manager of the retail tape and gift wrap division, newly 
formed combination of 3M’s former retail tape division 
and gift wrap and fabric division, which will handle 
‘Scotch”” brand pressure-sensitive tapes and dispensers 
for retail markets, medical products and decorative rib 
bons and fabrics 

ROBERT W. ADAM, formerly general manufacturing 
manager for all 3M pressure-sensitive tape, is the new 
general manager of the industrial tape division, which 
handles “Scotch” brand pressure-sensitive tapes and r¢ 
lated equipment for industrial markets. 

R. L. SHEPPARD, who has been general sales man 
iger of the retail tape division since 1955, has been 
made general sales and marketing manager of the new 
retail tape and gift wrap division 

E. L. DECKER, who became general sales manager of 
the industrial tape division in 1952, now is general sales 
and marketing manager for that division. In addition 
Decker will direct operations of Mid-States gummed pa 
per division at Bedford Park, IIl., and Derby sealers di 
vision at Derby, Conn. N. H. GUNDERSON, manager of 
Mid-States, and A. P. KRUEGER, resident manager of 
Derby sealers, will continue in their positions, reporting 
to Decker. 

C. B. SAMPAIR, executive vice-president who has 
over-all responsibility for 3M tape and ribbon products, 
also announced that C. C. SMirH, vice-president of the 
former retail tape division who was granted a leave of 
absence last fall, has decided not to return to activ 
service with the company 


Name Director of Marketing Services 


EDMUND L. CALLAHAN has been 
named director of marketing serv 
ices for Smith-Corona Marchant, 
Inc., according to the announcement 
by Lestie C. OVERLOOK, vice-presi 
dent, marketing 

In this capacity, Callahan will 
supervise branch office operations 
and administration, marketing re 

E. L. Callahan 
search and sales statistics 

He joined the company in 1955 as a field auditor and 
in 1956 became supervisor of the Field Auditing De 
partment. In 1959 he was appointed to the new posi 
tion of assistant to the vice-president, marketing, with 
the responsibility of co-ordinating all phases of market 
ing reorganization 
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single source for 5000 items increases net profits 
because it means — standardized selling . . . 
simplified inventories... less capital invested... Only the Enormous 
concentrated purchasing . . . quantity and car- 
load discounts . . . better service ... account- 


ing with one supplier . . . one line selling which P 
makes better informed salesmen. Shaw-Walker Franchise 


CEG steae atime = This is the most 

complete dealer franchise in the industry. From gives you ALL 9 
the enormous Shaw-Walker franchise of 5000 a 
items you can fill nearly every office require- 
ment. Broader line means extra profits. 


Kee te Lam To dealers, the Office 


Guide means plus sales every day. It is the 
only complete sellers’ and buyers’ catalog in 
the industry. Quantities distributed bear dealer 
imprint. — This “Junior Salesman” produces 
extra profits for you. 


CM Sea tit tea tee item Among the 5000 


items in this enormous franchise are many fast- 
selling repeat items that can be purchased only 
from the Shaw-Walker dealer, extra profits. 


eat) me eet Shaw-Walker sup- 


plies sales training and a constant flow of pro- 
ductive sales aids that make salesmen more 
productive, — extra profits for you. 


profit-makers ° 





Fé Best Known Trade-Nork ate 
the slogan “Built Like a Skyscraper” is the 
symbol of quality and time-saving. Since 1899 
the man jumping in the file drawer has be- 
come the best known office equipment trade- 
i iocmaer mark. Consumer acceptance means extra profits. 


MCMC Cheat Full pages in 9 na- 


tional magazines sell time-saving, space-saving, 
record protection, the Office Guide. Monthly 
circulation, 5% million. These ads produce 


GHAW-WALKER qualified leads, build prestige and lift you 


above the crowd, — extra profits for you. 





HOME OFFICE—MUSKEGON 3, MICH. 


* Right now there are a few cities in which we PRC Ue ete For your 


are willing to make a change. Yours may use in closing the big jobs, Shaw-Walker main- 

be one of them. Write Muskegon today. tains panoramic displays in 14 major cities. For 
faster service, warehouse stocks are strategi- 
cally located, — extra profits for you. 
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Offureps Apply Zeal to NOFA Show Co-sponsorship 


Organized exclusively by and for 
salesmen representing office furniture 
manufacturers, the Offureps Club of 
New York was founded as a non 
profit membership 
1956. Regarded by many as a dynamic 
group within the furniture industry, 
The Offureps Club is co-sponsoring 
this year's NOFA Show at the Coli 
seum. 

The Offureps have devoted them 


corporation in 


selves to the betterment of the office 


furniture industry and attempt to 
foster contributions to the industry 
derived from this 


years show will be turned back into 


Profits which are 


seminar sessions for dealers’ salesmen 
by the Offureps. The seminars are de 
voted to subjects which are of current 
and constant interest to the industry 

Hoping to challenge some of the 
needs of salespeople in the industry, 


FIRST AND FINEST FOR OVER 70 YEARS! 


First on the market, BATES has maintained its leader- 
ship in the numbering machine field. Combining the 
accuracy and precision of a fine watch with the 
strength and durability of a hammer, BATES number- 
ing machines will guarantee you customer satisfac- 
tion! All are noted for lightness, smooth action and 


quiet efficiency. 


For complete information, write 


ae 
Standard for Excellence 


the BATES manufacturing co. 


Orange, New Jersey 
New York Office: 63 Vesey Street, New York 7, N. Y 


NUMBERING MACHINES + STAPLERS «+ LIST FINDERS 


* PUNCHES * STAMP PADS * EYELETERS 





the Offureps Club was founded almost 
hive years ago. At that time the group 
felt there was a need for a trade show 
in the New York area that could be 
attended by and be of general use to 
the bulk of dealers, dealers’ salesmen 
and other dealer personnel in the area 

The first show under their sponsor 
ship was put on at the New York 
Trade Show Building with attendance 
and results indicating a successful ven 


ture 
Establish Seminars 


The success of the first show lead 
to three more shows during subse 
quent years at the same site. In defer 
ence to NOFA, the Offureps by-passed 
years when the national show was ex 
hibiting in near-by areas. The profits 
realized during these shows have been 
used effectively to sponsor seminars 
in conjunction with various dealer 
dinner-functions During the years th 
seminars have been directed toward 
office partitions 


modula: furniture, 


and buyer and dealer relationships 
Many Have Helped 


Many people have been involved 


in the anal success of the Offureps 
Much of its early beginning success 
is attributed to HUGH MORGAN, who 
served as the first president of the 
organization. He was followed by 
MILTON STONE who was the first 
show chairman of the group. BURN 
HAM MATTHEWS and Ep GOLDEN 
served as presidents in later years and 
leadership to the 
club. This year’s co-sponsorship of 
the NOFA show will come under the 
presidency of MILTON SKALA. 

A list of those who helped in the 
early forming of the club sounds lik« 
a who's who of the industry. Among 
those who took part in the club's 
founding were GEORGE WRAY and 
JoE WALLACE 

Other active club members were 
HJALMAR CLEMETSEN, Davip Ko 
HANSKY, MARTIN MOLDOW, HARRY 
NECHAMEN, WALTER DIAMOND, and 
JOHN Barnes, who has served for the 


ottered dynamic 


past three years as secretary of the 
club. Among other active workers are 
IvEs and SEYMOUR NATHAN, BRUuUCI! 
T. CruM, ARTHUR FOLEY, JOSEPH 
ECKSTEIN, MARVIN HERSKOWITZ 
MILTON Relss and BiLtt WarD 
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TURQUOISE 


ROYAL BLUE 


PALM GREEN 


YELLOW 


TANGERINE 


EXECUTIVE RED 


oy DARK GREEN 
fi pe ae \re 
= i | 1] _ 


! ————_ a 
————— / ee 


y 


CO GIVES YOU COLOR 
BOARD RING BINDERS 


dC for fills dOleeils cp Atte 





Acco’s new 3-ring binder 
has a lot to offer for only 80¢ 


(retail) 





This new pressboard ring binder gives your customers color, style 
and high quality at surprisingly low cost. A good value for them 
—a profitable, fast-turnover item for you. Here’s what to feature: 


mw 9 SMART COLORS desirabl] 


simply fon their attractive good 


@ LONG-LASTING GENUINE PRESSBOARD COVERS stay 
brieht 


for colo. coding, oO} 


looks 


and new-lookine. They're firm. flexible—and 


stand up to daily wean 


PANEL-EMBOSSED to allow fo 


several ways 


labeling in any of 
Top: front, back o1 spine. On by turn 


ing binder—bottom: front, back or spine 


LIGHT WEIGHT. It's comfortable to carry an 


Acco-ring binders 


HIGH QUALITY RING MECHANISM 


booster at both ends. 


AVAILABLE EMBOSSED OR IMPRINTED with company 
note books. 


catalogs, price lists. 


= |} 


irmftul of 


‘ capacity 


or college name or emblem. Ideal for 


business presentations, manuals 


} 


(Imprinting or embossing by special ordet 


SPECIFICATIONS 


@ Size 11%” X 912”. Accommodates 11” X 8! hole punched 

@ Also available with die-cut panel and acetate window (by special order) 

@ Packed in lots of 20 assorted colors or 10 of any single color.* Assorted 
colors shipped in self-display box. Labels included to fit emb 
on spine, front or back 


ssed panel 


* Available in box lots only 


To order, or for further inforn WW? 


ACCO PRO 


A DIVISION OF NATSER CORPORATION—OGDENSBURG, NEW YORK 


{cco sale § 


To save time, order Acco-ring binders 
in carton quantities. (100 to a carton, 
shipping weight—52 Ibs.) 


representative, or write 


DUCTS 


* IN CANADA: ACCO CANADIAN CO., LTD., TORONTO 


Printed in U. S. A. 





Republic Steel ““Open-Shelf” Filing Units are available in Double Face 
Closed Type Units, Double Face Open Type Units, and Single Face 
Open Type Units as illustrated above for back to the wall filing. 


REPUBLIC “Open-Shelf” FILING 


STYLE LEADER...SALES LEADER...PROFIT LEADER 


Smartly styled...sturdily built of steel... 
attractively priced. Republic “Open-Shelf” 
Filing has the features customers want most, 
features dealers can sell at a profit! 


Show your customers how they can save up 
to 40% in time, removing and replacing file 
folders, with new Republic ‘““Open-Shelf” Fil- 


Strong...Modern...Dependablie 


res 


REPUBLIC STEEL 


BERGER DIVISION 
Canton 5, Ohio 
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ing. Every file folder in sight, easily read and 
readily accessible. Better use of the cubic 
space in any given room, too. Up to 50% more 
filing capacity! 

Write today for price lists, specifications, 
dealer discounts. Attractive dealerships avail- 
able, if you hurry. Use the coupon below. 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION « DEPT. A-1692 
1058 BELDEN AVENUE « CANTON 5, OHIO 


I want to learn more about the advantages and economies of 
Republic Steel ““Open-Shelf"’ Filing. 
I am interested in an attractive dealership. 

Name Title 

Firm 


Address 


City 





NO 
OTHER 
PAPER CUTTER 





all metal 











FOR OFFICE 
t 4 2012" MICHAEL) BOOKKEEPING AND 
Order from your dealer or DUPLICATING DEPTS 


MICHAEL LITH sales corp. 145 West 45St+ NY 36 


®@ Dealer: Write For Profitable Sales Plan. 


SIZES 14” & 18” 


Job Time Recorders 


Watchmen 
Clocks 


Payroll 
Time 
Recorders 


Cut yourself a larger slice 
of the $21 million* 
Time Recorder market 


with a on » 

7277 , 
ele Gffipment 
Time is big money when you sell Lathem time recording 
equipment. Precision-built with the features that make 
each the finest in its field. Pre-sold through national ad- 
vertising. And competitively priced with a full 40% 
mark-up. Send today for full details of Lathem time 
equipment that can help you gain a bigger share of the 
$21 million time recorder market. 

*Office Appliance Magazine November 1960 


LATHEM TIME RECORDER COMPANY 


64 Third Street, N.W., Atlanta, Georgia 


Gentlemen: Without obli- Name 
gation, please send full in- 
formation about Lathem 
time recording equipment 
and supplies, prices and 
dealer discounts 


Compan) 


Street___. 


I 
! 
| 
I 
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Dia-Plan, Norwegian Planning Chart, 
To Be Introduced in United States 


Leif ELvestap, Selfile Systemer A/S, Stenersgaten 
10, Oslo Norway, has informed OFFICE APPLIANCES 
of his intention to visit the United States in the interest 
of new office equipment produced by his firm and in- 
cluding the Dia-Plan planning chart pictured here. Mr. 
Elvestad expects to be in this country in the middle of 
March 


Lyi 





Introduction of the Dia-Plan chart is expected to be 
made in the U.S. 

The manufacturers point out that the Dia-Plan is sup- 
plied with graph paper on which entries can be made. 
When the period of charting is ended the graph sheet 
can be filed for later comparison 

Dia-Plan 1s constructed of eloxated aluminum and 
measures 22 x 24 inches. There are 28 vertical columns 
or if desired the chart may be hung for horizontal plot- 
ting. At the ends of each column are two control wheels 
in which runs a continuous plastic ribbon, one half col- 
ored and the other white. An increase in sales, stock, 
production or any column changes are recorded by rota- 
tion of the base wheel with a corresponding change in 


the height of the colored ribbon 


Kearney Joins Gunlocke Sales 


STEPHEN J. KEARNEY has re- 
cently joined the sales force of the 
W. H. Gunlocke Chair Co. After 
several weeks training he will spe- e- 
cialize in sales activities in the con- 
tract department, headed by Haas 


HARGROVE 


S. J. Kearney 


Dallas Sales Manager Named 


HERBERT F. WAGNER has been appointed Dallas dis- 
trict sales manager for the copying products division of 
the Interchemical Corp. He succeeds R. C. OSTERTHAL- 
ER, who has been promoted and transferred to the cor- 
poration’s main office as vice-president in charge of sales 
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The new “600" Line represents 
quality craftsmanship, featuring a 
contemporary styled cast aluminum 
base and completely welded square 
tubing frame usually found only 

in higher priced chairs. 


the Quality is High 
the Price is Low 


The “600” Line chairs are built up to 
MILWAUKEE’S high quality standards and 
priced down to meet all competition. 
Fourteen different models are shown in 
Catalog M-108. Write for your copy today. 


MILWAUKEE METAL FURNITURE CO. (Not inc 
101 N. Campbell Ave., Chicago 12, Illinois 


makers of 
fine chairs 
for over 
half a century 





& 
“Wilt. 


\ 


JUST INSIDE the first floor front entrance, the stairw leads to the second floor. Right background is the art gallery 
where local art is shown, an innovation at the 


Impact for Business Interiors 


EUGENE WHITMORI 


special writer 


\ \ J 1TH the bright, warm, Texas, winter sun beat- 
ing down on the new Finger Office Furniture 
Center, CHARLES (CHUCK) GERSON and GENE RICH- 
ARDS saw a dream of many years come true when they 
threw open the doors at 2212 Jefferson, Houston, on 
January 18 
In a 30,000-square-foot, two-story brick, glass and 
aluminum building which cost $300,000, they said good 
by to the old building where they have worked together 
for many years. The old building would have been 
flattered to hear itself called a barn. The new building is 
luxurious, spacious, well-lighted, colorful home for the 
nost exciting display of office furniture, equipment, dec- 
orative items and accessories this reporter has ever seen. 
oF A man who has seen nearly all of the truly great dis- 
plays of office equipment declares that the Finger Office 


oe 
>ERSON GENE RICHARDS Furniture Center tops anything in this country. Another 
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FINGER management is not afraid 
to try innovations. Note modern 
chair placed on wooly white rug for 


sales in pact 
| ac 
TYPICAL first-floor for modern oftice furniture, un 
rowade n arrat t inviting to the customer 


more like half a million than three 


visitor said, ‘It looks 
hundred thousand 

was delayed more than a month because 
rson Richards would not consent to open 


the last detail was complete. The delay 


The Opening 


because there was no detail over 
onstruction, no last-minute exits of 


back door as the first guests came in 


issigned to architects, designers, sup 
rs who had a role in planning and con 
orating the center. Representatives of 
Marble, Murphy-Miller, Robert John, Im 
Miller and All-Steel as well as other 
ufacturers were on hand to enjoy the 
d to assist Jim Berry and his staff in 
fied display of business interiors which 


ct upon every visitor 


Id have a. il M1 pe 
ring of top drawer men who know 


It was a great gath 
nd understand the new concept of selling business in 
riors, a technique developed and hammered into form 


long experience of that team of Gerson-Richards and 


I personn 
to attempt to explain Chuck Gerson and 


They seem about as different as two men 
Richards makes a brave attempt to imi- 
farmer. He looks like a wealthy Texas 


it the resemblance is purely outward. He 


) 
ou 


in check down a list of materials, prices and specifica- 


tions and 1 the holes and omissions in it so quickly 


makes your head swim. He adds up a column of fig- 


ures scarcely seeming to look at them : 
Chuck Gerson, to look at him quickly, might be taken [WO model office arrangements to stir the prospect's imagina- 
for an assistant hotel manager in a snooty hotel or he tion and show the endless possibilities of desk, chair, credenza 
continued on page 94 and accessories 


OA—3 /61 91 








The ‘Partition’ Folder for “Extra” Sales! 


This multipurpose folder by “GUSSCO” can house 
up to six different subdivisions of one subject 
in a neat, compact, easily accessible manner. 


It is designed to provide instant reference to various 
papers covering different aspects of the same subject 


“Extra” filing supply business is assured with the 
‘Partition’ folder . . 
market. 


. . t0 an important and growing 


For example, the professional man lawyer, ai 
countant, doctor, etc. can combine several reports on 
one subject into a single compact subdivision folder 
Ideal for the busy salesman with several items to 
present; for the s/udent to keep reports on different 
subjects. Its uses are virtually unlimited 


Display the ““GUSSCO” partition folder in an eye 
catching display carton containing 25 folders in as- 
sorted colors. These are now available. Place your 
order today ! 


Ring up additional sales at a healthy profit with the 
Partition’ folder by “GUSSCO”. 


Partition Folders letter and legal sizes. Partitions are 
heavy 17 point Kraft stock cloth reinforced front and 
back. Outside covers are fine quality pressboard. Flush 
fasteners are attached to partitions permitting use of 
both sides of the partition. 

Also available in metal tab and celluloid tab styles in 
all sizes. Red, Gray and Green pressboard. Folders avail- 
able with any number of inner partitions. 


Also manufacturers of "Transfile'’ transfer files — ‘Gussco' filing supplies — “Guide-O-folder'’ — "Guide-O-file’ — "Guide-O-tray" 


Guide System & Supply Co. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPRESENTATIVE — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CALIF. 
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money FAST 


IMPLETE REGNA LINE 
sh registers - adding machines - safes 


Don’t miss this opportunity of your lifetime! This complete Dealer 
Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 
P-R-O-F-I-T-S! 

Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. 


Write today for informative literature. 


Move fast 
it’s profitable! 


Mail the coupon—Mail it today— 


It’s low-priced! It’s profitable! 
Mail it NOW! 


JOELI fire-proof 
safes of unusually 
unique design, are 
covering the globe 
with tremendous 
sales success. Several 
sizes and models 
available. 


REGNA CASH REGISTERS, INC. 
175 Fifth Avenue, New York 10, N. Y. 


Gentlemen: 


r 
1 
1 
i 
’ 
1 
I Please rush more information on the 

} complete Line of REGNA Cash Registers, 

y REGNA Adding Machines, JOELI Fire-proof 
1 Safes, and outline advantages of becoming an 
. independent REGNA-JOELI Dealer. 
: Ri diasisnnicvacn 
: Address 
; City...... a 
: Zone.... State... 
A 


In Canada: Commodore Portable Typewriter Co. Ltd., 
680 King Street West, Toronto 26, Ont. 


OUTSIDE CONTINENTAL U. S.: 
Jorgen S. Lien, Box 522, Bergen, Norway 
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Finger Store 
continued from page 91 
might pass for a top-level New York clothing manufac 
turer. He is neither. He's quick as lightning, can talk and 
listen over two telephones at once, meanwhile jotting 
down notes for dictation later 

Both Gerson and Richards carry on ver-ending 
search for new materials, new supply sources. They are 
quick to grab a new item and get the entire sales force 
selling the item while other dealers are holding top-level 
meetings trying to figure out if they want to buy on 
sample set of the new item 

Neither Richards nor Gerson have been very much 
interested in selling just desks and chairs for a long time 
now. They sell a new concept of business life whenever 
and wherever they can find somebody to listen. To thes 
two men, selling a desk and chair to a business man 


+ 


would be like selling a hammer and saw to a carpenter 


They sell him a whole room of needed equipment, ac 


cessories, and tools; then they get to work and design a 
work program for the occupant of this room full of 
equipment. I am not about to tell you that they are al 
ways successtul some of Finger’s best customers hav 
a building full of fine furniture and still use old-fash 
ioned work habits and have their desks piled high with 
unopened mail, with books and records and papers and 
letters — all of which belong somewhere els 


They Deal in Problems 


Nevertheless, Gerson-Richards and their team 1¢ 
orators, designers and layout men continue their 
teach business men how to use the tools 
properly and how to live their business 
greatest simplicity and ease. If there is a way 
a problem if there is a way to get work 
least amount of fuss and bother, Gersor 
likely to have mastered it 

Many years ago when I first visited | 
having met Gerson and Richards at som 
meeting. I was shocked at the vast cavernlik 
ing. I was a little shocked when they 
lunch with them and they told the girl 
corn-beet -and-cabbage plates, which we at 
beef, not the plates while Chuck and G 


me, told me about sales and installations 
] 


carload of steel filing equipment before 


Tools for Achievement 


Now, despite their new offices, separate and 
the first time in their business careers, this 
totally compatible team have the atmosph 
the tools and the housing to chalk up new 
and achievement 

One of the most spectacular items ir 
building is the method of lighting and 
coverings. Try to think of something 
to display than floor coverings. Jim B 
problem by a series of lighted panels, turning 
ject into an exciting and stimulating central 
terest. 


No. 2 on the Finger hit parade is the spectacularly 


lighted art center where local art is displayed, without 
charge, without obligation, and without any hope of 
profit. “We ought to do something to encourage greater 
ippreciation of what is colorful and beautiful,’ one of 
these two guys must have said. So they went to work, 
put Jim Berry on the job and came up with a miniature 
art gallery which puts to shame many a hundred-times 
bigger display of art 

Sooner or later this art exhibit, changed frequently, 
will become a ‘‘must’’ for Houstonites and visitors to the 
city named for the hero of San Jacinto, the first executive 
of the poverty-stricken and almost nebulous state of 
Texas, who teased a couple of U.S. Presidents into 
accepting Texas as a state, on Texas’ own terms. 


Investigate Work Load 

It is a delight to listen to either Gerson, Richards, 
Berry or any Finger salesman sell business interiors and 
the Finger way of business life. They do not bother to 
talk about roller-bearing drawer slides, hand-rubbed, 
book-matched veneers, “built like a bridge’’ construction, 
rounded corners, modular design. They ask about and 
talk about the prospect's work load and how he wishes 
each day had three or four more hours. 

Then they explain how a man can have everything he 
uses or refers to within arm’s length, how he can look 
up a telephone number in a big thick directory, how he 
can consult a price list or a stock list, how he can reach 
for the credit guide without looking, and how he can 


press a button and start dictating these are the jobs 


that drive office workers and business executives into 
places surrounded by high fences with guards at every 
-_ 


Bigger Concept Invols ed 


Gerson-Richards, Berry, and the Finger staff are 
schooled and drilled in this concept that you do not sell 
lumber, and screws, five-ply tops, crossbanding, self 
levelling legs or pedestals. You sell something infinitely 
bigger you sell a completely new way of business life 
and a lightened work load. The desks, the chairs, th 
files, the lamps, the fancy ash trays and pictures come 
ilong as a part of this bigger concept 

[ am not going to take any more of your time giving 
you the minute structural details of the building, except 
to say that it is a dreamboat hammered into being by 
two of the hardest-working, least-pretentious guys in 
business 

[ will say that if you jump the first plane headed to 
ward Houston, you will come away feeling a new spirit 
of confidence, a firm and high-minded resolve to stop 
selling hardware and begin selling a better way of busi 
ness life to your customers 

And to Finger, to Gerson, to Richards, to Berry and 
the whole staff of carpet cutters, installers, stenographers, 
et cetera, et cetera, I borrow a phrase that is frequently 
used wherever Latins congregate. It is: 

Vayo con Dios,” which is, if I remember my Span 
ish, ““Go with God ‘5 
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Crisp, architectural, and modular in appearance, the 14 Series 


14 SERIES 


is a new line of completely assembled office furniture 


EXTERIOR CONSTRUCTION ‘Select flat cut genuine walnut with oak interiors 

METAL LEG TRIM Brushed aluminum or brushed brass finish. 

DRAWER PULLS Brushed aluminum or 

with circular m 

DRAWER CONSTRUCTION Al! drawers have sid 

drawers are grooved for adjustable partitioni! 

TOPS Available i 

plastic bands are used on al 

on oil finish tops 

FINISHES La 

MISCELLANEOUS Adjustable levelling glide: Locks in each desk pedestal 
No locking device w pedestal—_Full suspension file 


Modesty shield is integral part of both desk and typewriter return 


brass finish anchor type pulls 
and all regular desk 


wood, walnut grai lastic, or white plastic. Walnut 
wood veneer bands are used 


‘quer or oil finish 


’ , 7” 3 
locK Ali arawers 


rawere 
wawer’rs 


T 


"d 


m2 


miss 
| 


Conference desk—72 
x 36” — Full suspen 
sion file drawer in 
right pedestal 


The 


Jasper 


Executive desk — 60” 
x 30” — Full suspen- 
sion file drawer. in 
right pedestal. 


Desk 


Desk 60”x 30” — Full 
suspension file draw- 
er—3 drawer pedestal 
optional. 


Company, 


L-Shaped unit return 
top 42”x 18” — Desk 
60”x 30”. 


Jasper, 


Credenza 66”x 18” — 
Door compartment at 
left— File drawer and 
storage drawer at 
right. 


/ndiana 
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A Merriam display 
always pays its way! 


All kinds of stores find that prominent 
display of Webster's New Collegiate 
Dictionary produces fast and _profit- 
able sales. Here’s why: 

¢ Webster’s New Collegiate is the one 
dictionary that meets all requirements 
of school, home, and office. 


¢ Webster’s New Collegiate is the one 
dictionary that is pre-sold to your cus- 
tomers through continuous advertising 
in Reader’s Digest, Life, Time, New 
Yorker, Newsweek, Atlantic, Harper’s, 
Saturday Review and other leading 
publications. 


Boost your profits now by setting up 
a counter display of Webster’s New 
Collegiate, the Merriam-Webster! 
There’s nothing like it for turnover, 
nothing like it for dollars of profit. 
G. & C. Merriam Co., Springfield 2, 
Massachusetts. 


CONCENTRATE ON 


MERRIAM-WEBSTER 


AND DISCOVER THE DIFFERENCE IN PROFITS 
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Chicago Locks...small, but 


It's hard to believe that so much rugged se- 
curity and precision could be built into an 
office equipment lock. 

But Chicago Lock has done it. 

Each smartly-designed Chicago Lock is a 
smooth-working, close-tolerance mechanism 
that enhances any appliance and provides the 


sure protection your customers want. 


Plan now to install Chicago Locks or locking 
mechanisms in the wood or metal equipment 
you make. In Chicago Lock’s broad line, 
you'll find rugged, precision-built models for 
all types of desks, cabinets, lockers and strong 
boxes . . . and all at reasonable cost. 


Write today for your copy of our catalog which 
displays the entire Chicago Lock line. 





)SHICAGO LOCK CO. 


16 NORTH RACINE AVE. + CHICAGO 14, ILLINOIS 








TEAMING UP In conference following 
announcement of National Fiberstok Corp. and 
Bert M. Morris Co. reciprocity arrangement 
expanding national sales representation § ar 
(left to right): George Hindle, vice-president 
‘Joseph Moderski, sales department; U.S 
Gabriel, sales manager; William M. Green 
tag sales manager; Harry Loder, production 
manager, and Marge Crowe, Color Kode « 
ordinator 


National Fiberstok Corp., Bert M. Morris Co. Join 


The National Fiberstok Corp. announces that a grouj i . 
headed by EDWARD L. HOWARD, its preside nt, has pur Amberg Announces Special Promotion 


chased the Bert M. Morris Co. of Los Angeles, a 21 
year-old company manufacturing plastic pen sets, ball 
? 


Amberg File & Index Co. has announced a special 


promotion for the Amfile A31 Sortall 


point pens, letter trays, memo pads and the Morrisharp 


Siicniis sini eadiinies For a limited time, Amberg will sell dealers the A31 
pena ened a he purchase, National Rtersiok Sortall together with the Amfile canceled check case for 
announces a reciprocal marketing agreement designed the usual dealer cost of the Sortall alone 
to expand the sales of both companies 
Under this reciprocal arrangement, Bert 
Co. will warehouse National Fiberstok prod 
envelopes, binders and folders, along 
sales in the western part of the nation. At th 
Morris products will be warehoused at Nationa 
stok in Philadelphia and be sold by its sal 
tion in the East 
In achieving this new efficiency in both 
Mr Howard, who will also serve as new 
Bert M. Morris Co., stated, ‘we are abl 
dramatically the sales service to our customer 
sure better deliveries in every state as w 
foreign accounts. This is but part of our 
gram. Sales forces of both companies will 
to meet with the increased demands of our 
products will be developed 
L. C. “CLeEM’ OWEN has been elected operating vi 
president of Bert M. Morris Co. and will handle th 
managerial duties; LEE SCHAEFFER, long associated with 
the Morris organization, will continue to be active is 


the sales administration 


Smith-Corona Marchant Appointment 


Morris ©. FULLER has been appointed 1 
manager, consumer products, tor the western half of 
the United States, it was announced by Lestir C. OVER 


LOCK, Vice president, marketing, for Smith-Corona In turn, Amberg dealers will offer the two items to 


Marchant onsumers for $4.50 usual retail price of the Sortall 


Fuller was sales manager of what was formerly th alone 


Thus, the special promotion permits dealers to 
portable typewriter division from 1958 to 1959. He has make 


a full profit on the combination sale 


also had considerable experience in both retail and An intensive program in office publications is an 


wholesale sales of the company's products nouncing the special promotion 
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You can’t miss with a full line—————sell the full “addo-x” line of versatile adding machines, (economy models 


included) printing calculators and special purpose machines. Continuous duty design assures minimum servic- 


ing to preserve profits. 4-way guarantee builds customer confidence. Smart, modern dealer aids to help sell the 


“addo-x" line. For franchise availability in your territory, write now to the nearest convenient office of 


“addo-x" 300 Park Ave. New York 22; 3339 Temple St. Los Angeles 26; 6549 West North Ave. Oak Park, IIlinois 


TPT HEE 


[—“addo-x” pronounced:— add-oh-ex— ] 


O1l0loio:x 
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Risom’s NOFA Exhibit 
Is Third of Series 


For the third year running, Jens Risom De 
sign, Inc., has created an office for a fi 
tional executive to display its line at the 
NOFA annual convention. For the imagined 
president of a small advertising agena 
round table with aluminum base has been 
substituted for the conventional desk. S 
rounded by an executive swivel chair and 
three pull irmchairs, the arrangeme 
provides a natural conference area as ell 
Within easy reach 
+ 


»f the round table, is a series of cabinets 


as needed working roon 


which incorporate files, dictating shelf, tel 
phone panel, wastebasket and _ storag 
drawers. Shades of moss green, pumpkin 
and yellow are used throughout, blendins 


with the walnut wood of the furniture 


Denney Tag Co. Buys 
Reyburn Tag Facilities 


GIBBONS G. CORNWELL, president of The Denney 
Tag Co., West Chester, Pa., and DONALD O. BAILEY 
president of Reyburn Mfg. Co., Philadelph 
that Reyburn has discontinued the operation of its tag 


iInnounce 


manufacturing division and has sold 
inventory and facilities for tags, labels 
business forms and miscellaneous jobl 
Denney Tag Co 
The sale did not involve the Reyburn display divisiot 
Mtg. Co 


under the 


in Royersford, Pa. Hereafter, the Reybur: 
established in 1895, will continue to op 
name of Reytrim Mfg. Co. and concentrat 
the display line in its plant at Royersford, Pa 
The Reytrim Mfg. Co. intends to expand and diversify 
its Operations in the point of sale advertising field. New 


forts on 


equipment and facilities have been added to the Royers 
ford-based company’s operations to bring this about 
DONALD O. Bailey will be president of the newly 
named corporation 
Following this acquisition, The Denney Tag Co. has 
. name to 
Denney-Reyburn Co. All production facilities will | 
located in West Chester, Pa. Sales offices throughout the 


received stock holder approval to change 


country will be enlarged by the addition of former Rey 
henceforth 


to be known as Denney-Reyburn Co., has been a leader 


burn sales representatives. Denney Tag 


in the design and manufacture of tag products since 
1887. The company was founded by SAMUEL L. DEN 
NEY, the inventor of the first full automatic tag-makine 
machine 


information, Please 


A newly established dealer in the suburban Cleveland 
area asks that any and all maunfacturers send him cata 
logs and product literature. Information should be sent 
to ZOLTAN J. TOMA, president, Tomahawk Sales & 
Service Co., 4361 Lee Height Blvd.. Warrensville Hts 
28, Ohio 


100 


Photek Names Dealer Sales Manager 


ARTHUR P. DUTTON has been 
appoined national dealer sales man 
iger of Photek, Inc., Kingston, 
R. I., a recently formed Textron 


Las, 


subsidiary in the photocopying ma 
terials and equipment field. Dutton 
will be responsible for the com 
pany s regional sales managers and 
a proposed franchised dealer net Pet see “wna 
work 

Before joining the company, Dutton was with Ad 
dressograph-Multigraph Corp. from 1949 until the 
present. He held positions of special accounts representa- 
tive, national accounts representative sales superviser, 


assistant sales manager and New York branch sales man 


aver 


Borden Vice-president Retires 


BARTON B. WADSWORTH, vice-president of the Bor- 
den Chemical Co., has recently retired, according to an 
announcement by AUGUSTINE R. MARUSI, president 

Wadsworth, who joined the company in 1931 as an in- 
dustrial salesman, plans to devote more time to other 
business interests. Before retiring as vice-president of the 
company, he was sales manager of the industrial adhe 
sives department and assistant sales manager for the 


chemical company 


Mason Heads Field Parker Co. 


Mrs. MATHILDA HANKINS, retiring chairman of the 
board of directors of Field Parker Co., office equipment 
tirm of El Paso, Tex., has announced ROBERT (‘Bos’) 
Mason became president of the firm January 1. 

Mr. Mason has been in the office equipment business 
in the Dallas area for more than 20 years. He is a native 
of New Jersey 
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R-B's “Customer-Keeping" Sp ots eald 
sag 


fill ae . aa 
4 > aiid 
» Customer-keeping because it’s customer satisfying! Exclusive, 
“spotseald” feature on each roll minimizes waste, saves time. 
Every roll uniform in quality, weight and texture... wound 
without breaks or patches...with a red warning signal. 


R-B means REPEAT BUSINESS—Prove it to yourself! 


NEW! | 


NO. 1600 
TYPING PAPER 


—t ‘| Rockwell-Barnes Company 


100 sheets, watermarked, 
BY «11, 16 Ib. white 


og Se Specialists to the Stationer Since 1903 
HOME, OFFICE 


= 


2101 GREENLEAF AVENUE «+ ELK GROVE VILLAGE, ILLINOIS 
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Whatever line of conventional 


are you ready to 
fill the NEW NEEDS 
of today’s customers? 


Revolutionary changes and improvements in typewriters 
and duplicating machines now call for the carbon, 
ribbon and duplicating supplies that provide 

reliably good results with these new machines. 

To meet more full of today’s requirements 

Allied research has developed a whole new 


concept in specialized products among the 
world’s finest 
duplicating 
products: 

FI AGSHIP Flagship pate 


metallic back 


STENCILS carbon paper 


Flagship carb 
zg 


Take, for instance: 


Ever non-experts can paper ribbons 


out uniformly Offset ribbons 
mpre SSIONS Tabulating ribt 
very kind of Addressograph ribt 
machine with Diazo ribbons 
p Sten ils Hotel Register 
sper lally eas\ Artist transfer carb 
“balanced” chool packs 
Carbon binders 
Spirit carbor 
strets h 
t, long run 
ince of 
will class if 


nest stencil 


Let the Allied Man show vou one or mo f these newest developments which you can add to your current line, to 
fill the needs of your most important custon oda nd you'll begin to get acquainted with the value of an Allied 
franchise. Or we'll be glad to send vou det mail. Just write to Dept. B 


Al | i KD CARBON & RIBBON MANUFACTURING CORPORATION, IN@. 
4 i £ + ¢ Duane treet. Ne y i N. Y 


5 Si Via t A 
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STEELMASTER 





know the new SiQuabter 


DS tmaiters forty years of service to office equipment dealers 
and stationers throughout America and the Free World is a testimonial 
to its ‘quality identified,”’ prestigious, and completely functional office 
equipment. 


c 5 EDuastor has achieved a new dimension in tasteful office 
equipment to meet and magnificently serve every requirement. 


TecOuabter showcase, show place Showroom, at the crossroads 
of the World, 43rd Street and Avenue of the Americas, is the Industry's 
finest and newest Showroom anywhere. Visit_jt — visit us — and be 
happily and pleasantly surprised at the new ecOmast en 


Available your request Seluakn 52-page new 1961 catalog. 
Ee rae 


ky  SeDuaster art steel co., inc. new york 63, n.y- 


= * Visit our L.A.,.Cal. Factory-Showroom during the Convention. Regular transportation provided. 
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Dual 


Pi 
' 
Pr 
4 
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tz 
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why play guessing games 
* 


The price of thisc>tecOmaster office ensemble is no guessing game. You can be 
sure that it will represent the lowest price for equivalent quality, artisanship 
and longevity. 

ecOmasten's wide selection of office ensembles meets the most discriminating 
taste and fulfills the decor and impression sought to be created and maintained 
by the “successful” office. 


Visit Temakfen's “salon des exhibitions,’ 1130 Avenue of the Americas (43rd 
St.), N. Y. Talk to any Steelmaster representative—check Selmaster's 52-page 
color-controlled catalog. Play sure—stop guessing—specify SNemaston. all the 


* 


way 


o 
Few 


zy. Bs ; SecQuatton. art steel co., inc. new york 63, n.y. 


we 


*Visit our L.A., Cal. Factory-Showroom during the Convention. Regular transportation provided. 








STEELMASTER 


know the new Steuobter 


Your Semater office does more than meet the eye. It is tasteful, dig- 
nified, functional, relaxing, and a magnificent place to successfully com- 
plete the “big deals,” the policy making decisions. 

Your new SD ecOuaster equipment meets these requirements, and more — 
It creates and maintains that ‘“‘success look” so important in the business 
community today. 


Visit us—drop in to see us—at America’s newest office equipment 
showroom, S%cCuaster» show place Showroom, 1130 Avenue of 
the Americas (43rd Street), and be pleasantly surprised. When in 
New York, make StDuasterss Showroom your headquarters and 
a “must” visit. 

Available your request SteLaaiter 52-page new 1961 catalog. 


Ze 5) SteDuattor art steel co., inc. new york 63, n.y. 


= or <a *Visit our L.A., Cal. Factory-Showroom during the Convention. Regular transportation provided. 


~~ 
* cau 














ELMASTER 





é 
7. contemporary 
efunctional 
‘modern 
ethin-line 


Whatever your individual style preference may be, SteQaaifer office 
ensembles can magnificently serve your most exacting wishes. 
See these office ensembles set forth in the Industry's finest showroom— 
Stedlmaiters showcase, show place Showroom, at 1130 Avenue of the 
Americas (43rd Street). 

Available your request Stlaaifen. 52-page new 1961 catalog. 


LO°S Fae. 
> — , 


DD SiOuailer art steel co., inc. new york 63, n.y. 


*Visit our L.A., Cal. Factory-Showroom during the Convention. Regular transportation provided. 











Pennsylvania Firm 
Modernizes, Builds Sales 


the Kurtz Stationery Store has been a 

{ e main business district of Clearfield, Pa. 
a printing shop and through the years de- 
veloped into an outic or Sstationcry items u ! ; 
loped tlet f tat y items. But time 


passed, so did the mer handising methods en hy 


Kurtz. Change | 


ment decided t 


ame imperative and the Kur 

onvert to a self-selection O} 

remodel the entire store in the process 

At this point, The Bulman Corp., was 

survey of the building. Ki 

Kurtz management intended a major renov 

man’s engineering plans included heating, air 

1 color styling as well as fix 


this unified modernization effort 


ing, lighting 

The results of 
Sales volume iediately increased 20% 
gain. Merchandis« display was increas 

the contin 
idd t10n 


tp} li il 


s of the old ope ration. This 
of several new department 

ras and candy. Also, mas 
ents office supplics, pens 


forms. et were greatly expanded and 
According to CHARLES T. Kurtz, JR., whi 
roth rs Robert M 


Nearly every stomer who comes in remarks about 


and John L. operate the store, 


our beautiful store and what a pleasure it is to shop 
here now. We're delighted with the results of our 


modernization With our new arrangement it's 


sy to handl incr ased traffic, we have POOd de 


irtment identit ition (canopy letters ) and Sales have 


steadily risen. Before we went into this project, we 
shopped the market and found Bulman had the most 
complete stationery set-up and planning service. Now 

xperienced the results of a Bulman planned 


quipped ration, we can heartily recommend it. 


Best Stationery and Envelopes 
To Go on NOMDA Display 


For several years there have been displayed at 
NOMDA conventions good looking envelopes and 
President PAUL McWIHLLIAMS 
th 9 exhibit of all and to make sure of 


ictte rhe ids Tl year, 


has ordered prizes to be awarded those judged 


The plan display these at the Grossinger con 


ntion, Jun - so that all may gain ideas for their 


own stationery. All entries will be judged at Grossinger's 


) 


ind the winners announced at the banquet Prizes will be 


later to th mber’s place of business or to his 

il association for presentation. A committee of three 
will S le { the Wintl rs 

members who feel that their stationery is un 

or of good design are urged to send plain copies 


the NOMDA off: 


ir letterhead and any other items such as invoices are 


One envelope, one copy of 
ble 
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John D. Brush Makes 100,000th Safe 


John D. Brush & Co., Inc., recently announced the manufacture 
ts 100,000th safe, flanked here by Richard Brush (left) and 
John D. Brush, Jr. The company, founded in 1930 by John D 
has grown steadily until it is now highly successful in its 

Brush, who was a minister before ill health forced 

» seek another vocation, helped to start the company dur 
depths of the depression, and kept it going in the face 


} ] 


of funds and other difficulties. He is now assisted by 


ihn Jr. and Richard, both part owners of the business 


‘Corporate Chair’ 
Wins Design Award 


On January 8th at the A.I.D 
awards’ dinner in Chicago, Mrs 
MoseELLE MEALSs, president of The 
Taylor Chair Co., 
International Design Award for her 


received a 1961 


Corporate” chair 

Featuring a steam bent arm of 
walnut set on an H frame of satin 
or mirror polish metal with all 


Moselle Meals 
horizontal rails in walnut, the 


INTERNATIONAL DESIGN 

WINNER 
Corporate’ may be upholstered in fine leather or fabric 
over its foam rubber cushions. It was designed for Taylor 


by LEON GORDON MILLer, F.L.D.I 








= 
ST'H PS...measured in inches, 


yet each is one of accomplishment for a crippled 
child. . «progress toward freedom from braces 
. . -adegree nearer tothe deep-rooted hopes 
to walk. 


EASTER SEALS -. through care and treat- 
ment, research and education--help many 
thousands of these children. 


No dollar you spend will ever bring greater 
reward than the ones you give to bring care 
and hopeto crippled children. 


So...forall the times you’ve longed to help 


them..-give to EASTER SEALS now! 


HELP © 
CRIPPLED CHILDREN 


1921-forty years of care for the crippled-1961 
National Society for Crippled Children and Adults 


2023 W. Ogden Ave., Chicago 12, Il. 


PPPPPPPL 
VaVaVaVava¥a¥avavavatal | 
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Worldo fincat photo -copior... 


at worlds lowest prices! 





SPEED-O-PRINT 











A complete compact Photo-Copying Department — Extra 
width for extra versatility. Ideal for multi-column accounting 
reports, comparison charts or any document of any length and 
up to 15 inches wide. Two sets of automatic paper safes and 
ejectors* fit into top of cabinet for quick, easy access to legal 
and letter size papers. Spacious cabinet provides generous 
space for collator rack (extra equipment), storage of reproduc- 
tion supplies and additional working area. Machine accommo- 
dates 48-oz. or 32-0z. Redi-Pak cartridge, permitting maximum 
efficiency and economy of developer fluid, whether using over- 
size or normal-width paper. Finished in 2 shades of grey and 


trimmed in stainless steel. 
model 15-C 999” 


*Paper Safes and Ejectors Extra 





inches 


model 15-A Low-cost portable unit can be used any- 

where by anyone. Perfect reproductions, and there is no 

mixing, no measuring, no mess. Clean 48-oz. Redi-Pak cart- 

ridge fits into back of machine. Also accommodates 36-oz. negative 

cartridge to prevent waste when used mostly for normal- 36-0z. Redi-Pak cartridge fits into back of machine; no mix- 
width documents. ing, no measuring. No waste when copying normal width 


db eee ger 939" 


*Paper Safes and Ejectors Extra 


REDI-PAK CARTRIDGE 


Speed-O-Print’s new exclusive method of 
handling developer fluid. Compact, easy Re ee RATION 


to use container provides complete clean- 
liness. Nothing to mix—Nothing to spill. 
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Eastern OMDA Plans Convention 


Officers of the Eastern Regional Of 
fice Machine Dealers Association have 
announced they will hold their Sixth 
Annual Convention, October 5-8 at the 
Concord Hotel, Kiamesha Lake, N. Y 
The officers are (left to right): Ed 
ward Pfitzenmaier, convention — sit 
committee chairman; Noel G. Grover 
chairman of the board; Robert M 
Woletz, president; Alberta B. Ed 
wards, secretary; Nicholas H. Fucci 
first vice-president; George T. Cart 
second vice-president; and Samuel 
Stein, treasurer 


Haskell Features Work 
Stations at NOFA Exhibit 


Haskell of Pittsburgh recently introdu 
ular (WS) work station group which will 
performance at the Nofa Convention | 
in New York City. 

"Space and its rising costs were other considerations 
and the solution here is in the wide choice of unit sizes 
With 192 combina 


tions for right hand needs and 192 for left hand us 


available,’ says the manufacturer 


the line actually offers 384 arangement 
choose. The flexibility allows for just 
personalized work stations possible.” A | 
are shown her« 


The units are attractively designed 


in a wide range of solid colors and color combinations 
to meet the decorator factor 

S.K. “Bud” Haskell and Ray Putulowski of the hom 
office and many of the firm's field representatives will 
be in attendance at the Haskell Exhibit N i28. Deal 
ers who cannot attend may write for full | 
and details from Haskell, Inc., P.O. Bos 


burgh 6, Pa 


Wrong Address Given 


In the New Products section of 
OFFICE APPLIANCES, an _ incorrect 
for the Steel Parts Mfg. Corp. Th 
is 4630 W. Harrison St., Chicago 44, Ill 
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PRESIDENT of Jasper Seating Cc 
the International Award won 


A. Salb (center) receives 
1960 AAAN Advertising 
petition from Ralph M ronin (lett), account executive 
the Keller-Crescent Co 


" 


renera navger for Jas 


advertising agency. George Meht 


holds the winning award 


Jasper Seating Co. Wins Award 


An International Award has been presented to Jasper 
seating Co. for the excellence of its 1960 catalog ot 
Craftsman Chairs. The entry was submitted in the latest 
annual Advertising Awards Competition, conducted 
each year by the Affiliated Advertising Agencies Net 
work and held recently in Phoenix, Ariz. Keller-Crescent 
Co., Evansville, advertising consultants for the Jasper 
Seating Co., prepared and entered the winning exhibit 

Close to 1,000 entries were submitted in the 1960 
ompetition by most of the 60 advertising agencies 
which make up the current AAAN membership. Kel 
ler-Crescent Co. is the only Indiana representative of 
this worlds largest network of its kind with affiliates 
located in major marketing areas throughout the United 


States and on six continents 


May Tag & Label Corp. In Business 
45 Years; Produces Tags by Billions 


The May Tag & Label Corp., observing its 45th an- 
niversary, estimates the number of units produced since 


it began operation in 1916 at 91/, to 10 billion tags, 


labels and embossed seals for use by industry, commerce, 
government agencies and other customers. 

In its own automated machine shop, MACO has de 
signed and built number of specialized machines 


which perform multiple Operations in one continuous 
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AN ADVENTURE IN OFFICE LIVING 


1S yours with the Ultra group by Robert John. Superb design, 
infinite variety and the lasting satisfaction of owning the best, with 
the gratification of moderate cost. Create a stimulating atmos- 
phere, and use room with relaxed efhciency. Form individuality, 


with unique optional features. Open wide horizons for ex- 

; , — OE BO ny 
pansion, through Ultra modularity. Adventure |R|O|B/E/R)T | 
awaits you, designing and living with Ultra, by [Y/O!}H/N/¢/o.| 


THERE ARE ROBERT JOHN DISTRIBUTORS IN PRINCIPAL CITIES. ADDRESS INQUIRIES TO 821 NORTH SECOND STREET, PHILA. 23, PA. 








Ad Clinic 


JACK BEDFORD 


odvertising consultant 


‘Reader’ Ads Sometimes Pay for Their Cost 


PROBLEM: An office equipment dealer writes 


t 


“I have noticed an unusual type of advertisement 


recently. I start to read these like a regular story in 


the paper. Then, all of a sudden, I find that something 
is being advertised and the name of the firm is giver 
“Is this type of advertising good for an offi 
equipment dealer ? 
SOLUTION: Before I answer whether 
type of advertising is effective, let m« 
couple of questions: 
Did you read the entire advertisement ? 
Did you get the message—know who was adver 
tising and what was being featured ? 
What was your reaction when you completed read 
ing the advertisement—pleased or annoyed ? 
Your customers will probably react in a similar way 
to your advertisement that follows these lines. Some 


“reader” advertisements are good—others 


of these 
have a negative sales value. Be sure yours will ring the 
profit bell before you use your advertising money for 
reader’ advertisements. 


Here are some suggestions that will help you g 
& 


the most value from your ‘reader’ advertisements 
in your office equipment firm's promotion program 


USE NEWS HEADLINES 

Your readers are reading the newspaper and ex 
pect to find items featured that are newsworthy. A 
new line that you have added to your stock can be 
featured with this headline, “Jones Office Supply 
Company selected as Local ABC Dealer 

Items of interest can be used to make a good news 
story and a good reader” advertisement. For instance 
you might use the name of some authority in your 
headline with the idea that he recommends. This will 
attract attention, be of interest to your customers 
and be a natural headline to. get people to ad 
your “reader” advertisement 


2. WRITE IN NEWSPAPER STYLI 

Newspapers write the story in the first | iragraph 
A reporter is instructed to answer the questions of 
Who, What, When, Where, and Why in the first 
paragraph of the news story. The balance of the ar 
ticle is an expansion of this summary of the news 

For instance, this might be the first paragraph of 
the story following up on the ‘new line’ headline 
“John Jones, owner of Jones Office Supply Com 


reports that his firm has been appointed the 
representative for the ABC line. This lin 


3. TESTIMONIALS MAKE GOOD READER 
ADVERTISEMENTS 

When some customer has something unusual to say 
ibout your equipment or your service, this may make 
good copy for an advertisement of the reader style 
The tie-in with the office equipment business would 
be your name and where customers could get similar 
equipment or service 

When using testimonials, it is necessary to get the 
permission of the individual used in the story. It is 
best to have this in writing to avoid any future 
trouble that might develop. The story should be 
believable, unusual, and of someone who ts well 


known in your community 


i. CHECK NEWSPAPER REQUIREMENTS 

Some newspapers have a requirement that all 
reader’ advertisements be headed with the worl 
advertisement’ set in bold face type This is to let 
the readers know that it is not a part of the news 
columns of the newspaper, but is an advertisement 
Then, too, this is done so the newspaper will not 
be guilty of giving a sales talk to some special met 
hant of the community in its news columns 

If your local newspaper has a requirement like 
this, it might spoil the effect of the advertisement 
Readers have gone through many of these advertise 

nts only to find some ‘‘cure-all’’ medicine fea 
tured at the end of the story. When they see the 
word ‘advertisement’ above a ‘reader’ advertisement 
they may skip it and completely miss your advertis 
iIngy messave 


TRY AS PUBLICITY FIRST 

Almost any message that lends itself to a reader 
idvertisement will make good opy as a publicity 
release. Sending the copy to the newspaper as a re 
lease first may save money and still get the same men 
tion for your office equipment firm 

For instance, the headline suggested for the new 
line added to your stock could mal ea good local news 
story. Or, the idea of some authority recommending 
something would be just as good as a regular feature 
Perhaps they would be better as publicity because your 


] t 
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NOFA SHOW, NEW yorRK, 8 


new modular steel units 





UNIT 1 STL — LIST PRICE $219.00 


Selected Designs again achieves good design and craftsmanship with sensible prices by combining strength and light scale in steel 
frames with the popular dome back “plan” or classic “continental” seat. Designed by William Paul Taylor. Oiled walnut arm rests, 
baked enamel steel frames, and upholstery of fabric or plastic. A magazine rack, table components and compatible occasional tables 
allow complete and flexible arrangements. Write for brochure to: Selected Designs, Inc., 2115 Colorado Ave., Santa Monica, California. 
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HIGHEST PROFIT POTENTIAL, LOWEST DEALER COST 


Boastful? No... asa franchised R. C. Allen dealer, 
this Visomatic Typewriter offers you up to 47 percent 
profit! A 44-key machine in 7 color-keyed combina- : 
tions with 35 type styles, it is competitively priced if 


T:) 


And in selling the school market, for example 7 . : ) 
ee Visomatic Typewriter 


dealer cost is low, low, low 


Considering this, call or write Max Ludlow at R. C ; ’ 
8 R.C.Allen Business Machines. Inc. 
Allen right now. If you question our profit story, 678 Front Avenue, N.W., Grand Rapids, Mich 
Phone Glendale 6-8541 


he'll be glad to elaborate. Or if you're ready to 
~~ a complete line of +> — 


order, he’s your man, too. In either event, act now business machines |e Xx 
se 


before more profit opportunities pass you by e. 
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SHOWCASE 
fA 
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NEW 








“AS SAFE AS UNDER GLASS” 


BUILDS YOUR SALES! 
_.. PUTS THE PENS RIGHT 
OUT WHERE YOUR CUSTOMERS 
CAN SEE ‘EM AND FEEL ‘EM 
AND STILL... 


PROTECTS YOUR PROFITS! 


A FULL LINE DEPARTMENT 
IN ONLY 2 $0. FOOT 


HANDSOME 
MODERN DESIGN 


SOLID 
PERMANENT CONSTRUCTION 





YOUR cosT $59.76 


20) 0)- a 1-10) 48 Glo Mm ho 


YOUR REGULAR MARGIN OF PROFIT AND THE apene RE IS aiiae | 
"A NEW MECHANISM... PATENT PENDING Por00 NOW Lt works —) 








SHOWCASE 


Here's the tle 
Lever that 
Locks It 


MOVE THE LEVER MOVE THE LEVER 


TO THE RIGHT | TO THE LEFT 


i. 
A__| 


TO THE OPEN POSITION 


FOR DEMONSTRATING AND A 

















TO THE CLOSED POSITION 


T STANDS AL<¢ J AS A SILENT SALESMAT 





PAPERS MATE 


DUST RESISTANT ARRIVES ASSEMBLED 
SHELVES EVERY PEN IS IN PLACE! 


HANDY STORAGE SPACE BEAUTIFUL, 
FOR EXTRA STOCK MODERN DESIGN 


HEAVILY ADVERTISED 


EVERY PEN AND REFILL, IN IT, 1S PRESOLD 
DISPLAY #570 


contains 


TOTAL RETAIL $97.92 PENS REFILLS 


YOUR COST $59.76 


YOUR FULL, REGULAR MARGIN i oth $1.95 CAPRI | | 19¢ TEXAS 
OF PROFIT... $38.16 .. AND [ $1.79 HOLIDAY | 69¢ PIGGYBACK 


THE FIXTURE 1S FREE ) dz. of ... 98¢ PENS ) dz. of .. . 49¢ Standard 











Ad Clinic 


continued from page 112 


PROGRESS REPORT 


company would get the mention without the stigma 
of the word “advertisement” above the copy 

PROBLEM: It is getting about the time of year 
when people are thinking about income taxes more 
than at other times (if possible) . An office equip- 
ment dealer writes: “I have heard that I can save 
money on my income tax by advertising more. Is this 
true 

SOLUTION: The thought of saving money on 
income tax by advertising has been accepted by many 
people. This is a way consumers have of passing off 
the high cost of national network TV shows that 
ost hundreds of thousands of dollars 

Actually, every dollar spent for advertising is a 
legitimate business expense. This is a definite deduc- Thank you for your consideration and 
tion from your gross income just as other business patience while we were recovering from 
expenses can be deducted. Thus, advertising expendi- our holocaust of November, 1960. 
tures do reduce your net profit and hence your income 
tax assessment We have moved into our new, modern 

However, pe cen reduce your income tax by conten. Gat sanmaed tidiiéa i 
paying more and higher wages, paying more rent, 
or paying a higher rate of interest on business loans new machinery has quadrupled our pro- 
Anything that reduces the margin between your cost duction capacity, thereby giving you—our 


ind the sales price will 1 ) 1come tax . 
he sales price ee es ne customer—faster service. 
Considering your advertising as an expense does 


9 nmediate ti a g th immediate gain 
ive you immediate tax savings with immediate BLACKBOURN SYSTEMS, INC. 


Considering it as an investment gives you a long 


term gain with an immediate income tax saving 1821 University Ave., St. Paul 4, Minn. 











Most investments—buildings, fixtures, and improve 
ments—are depreciated. For instance, on $1,000 spent 
for fixtures a percentage is deductable expense each 
year for the life of the fixtures. With a ten year esti 
nated life of the fixtures, you are able to charge off 
$100 (10% ) a year as an expense 

However, on a $1,000 investment in advertising, 
the full amount is deductable in one year (the year 
you spend the money). And, the value of the invest- 
ment in advertising will continue to pay dividends for 
years in the future 

Advertising is an investment. Money spent today 





for advertising is building good will and a business 


reputation for the future 


H. B. “Sprke’’ SPEICHER, Birmingham, Mich., made 
i visit at OFFICE APPLIANCES On January 18 and again 
on the 20th. He spent most of the week in Chicago in 
the interests of Eureka Specialty Printing Co. He is re- 
sponsible for sales of that company’s label system in- 
cluding mechanical equipment and labels of various 
types and sizes. He planned to leave in a few weeks for 


the West and participate in the Western Stationery MODEL 42 SERIES 


Newest member of an extraordinary line of bookcases, now 


Show in Los Angeles 
in 30", 42", 48" sizes. By H-O-N Co., Muscatine, lowa. 


HUGH T. MorGAN, sales manager for Eisen Brothers, 


Inc., visited us by telephone on January 17. He was in YOu CAN SELL H-O-N WITH CONF 


town on business and expected to stay several days. He 
was optimistic about sales opportunities in the Chicago 


area 
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from a continuous program 
of national advertising 


HUNDREDS OF THOUSANDS of choice prospects for GF business 
furniture are reached continuously by GF national advertis- 
ing. Dramatic full-color ads in the nation’s leading business 
publications pre-sell prospects. Difficult to reach management 
and other buying influences are continually impressed with the 
completeness of the GF line of business furniture, its styling 
and what it can do for their business. 


SPECIALIZED CAMPAIGNS created especially for a wide range 
of architectural and trade publications round out a broad GF 
advertising program. Combined with GF products and services, 
this program of national advertising creates greater prospect 
awareness and interest for the benefit of GF dealers. Dept. 
OA-12, The General Fireproofing Co., Youngstown 1, Ohio. 


FOREMOST IN BUSINESS FURNITURE 





*Steel 
Office Furniture 


Chest-Safe and 
Cabinet combination 


YOUR SINGLE SOURCE 
FOR THE MOST PRODUCT 
LINES CONTINUES TO BE 


VICTOR 





SAFE & EQUIPMENT 


*Insulated 
Fire Master® Files 
Remington. Fland SYstTems 
Vi | N OF SPERRY RANE ( YRPORATION 


EA T 42NCL T NEW R ] N.Y 


*Bestline and Midline 
Steel Files 


— : ha? *A limited number of franchises are avail- 
Sf Sectional Visible able now in select areas. Write today. 
Record Units 


A, B, and C Labe! Fixed Interior 
Filing Safes Safes 








Well-Played Hand Wins Installation. How the Beker Co. 
office supplier of Lubbock, Texas, played an expert hand in 
co-ordinating the wishes of the client with the skills of an 
architect, a designer, and the Baker staff to win a complete 
savings end loan installation. 


How to 
catch up. 
on your 


s 
reading 
s 
ind 
hurry... (ee 
Order these inexpensive reprints of top 
OFFICE APPLIANCES features 


1-9........25¢ each 10-24........20¢ each 


25 or more........15¢ each 
(except as indicated) 
Please enclose remittance for orders under $3.00 


--F-- Office 
Appliances 


Basic Color Guide. A simple chart to help dealers determine 
the correct color combinations for furniture, carpeting, walls, 
draperies and chairs. 

What's Happening to Office Furniture? A searching look at 
@ primary segment of the Office Equipment industry. 





Color Is Your Business. A stimulating review of color's role in 
office decorating and how the dealer/designer can use color 
to boost sales and ensure customer satisfaction. 


3 Out of Every 4 Dealers Sell the Complete Office Interior. 
Results of a survey of office furniture dealers to determine 
whet they sell and how they merchandise it. 


Machines 


Office Machines To Top $3 Billion in 1960. Office machine 
industry growth by product categories, at retail price levels, 
projected from the 1954 and 1958 Census of Manufacturers. 
1960 figures are estimates by the Research Bureau of OFFICE 
APPLIANCES. 


Copy Machines . . . Developing A New Market for Supplies. 
An analysis of the copy machine supplies market together 
with some ideas on how to sell the machines themselves. 


General Today's Best Buy — Office Machines. An extensive study by 


OA's Research Bureau comparing the big price increases in 
general consumer items with the lesser rise in office machine 
Excellent sales ammunition. 


Merchandising 


How To Determine Your Break-Even Point. How and why this 
vital statistic should be used. 


Fixtures — Tools That Make Retail Merchandising A Success 
Or Failure. A 20 page booklet reviewing many fundamentals 
pertaining to the effective use of store fixtures, displays, etc. 


1. 196! Dealer Forecast. Results of a survey of dealers to de- 
termine their opinions of 1961 sales volume by product cate- 
gories . . . plus the annual forecast by Peter B. B. Andrews’ prices 
307 man Board of Analysts of Future Sales Ratings. 


Automation 


You can't Bluff Your Way to Automation Sales. How one 
dealer is capitalizing on the market for automation supplies 
and accessory equipment. 


TI. 


12. 


The Biggest Thing On Your Profit Horizon — Automation. A 
thorough analysis of the dealers’ role in the automation mar- 
ket, a list of automation supplies and accessory equipment 
now available for sale through dealers, and a glossary of busi- 
ness automation terms 


Dealers Opportunity in the Challenging World of Automa- 
tion. A penetrating exploration of the dealers’ role in the 
market for business automation accessories and supplies. In- 
cludes a report of manufacturers willingness to help dealers; 
@ case history of a dealer now selling automation supplies 
and accessories; a comprehensive list of sources of supply 
for automation merchandise; and a glossary of business auto- 
mation terms. This is virtually a handbook for dealers in- 
terested in the exploding market for business automation. 


n Selling Business Forms Be Professional. An outline of the 
dealers’ “formula for profits’ in selling business forms. 


Business Forms Sel] Best When You Sell Ideas. The business 
forms success story of the James A. Head & Co. and some 
“tips from an expert’ — Harold E. Wood, Wood Business 
Forms 


Simple System is Best One. The advantages of simple, in- 
expensive record storage filing equipment. 


Good Fiilng Systems Cut Users’ Costs. Ideas for efficient 
filing systems pay off in filing supplies sales. 


Furniture and Office Planning 


Office Furniture Will Pass $1 Billion Mark in 1960. 1960 esti- 
mated sales volume breakdown for office furniture products 
compared to 1954 and 1958 volume. 


Success In Complete Office Selling. The stories behind the 
success of two dealers who sel! the complete office. 


Sell Partitions To Cut Noise. A brief explanation of the value 
of partitions in sound contro! and a check list for selection 
of the best partition source. 


Installation Sold on Flexibility of Modular Units. Case history 
illustrating the sales advantages of modular furniture. 
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Loaded with ideas. 
Supplies 


Office Supplies Volume Heads For $5!/4 Billion in ‘60. An 
1960 sales volume com- 


analysis by products of estimated 
pared to 1954 and 1958 volume. 


A Changing Market For Ink Writing Instruments. An analysis 


of today's market; the role display and promotion play 
upping profit; and a report of dealers’ views of ball poi 
pen merchandising. 


Create the Time to Sell School Supplies. Two case histori 
of successful schocl supplies merchandising. 


in 
nt 


es 








Available at $1.50 each 


26, The Ad-Viser. A 76 page booklet of articles on dealer ad- 
vertising that have appeared in OFFICE APPLIANCES. By 
Irving Settel. 


27. The Salt Lick. A compilation of 47 brief but intensely practical 


essays written for salesmen by a successful salesman, L. R. 
Addington. 








Total at 


Please send me the reprints listed above. My remittance is enclosed. 
(Orders for more than $3 may be billed. Check here if billing 
is desired [)). 
Nome. 

Firm 


Title. 
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FOR EXECUTIVE OR 
GENERAL OFFICE FURNITURE 


there is a 
JASPER OFFICE 
grouping to meet 
every 
customer demand 


IN MODERN, MODULAR OR 
TRADITIONAL STYLING 


SERIES 
... ideal for multiple installations! 


Competitive with amy other general office 
furniture .. . yet with normal dealer markup! 


...and @lll feature the luxury of WOOD! 


SENIOR OFFICE MASTER GROUP — A practical combina- 
tion of modern styling and space-saving modular wood 
office furniture. Basic units provide individual desks and 
accessory combinations for executive and personal offices. 


AMBASSADOR GROUP — Unmatched in traditional styl- 
ing. Selected cabinet woods; warm lustrous finish; Eng- 
lish antique finish hardware. Rich in feel; substantial 
in appearance. 


Write, wire or call — TODAY — for full 
information on Jasper'’s complete offering! 





OFFICE MASTER GROUP — Pleasing, functional and 
economical wood office furniture . . . for private or gen- 
eral offices. Features quality, construction and design 
you'd expect to find only in higher-priced desks. 


CLASSIC GROUP — Contemporary wood office furniture 
at its finest. Rich walnut finish; cast-brass hardware; 
cane backs standard oniall desks. 


Spaces 208-209, New York Coliseum, NOFA Show 


JASPER OFFICE FURNITURE COMPANY; Jasper, indiana 
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A Pen 


for Every 
Customer 
in just 
14" 

of Space 


Fountain pens, ballpoints, 
ink sticks and refills 


ing Btaie | ; 
EVERSHARE) 


ee ee \ 
’ Es. 
t ae 
¥ 


The complete assortment costs you 
just $32.54, sells out at $56.54 retail 
. in just 14 inches of space! 
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 < VERSHARP 


A Cerone OF f Tat PARNER FER COMPANY 
. *aP 4 


Here's a complete, volume-priced 
pen department stocked with fast- 
moving ballpoints, ink sticks, car- 
tridge pens—with a choice of colors 
and point sizes. 


© VERSHARP | 


2 Coven OF <p Rat RARER FEN COMPAMT 


This handsome Eversharp Display 
Master—sets up anywhere—up- 
right or flat on your counter, 
against a wall. 


be ae re 


EVERSHARP\ 


a Dyin OF + nat vane voll commas 


VN HA 


} 
\ 


Tih 


There's even room for ballpoint re- 
fills and Parker-Eversharp SUPER 
QUINK ink cartridges now retail- 
ing at a customer-pulling price of 
just 5 for 29¢. 


EVERSHARP 


A Geers OF | Tt PARED PEN COgRPAN 


mn toh 


EVERSHaRe 1 PORTER 


And, every time you re-order, you 
receive free goods... boosting 
your profit to over 44%. Ask your 
Parker-Eversharp wholesale man 
for Display Master Deal EP-51. 


‘173 





OFFICE PARTITION-ETTES 


Arnot Partition-ettes by Royal have more 
standard components and a wider 
choice of sizes and finishes than any 
others .. . 39”, 54”, 68”, and 86” heights, 
13 widths ... a full range of matching 
doors ... concealed wiring raceways... 
octagonal posts for complete rigidity 
... removable chrome strips that allow 
desk tops to lock directly to panels! 
Partition-ettes are an integra! part of 
the exciting modular concept of office 
design and only Royal gives you such 
flexibility, such completeness, such 
quality! Write for all the features that 
make Arnot Partition-ettes DIVERSE! 


Arnot Furniture Division 
ROYAL METAL MANUFACTURING CO., 
Dept. 1 !-C One Park Avenue, N.Y. 16, N.Y. 


Please send me the Partition-ette® story. 
Name — 





Firm 
Address 
ee aS 








OFFICE FURNITURE 
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Chicago Office Furniture 
Dealerships in Merger 


The firm of Riha, Petersen & Vail, Inc. has an- 
nounced the purchase of the Office Equipment Co. of 
Chicago. The negotiations were completed by HARLOW 
Mace, president of the Office Equipment Co., 201 W. 
Monroe St., and RAYMOND R. RIHA, GERARD R. PETER- 
SEN and JAMES M. VAIL, partners in the firm of Riha, 
Petersen & Vail, Inc., 124 W. Lake St., Chicago. The 
merger date was effective on February 1. 

The Office Equipment Co. has been a prominent 
name in the field of office furniture and equipment for 
the past 35 years and the new management will retain 
the name for the combined operation. They will also 
continue to offer the same outstanding services that 
have been available to Chicago area firms during the 
past 35 years. 

These services include: The Design Division—which 
enjoys an excellent reputation in office interior design, 
under the supervision of TED SLACK; the display room 

featuring modern office equipment, carpets, draperies, 
furniture and accessories; a very high caliber sales or- 
ganization, and several other departments. 


Keep Stow-Davis Franchise 

Riha, Petersen & Vail, Inc., will continue to main- 
tain the many distinctive furniture lines that have been 
an important feature of the Office Equipment Co 
Among the most prominent is the Stow & Davis furni- 
ture franchise. The new owners will also retain the 
Office Equipment Co. membership as a charter member 
of the Executive Furniture Guild of America. 

The Office Equipment Co. will remain in its present 
location at 201 W. Monroe St. until the late spring. It 
is expected at that time that the remodeling of the 
premises at 124 W. Lake Street, (which includes ap- 
proximately 30,000 square feet of space,) will be com- 
pleted. The Office Equipment Co. will then move into 
permanent location at the Lake St. address. All of the 
departments of the new organization will be concen- 
trated in one location to provide even greater service 
for their clientele. 

Future plans are to expand the current services even 
further within the next 36 to 48 months. The present 
sales staff of 20 will be increased to 30, with a highly 
accelerated sales program put into motion. 


See $3 Million Volume 


Riha, Petersen & Vail are estimating that their antic- 
ipated sales volume for 1961 will be, $3,000,000.00 

Although the Riha, Petersen & Vail firm is only five 
years old, it has progressed rapidly, making great strides 
in the field of office equipment. It has been directed by 
three young executives who are constantly striving to 
give their customers the very best possible service. The 
three partners are: RAYMOND R. RIHA, 7714 Lake St., 
Morton Grove, Ill.; GERARD R. PETERSEN, 2104 E. 
82nd St., Chicago, and JaMes M. VAIL, 8127 S. Harper 
Ave., Chicago. 


OA-—3 /61 





TOP QUALITY...LOW PRICE...FULL PROFIT! 
WITH COMMODORE’S NEW LINE OF... 


# . Suggested Retail 


ADDING MACHINES 
... ALL WITH DIRECT SUBTRACTION 


Made in West Germany 


Camp_a_c_t_ 


Measuring only 12”x 7” x 33" the 
machine will occupy minimum desk 
or counter space. 


Ro pid 


Simplified 10-Keyboard for speedy 
figure work. Automatic Sub-Total. 
indicator 


Correction 


Weighs only 8 ibs. Easy to carry. ~ : : SO eae, pe 
Removable Operating Handle enables : 
it to be slipped into a drawer or into ee: 
any normal Briefcase. 7eL, a. P Grane Yous 


Clearance 
Key 


Paper 
Roller Knob 


and 
Sub-Total Key 


Column 


SUBTRACTION 
ON ALL MODELS 


Capacities From 
6/7 to 9/9 


FOUR MODELS OFFER FULL DEALER PROFIT 


Your Price 
3 Machines 


Subtraction 
Non-Add Key 


Key 


Repeat 
Key 





List 


Capacity oll 


Model List Total 1 Machine 12 Machines 





For every use: Office, Shop, Store 
Room, Factory, Accountant, Audit 
Clerk, Restaurant, even Homes. 


67 


6 


7 


$ 99.95 


$69.50 


$67.50 


$65.00 





6 


7 Credit Bal. 


104.95 


73.00 


69.50 


67.50 





99 


9 


9 


114.95 


79.50 


77.50 


75.00 





99-CB 








9 


9 Credit Bal. 





119.95 





84.00 





80.00 





78.25 








Models may be combined for quantity price. Fed. excise tax extra on ali models ~Add 10% to wholesale cost. 


MAIL COUPON TODAY FOR FAST SERVICE 


Commodore Business Machines 
Div. of Herald Superior Office Equip., inc. 
648 Broadway, New York 12, N. Y. 


Gentlemen: 


10 DAY TRIAL 


We're so sure that you'll want to 
carry this line that if you're not com- 
pletely satisfied return to us within 
10 days for complete credit. 


COMMODORE 


BUSINESS MACHINES 


Div. ef Herald Superior Office Equip., inc. 
648 BROADWAY, NEW YORK 12, N. Y. 
Algonquin 4-0222 


Kindly enter my order for the following: 


Model Quantity Price | understand that if we are not 
fully satisfied we can return these machines within 10 days for full credit. 





C) Credit already established 
Our Bank 





IN CANADA: Credit References: 





COMMODORE PORTABLE TYPE- 
WRITER CO., LTD. 680 KING ST. 


WEST, TORONTO 26, ONTARIO 2. 
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Your Handbook to Bigger Filing Supply Sales! 


96 sales-packed pages, featuring: 
PUNCHLESS PAPER HOLDERS e MANIFOLD BOOKS 
PRINTED STOCK FORMS 
PRESSBOARD & MANILA FOLDERS 
PRESSBOARD & BRISTOL GUIDES 
ADVANCO'S extensive variety of printed stock forms are now 
dozen-boxed, gross-cartoned and distinctively labelled. 
ADVANCO PRODUCTS, sold exclusively through dealers, are 
backed by nearly 40 years’ experience. 


WRITE TODAY for this comprehensive Catalog. Keep it handy 
for advising and servicing your customers. 


MADE IN U.S.A. REG. U.S. PATENT OFFICE 
ADVANCO PRODUCTS, INC. 
76-05 Sst Avenue, Elmhurst 73, L.1., N.Y 

Tel.: Hickory 6-4848 





Victor Adding 
Buys Large, 
New Plane 


In the months to come, Chicago will 
be the destination of many key execu- 
tives from around the country. What 
is claimed to be the largest privately; 
owned, executive-equipped aircraft in 
the city will be used by the Victor 
Adding Machine Co. to bring its cus 
tomers, dealers, prospects and man- 
agers in to see how the machines are 
built. 

The manufacturer of business 
equipment has acquired a Convair 440 
from Radio Corporation of America 
to transport select executives to Chi 
cago. RCA had based the craft in 
White Plains, N.Y.; Victor will base 
it at O'Hare International Airport 

When in use as an airliner, the 440 
can seat about 55. In the executive 
seating cofifiguration on the Victor 
plane, 15 passengers and a crew of 
three will be carried. 

On board for the passenger's com 
fort and convenience are such items 
as: a Fisher FM radio; an RCA-hi-fi 
tape player, a complete galley, serving 
gourmet meals; two rest rooms; a busi- 
ness library; a refreshment bar; tele- 
phone and telegraph communications 
equipment; two full-size couches; a 
completely equipped office including 
a large desk, a Victor printing calcu- 
lator and flight stationery; a confer 
ence-dining table; all-weather air con- 
ditioning; plus duplicate instruments 
in the passenger compartments to 
show air speed, altitude, time, and 
rate-of-climb. 

The ship can fly non-stop from 
coast to coast; is fully-pressurized and 
has a service ceiling. of 25.000 feet 
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Pencil Week Observed 


Converting the extrusion of a truck into 
a giant pencil attracted attention in 
Madison, Wis. to Pencil Week observ- 
ance at Blied, Inc. The tail light was the 
eraser as the store made “ a point’ of 
getting across the idea, “It's Pencil 
Week at Blied Another promotion 
feature was that the clerks sharpened 
their appearance by wearing flower- 
shaped pencil pom-poms made from 
etals surrounding a Styrofoam flower 





Program Shaping Up for NOMDA Convention in East 


All the planning for the 1961 
annual convention and trade exhibit 
of the National Office Machine 
Dealers Association is toward giving 
the event a grass roots flavor’ says 
HAROLD MANN, executive secretary. 
This will principally show up in the 
panels that have been chosen by Presi- 
dent PAUL McCWILLIAMs of Little 
Rock who is a firm believer that con- 
ventions should get right down to bed 
rock and take up the basic phases of 
the retail end of the industry. 


There will be six panel discussions 


in all and each will be headed by a 
member of the executive committee of 
the . organization. Two will be held 
ich afternoon to allow plenty of time 
for thorough probing and questioning 

very avenue of each topic. The 


of the panels will b« announced 


Dates for the convention are June 
18-21 at the famed Grossinger hotel 
in the Catskill mountains. The meet- 
ing is being hosted by the Eastern 
OMDA with HAROLD PEcK of New 
York City and EDwARD PFITZENMAIER 
of Ardmore, Pa., acting as co-chair- 


Men 


We have not held a convention in 
the state of New York since 1948 and 
ull NOMDANS are looking forward 
to this year’s event with a great deal 
of anticipation, said McWilliams. 
That the hotel has everything to 
make a person happy is a well-known 
fact and from all present indications, 
there will be a tremendous turnout of 
members and non-members to take ad- 
vantage of all that Grossinger’s has 
to offer. Of course, the business of the 
convention comes first, but then it 
doesn't hurt a bit to have a wealth of 
recreation and good times to go along 
with the other.” 
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It’s easy for you to fatten your pocketbook 
offering Justrite To-&-Fro envelopes to 
your customers. The line covers every 
situation that calls for carrying a message 
to the addressee and bringing back a reply. 
Whatever the job . . . collections, utility 
payments, fund drives, order forms, etc. 

. there’s a Justrite To-&-Fro envelope 
for it, that you can sell at a nice profit. 
Send for samples and prices of To-&-Fro’s 
(and other fast selling envelopes) right now. 


Like\with the 
Greatest of Ease! 
JUSTRIATE TO-&-FRO Envelopes 




















Three Modern JUSTRITE Factories 
. NORTHERN STATES ENVELOPE CO. 
bt) 300 East Fourth Street « Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MFG. CO., INC. 


523 Stewart Avenue, S.W. «+ Atlanta, Georgia 


Direct to you— NATIONAL JUSTRITE ENVELOPE CO. 
we do not sell consumers 2220 West Beaver Street « Jacksonville, Florida 
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many talents combine to prepare superior 


Smead filing essentials 


IMAGINATION 
INVESTIGATION 
AUTOMATION 


are but a few of them! 


Imagination: The visualized solution to a filing 
problem. Investigation: The detailed mechanics of 
that solution. Automation: The modern, high-speed 
production methods to produce that solution. 


Three diversified yet closely related talents—all a 
part of ceaseless Smead research, experienced know- 
how and advanced assembly techniques—maintain 
the one standard in all Smead filing essentials: 
quality. 

Another way of saying that practical ideas, func- 
tional design and high speed production are three 
factors resulting in serviceable Smead filing supplies 
and stationery products, each having a special use, 
each answering a special demand. 






























































Durable special paper stocks treated for wear-and-tear resistance, hardy 
cloths and fibres that reinforce at points of greatest use, visibility-proven 
inks, adhesives that really stick, vinyls, acetates, metals . . . quality 
ingredients applied to the entire Smead line of filing systems, guides 
and folders, hanging folders, expanding files, brief and pressboard 
binder covers and all Smead filing supplies and stationery products. 


Stock and Sell the Profitable Ss MEAD M ANU FACTURING Co MPANY 
Smead Line of Customer- HASTINGS, MINNESOTA 
' Satisfying Filing Essentials CHICAGO LOGAN, OHIO ° LOS ANGELES 
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interiors are created 


supported vinyl upholstery fabric 


oVe Begin with Boltaflex, and let your imagination soar from there. This is the vinyl 
fabric that gives you inspirations to design around ...with patterns developed 
% by Genera! Plastics’ own industry-acclaimed Central Styling Studio. Whether you 
choose conventional Boltaflex, breathable Boltaflex, or glove-soft Vinelle, the most luxurious 
viny! of all, you gain durability, washability and a range of colors that includes not just 
the basics, but the dramatic and daring as well. Now, too, the Boltaflex Color Coordi- 
nation Program points out how to combine Boltaflex with complementary fabrics on 
specific pieces of furniture for refreshing originality and stay-fresh practicality. Write for onnatde Galea 
free swatches of Boltafiex, the vinyl upholstery fabric that inspires trend-setting interiors. TEXTILEATHER 


THE GENERAL TIRE & RUBBER COMPANY / Textileather Division / Toledo 3, Ohio 





Design Patent Awarded Taylor Chair 


The Taylor Chair Co. has announced the issuance ot 
United States design patent 189,026 covering the origi 
nal design of its “Talisman” chair; term of patent 14 
years. 

The Talisman chair was created by designer LEON 
GORDON MILLer, F. I. D. L., of Cleveland, Ohio. To 
quote Mrs. MosetLe MEALS, president of Taylor Chair 

The issuance of the design patent is an effective tribute 
to the unique character of the ‘Talisman’ design 
Through the patent, we are assured of being able to a 
cord the design substantial protection 


New York State Goes Out 
Of Typewriter Repair Business 


New York State will go out of the typewriter repair 
business for state-owned machines and claims it will 
save $30,000 by the move. 

Acting commissioner of general services, General 
C. V. R. Schuyler said the Typewriter Repair Bureau 
will shut down March 31. The bureau includes 12 
typewriter repair men, two clerical workers and a truck 
driver and has an annual operating cost of about $130,- 
000 

Typewriter manufacturing companies have agreed to 
offer jobs to qualified state repair men who will los« 
their employment in the move, the general said. 

Clerical and labor grade employes of the bureau will 
be shifted to vacancies in other units of the Office of 
General Services, the general said. 

In the future, the typewriter repair service will be 
handled by firms which now supply the state with 
typewriters on a bid basis 

With the new arrangement, General Schuyler esti 
mates that the annual cost of commercial repair will 
not exceed $100,000. 

The typewriter repair bureau was created in 1942 as 
a wartime measure to save steel and to provide service 
and parts difficult to obtain. 

The Office of General Services is a “housekeeping 
agency set up under Governor Rockefeller’s reorganiza 
tion program last year. 


HIGGINS india ink cartridge* No. 4413 


Guide it to your instruments 
it will guide you to quicker results 


% WATERPROOF 
BLACK ONLY 
-NO COLORS 


HIGGINS ink co. inc. 


271 Ninth Street, Brooklyn 15, N. Y. 


1880-1960 
SO years 


of success 








‘No. 1 in '61' Is Eberhard Faber Sales Theme 


Spurred by the theme “No. 1 in ’61” sales repre- 
sentatives from the 50 states, South America and Canada 
met recently at Eberhard Faber’s International Sales 
Conference to launch sales and merchandising plans 
specially tailored for the ‘Soaring Sixties.” 

Keynoted by Eberhard Faber President Louis M. 
BROWN and Vice-President for Marketing JOHN D. 
HorNE, the conference was held at the Skytop Lodge, 
Skytop, Pa. The mood was established by Mr. Brown in 
his opening address, with the statement: 

While we may hear a lot of recession talk about us, 
we can't be anything but confident. Through sales of 
our pencils we have a ‘pulse’ on the nation’s business 
which could make us pretty good economics forecasters, 
if that were our specialty. We know that we're headed 
for a good year, and that with the proper sales push all 
along the line, it will be a big year. We're going to give 
it that push all the way!” 

Horne emphasized the big marketing changes which 
are taking place all over the country in dealer selling 
and merchandising to offices, schools and the home. 

Manufacturers have a great responsibility in backing 
dealer efforts,’ he stated, “and we intend to fulfill ours 
to the limit 

C. PauL MAILLOUX, vice-president and sales man- 
iger, reviewed the successful introduction of the new 


Diamond Star lead, now the highlight of the Mongol 


pencil. “Eberhard Faber’s development of Diamond 
Star lead was a break-through in the pencil industry,” 
he said, “‘and we must be certain our dealers use its out- 
standing sales features to their best advantage.” 

One of the most interesting meetings was a laboratory 
session conducted by Eric Q. BOHLIN, vice-president in 
charge of manufacturing, who showed how the ingredi- 
ents for Diamond Star lead were formulated. The sales 
representatives were also shown the tests made to assure 
Diamond Star Lead’s unbreakability, so that they can 
better explain its properties to dealers. 

Mailloux stressed the importance of providing every 
assistance to dealers in the effective use of the ‘“Con- 
sumer Buyers’ Guide’ and all Eberhard Faber sales pro- 
motion materials, booklets, sales aids, direct mail pro- 
motions, etc. He urged that everyone “Get on the Bond 
Wagon” through Noblot Bond Bonus Certificates. 

He also discussed special dealer promotions such as 
the ‘‘Colorama Campaign”’, as well as advance plans for 
Eberhard Faber displays in the various trade shows and 
convention. 

The hard-hitting nature of the sales conference was 
reflected in the presence of Eberhard Faber’s consultants 
for markting and promotion, who included J. STEWART 
FLECK of Barrington Associates, marketing management ; 
MILTON GLADSTONE and WILLIAM WOLFsTON of Al 
Paul Lefton Co., advertising; and So. Zatt of Sol Zatt 
& Co., Public Relations Counsel. 
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fotally néw adhesive with qualities never before achieved. 


Minute particles of moisture-free gum are held inert in a resin film. 

When moistire is applied,\it melts the resin film and activates the 

gum with terrific adhesive quality. QMS-500 is resistant to high 

humidity and because it is a moisture-free adhesive prior to the actual 

sealing operation, the flaps remain absolutely flat . . . A significant 

advantage to users of printing and duplicating equipment in plant or 

Q ¢ - 3 nie office—a positive benefit to thé users of inserting and postage meter 
f . machines. The finest, most positive sealing qualities combined with 


@ Specially designed for @ No ck flaps prior 
machine use... to ude. / ~~~ QMS-500, truly an adhesive of tomorrow available for you today. 


@ Ideal for printing or @ Resis' to high QMS-500 now available on Quality Park commercial and official envelopes. 


duplicating equipment humidity. 


in office or plant. 
@ Greater adhesive quality 


the finest adhesive for 


split-second feeding for printing, inserting or metering equipment, 


QUALITY PARK 


@ Tested and proven as with positive sealing. E NV E LO PE COM PAN Vv ? 
CG 


use in postage meter @ Saves time—saves 


and inserting equipment. 


Main Office & Factory, 2520 Como Ave., St. Paul 8, Minn 
money but costs you Atlanta Office & Factory, 650 Murphy Ave. S.W., Bldg. E-12, Atlanta 10, Ga. 
Chicago Office & Warehouse, 64 


W. Monroe St., Chicago 6, Ill. 


no more. 
: West Coast Office & Warehouse, 837 Traction Ave., Los Angeles 13, Cal. 
@ Flaps remain FLAT SOLC THROUGH DEALERS ONLY Dallas Office & Warehouse, 1203 Dragon St., Dallas a Texas" ?me ° 
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Monroe Announces Two Appointments ‘‘Good Housekeeping”’ 


FRED R. SULLIVAN, president of the Monroe Calcu- i T his contemporary 


lating Machine Co., a division of Litton Industries, has — shows es in 

. Stallation of Bank- 

been named senior vice-president of Litton and, at the : 
ers Box files made 


same time, has been elevated to the post of chairman of ' just 22 years ago 
the board and chief executive officer of Monroe. The an . wee by Southern Cali 
THORNTON. fornia Stationers 
Los Angeles, for the 
a : : record storage vault 
Succeeding to the presidency of Monroe is FRANKLIN ite of the City of Los 


nouncement was made by CHARLES B 
president and chairman of the board of Litton 


B. LINCOLN, JR., who resigned as assistant secretary of ma a> Ji) ce Ue Angeles. The filed 


Defense at the close of the Eisenhower administration . = documents and rec 

Sullivan, who has been a director and vice-president ‘ ords are pertectl) 

- . : preserved and access 

of Litton since 1957, will continue to make his head 

: to them its swift 

quarters at the Monroe administration offices in Orange é ity aad eae tecause of 

N. J. a a ‘ : 2 the visual coding 

: y on each box. Self 

stacking, the files 

do their »wo 
housekeeping 


Anderson-Hickey Appoints 
Polgrean Western Representative 


The Anderson-Hickey Co. has 
named DONALD K. POLGREAN 


and Associates as its re presentative McFarland Heads Advertising 


in the western areas of California 
} 


Nevada, Utah, Arizona, New Mex RICHARD E. MCFARLAND has been appointed ad- 

ico and El Paso, Tex vertising manager for Avery Label Co., according to 

They will warehouse the Ander JOHN S. Torrey, vice-president and general manager 

2 son-Hickey line in the Los Angeles An additional responsibility will include supervision 
e area to insure immediate service to of Avery's art department, which designs labels manu 


D. K. Polgrean dealers and customers in thas coast factured at plants in North Brunswick, N.J., and 


al region Cleveland, Ohio as well as in Monrovia. 


Dual Set-Up For 
New Business 


NEW! K&C PROMOTIONAL The Raylo Equipment Co., Milwau- 


kee, Wis., has recently moved to a new 


STEEL DESK with LINOLEUM TOP location at 1930 N. Third St. 


pening enn tag The company sells only office furni 
rmstron incoleum Top $ ‘ ™ ~ . 

Sturdy - "e 20 & 22 ga. ae. ae ture, including an interior decorating 
steel 1 — : service, and factory equipment 

5 easy-sliding roller i 
bearing drawers 
Side-locking follow block t foot frontage on a main thoroughfare 
on file drawer see | with room for expansion. 


h alumi hard- : 
Brushed ~“egaaas ord RAYMOND A. LOHMAN, president, 
ware and trim 


Adjustable glides for oe plans to have four salesmen calling 


— 0h ye | Gnish Model No. 603-D a on industrial and commercial accounts 
ven-bdake ename ints ¢ 


Choice of 4 colors 


make money « keep it 
when you sell K«C quality seins ‘motive ”” 


K&C quality cuts costly servicing, so you keep c HERBERT A. MOHBAT, Manutfac- 
BE ws your profits on our fast-moving promotional kec turers’ representative, with offices in 


steel equipment. 


The new facilities comprise a 40- 


60"' x 30’ : and two inside salesmen. 


( P N Z 5 > ap- 
= age desks, storage cabinets, combination units oldwater, Mich., announces the ap 


Profitan) . y 
. all are precision made of heavy gauge S fo pointment of CHARLES C. YOUNG, 

Lod coat quality-finished in a choice of colors. : wayne” also of that city to his operation 
Write, wire, phone TODAY lete catal Tt 
er Pst and NEW K&C Ist ORDER Bonus Plan | i, = Mohbat will, as always, travel the 
A, Newspaper Mats Available Rae entire territory consisting of Michigan, 
METAL PRODUCTS CO., INC. Ohio, Indiana, and Kentucky with 

1011 Green Ave., Brooklyn 21, N. Y. @ HYacinth 1-4510 ? . . . meen rey ‘ , 
OVER A DECADE OF QUALITY AND PRECISION IN STEEL EQUIPMENT Young filling in as necessary to render 
Representatives: a few choice territories available; Inquiries invited. better service to dealers and manufac- 
turers over the area covered. 
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expressing the architectural concept in office furniture... 


° / by columbia 





architecturally oriented... 


timeless contemporary. Here office furniture 

expressly designed to comple nt ti architect's own 

thinking, the designer's own feeling auty blended 
with function. It is spare—almost stark of line—without an ounce of 
fat in the styling to get in the way of clear thinl of effortless 
efficient action. The only slight concession ypulence is where it 
should be in the foam-upholstered airs ncredibly handsome 
and luxurious-feeling...eons away from the accustomed mechanical 
chair. Contemporary has tremendous authority and distinction 
and versatility. Its good taste is timeles ; furniture of today, for 


today. And for the long tomorrow as we 


with contemporary... 


new horizons in custom applications. A lavish choice smart new 
finishes, new chromatic Naugahyde and nylor brics, new top 
materials and hardware the unlimited range o m materials 
that may be specified the unusually 1c >ction of intercnange- 
able component units— permit the architect/designer new freedom 
in creating special applications in rfect keeping with his basic 
plan. Personalized executive or 4 ce work centers may be 
tailored to meet any and every indivi al requirement for working 


ease and comfort 


of 
4 
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RETARIAL COMBINAT 


CUTIVE DESK 





Superbly designed for performance, convenience, versatility 


ficently planned, meticulously detailed 


en precisely—at finger-tip touch 


r 
7 


sntly, effortlessly 


y 


re satin-smooth, broad and ample 


nterchangeable from one pedestal to 
ind down within each pedestal 


jsaqeacata! 
peqestal 


units completely adaptable to 


r a 
) eed 


+ 


COLUMBIA-HALLOWELL DIVISION ITOWN, PENNSYLVANIA «+ SANTA ANA, CAL 


Care to join us? 

ustry. We at Columbia realize that prosper- 
r policies make good sense—and good 

started to move ahead with Columbia, too? 


Columbia is the fastest-growing 
ous dealers are the keystone of 


lon'+ i+ 


profits for a lot of dealers. Isr 


" 2747-5SOM.161.SPS 





Carter's Ink 


Acquires New 


Warehouse 


The Carter's Ink Co., Cambridge, 


Mass has recently evotiated to ac- 
quire a new 63,000 square foot ware 
house. Acquisition of the new facili 
modern, one-story structure, will 

he company to consolidate 
prime storage area in one 
The move 
juirements and pro- 


will help meet in- 
faster and more effi 
[he building is located in Somer 


ible Mass and 
1O freight cars and 35 trailer trucks 


ommodates up to 


simultaneously in sheltered loading 
docks. Floor plans will permit efficient 
handling of both incoming and out 
going materials and products and al- 


lows adequate room for expansion 


Johnson Chair Co. 
Names Representative 


Paul Horal has 
been appointe d 
[ presentative by 
the Johnson Chair 
Co. He will rep 
resent the com 
pany on a full- 
time basis in the 
states of Michi- 
gan, Ohio, Ili- 

eption of Chicago, 


Paul Horal 


nois, with the xX 
Indiana, and the city of Louisville, 
Ky 


It’s the latest, greatest achievement in 
movable partitions —-WORKWALL! 
Comes in 5 wood-grain finishes and 4 
pastel colors styled by American Color 
Trends in stain-resistant, easy-to-care- 
for, plastic-finished Marlite. 

Perfect for offices, industry, institu- 
tions, schools—and wherever changing 


conditions require the flexibility of 


movable partitions and the desirability 

of color-coordinated finishes that mix 

*n match to your heart’s content. 
And WORKWALL’S one, exclusive, 











with WORKWALL 
c-finished Marlite 
tions that move 

in 9 different 


coordinated 


finishes ! 


patented system accommodates any 
elevation from as low as 42-inches to 
as high as 12-feet. 

Workwall also permits all types of 
utility attachments to be locked into 
post channels without defacing the walls 
in any way. 

And you're able to offer all this at a 
low, low price—defying comparison-— 
that brings high-style, individualized 
movable partitions well within the 
reach of all your prospects—at a man- 
sized profit to you! 


WORKWALL DIVISION, Deg 
L. A. Darling C pany, B 


Please send Workwa 
Name 


Company 


MOVABLE PARTITIONS AND PANELING Strost 
Division of L.A. DARLING COMPANY City State 
Bronson, Michigan 


He will mak 


38 Mett tal 


his headquarters at 
Detroit, Mich 


SCRE! 


SEETHER EEE ETHER EHR ee 
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ONLY 
Stelco 
ADDS UP 


SO FAST! 


J. amazing how fast STEBCO QUALITY CASES add up to a swift succession 
of sales ...a pleasant total of profits. That's because Stebco Business and Student 


Cases have added into them quality, craftsmanship, exclusive patented features and 
exciting new styling that sets them apart from all others on your shelves. Display Stebco 
and see. 


See How Stebco “ADDS UP” at the Show 
Biltmore Hote/—Room 2235 


STEBCO PRODUCTS 


as ; re in 
kh 
> a : Sales . anagement 
fice I OST Eaquixce Office = 


1401 W. Jackson Bivd. ® Chicago 7, Illinois 


“if it’s made of leather, 
STEBCO makes It BETTER" 





Pen, Pencil Manufacturers Told Tax Reform Needed 


promptly pass tax 
on which would 
for strengthening 
nations economy 
of Washington, 
President of the 
of Manutac 
nnual meeting of 
& Mechanical Pen 
Association at the 
said that what ts 
along the lines 
Herlong-Baker bills, 
things, would 


orporation in 


maximum ol t 


five annual 1 


Mr Douthat ex 
) encourage, and 
tal for greater 

employment 
1 expansion 
plant 

rat now Ss 


rates rang 


gram would 
ised federal 
rom econom 
id. The great 
vhich would 1 
form would 
venuc gait 

he added 


Moore Business Forms 
To Build New Plant 


| reside ) 


W VICe-| { 
{ Moore Bus 

> anne unced plans 
plant for the 


s forms in Rut 


new installation 
pring in the in 
uth of Rutland 
ly 40,000 square 


sion for expan 


n New Eng 
h operates 21 sim 


Uy ted States 


John Madden y) A 


Madden Elected Seng Co. Director 


]}OHN MADDEN 


has been elected 


a director of The 


Seng Co., to suc- 
the late 
1S G 

it has 
announced 


eng, 


president and chairman 
James B 


Chicago and of 


Madden 1S president ol 
Clow & Sons, In 
its subsidiary companies. He is a mem 
ber of the board of directors of the 
Borg-Warner Corp., the Nuclear-Chi 
cago Corp. and the Inland Life In 


surance Co.. Chicago 


ANNOUNCING! 
ANNOUNCING! 
NOLO REA: 


A New Caster To 
* Roll-Up Greater Sales! 


MASTER “STAR FLITE’ CASTER 


Operates on orbital principle—wheel revolves 


angularly around base. Designed for all 


FREE smart counter display ! 


Rubber Cushions 
Long wearing, in Brown or 
Gray, round or square. 4 
sizes of each 


furniture. Effortless, jamproof, dust- 


proof. Soft or hard wheels. All stems. 
Five designer finishes. 


THE “MASTER CASTER” 


Quality double races. Steel 
bearings and bearing 
surfaces hardened 

to guarantee last- 


ing performance. 


Write for attractive discounts! 


Desk Guard 

Protective angle-shaped rubber 
strips. Available in 6” and 18” 
lengths. Brads included 





Cushion Glides 
Mirror finish base allows 
easy gliding. Rubber cush- 
ion eliminates noise. 





Pam," Chair Stripping 
Flexible rubber bumper stripping 
to protect walls, cabinets, desk 


y Brads to attach supplied 





MASTER MANUFACTURING CO. 


9200 Inman Avenue - Cleveland 5, Ohio 





Amreco Offers Profit Bonus Plan 


AMRECO Business Forms offers a 
new profit-bonus plan for dealers: a 
ready-made sales incentive program 
for the dealer's salesmen or an extra 
reward for the dealer himself. 
Achievement points are awarded for 
new business sent to Amreco. The 
dealer or his salesmen then accumu- 
late the points and exchange them for 
prizes of their selection 


Prize catalogs and other program 


materials are furnished _ without 


charge. The plan was developed by 
Amreco in cooperation with The E. F 
MacDonald Co., 
centive programs 

Regular discounts still apply, as 
well as volume and prompt pay dis 
counts. Without extra expense or time, 
this plan enables a dealer to conduct 
his own sales incentive contests among 
information can 
be secured from Amreco Business 
Forms, 564, E. First St., Boston 27 
Mass 


a leader in sales in 


his salesmen. More 


the strip zipped from a 
pack of ODIN* mimeo, dupli- 
cator or bond finish paper. 


“Zip” 


and the pack’s a re- 


usable pouch — saving paper, 


space, new wrap. Samples: 
Bergstrom, Neenah, Wis. 


MIMEO FINISH 
WHITE 


ONE REAM 


Lockers Now Packaged 


These two cartons hold all the parts of 
a Penco “packaged” locker, announces 
Penco Division, Alan Wood Steel Co 
Dealers may either stock a minimum 
interchangeable quantity of lockers o1 
get one-week delivery from factory 
stocks, says the company 


Borden Chemical Co. 
Appoints Brooks 
District Sales Head 


Jack R 
southeast district sales manager for the 


BROOKS was appointed 


Consumer Products Division of the 
Borden Chemical Co. according to 
General Manager J. R. STANLEY 

Brooks, who joined the company in 
1955 as a consumer sales representa 
tive, will be responsible for the sale of 
the company's full line of consumer 
goods, including the many Elmer ad 
hesives 

Brooks, who will be officed in At 
lanta, will represent the company in 
Alabama, Florida, Georgia, Louisiana, 
Mississippi, Texas, Oklahoma, Colo 
rado, North Carolina, South Carolina 
Missouri, Arkansas and portions of 
Virginia, Tennessee, and Kansas 


International Paper 
Announces Appointment 


LAWRENCE B. KELLY, for the past 
two years manager of merchant sales 
in the fine paper division of Intet 
national Paper Co., has been trans 
ferred to the staff of LAMAR M., FEAR 
ING, executive vice-president 

Kelley 


vally in matters pertaining to general 
pan 


will assist Fearing princi 
sales administration for the company 


and its various divisions and subsid 


1aries 
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TWO GREAT NEW IDEAS 
FOR TYPISTS 


TWO GREAT NEW NATIONALLY ADVERTISED PROFIT OPPORTUNITIES! 


BRITE- 
Yar, 


y * — ws 
u5t¢ 64.72.84 9 


Miracle stix wipe dirty keys No messy brushes or putty! Britetype Stix clean type 
clean without soiling hands. quick and easy, bright as new. Package of 10 only 98¢.* 


PERE EC- 
‘eee 


Magic slips of paper correct Now corrections in half the time with every letter “letter 
typed mistakes without erasing. perfect.’’” Double-size pack, 308 square inches, only $1.98.* 


* suggested retail 
PERRY SHERWOOD CORP., 257 Park Ave. So., N. Y. 10 N. Y., Dept 


1) Please send me free demonstration samples. 


() Iam interested in a PERFAX Thermographic Paper Franchise. 


OO) GF ZO ii 
4 Company ‘ . ' 
\ J FOR Address “ 
FREI 
1 SAMPLES - — Zone___ State 





ARR 


. while we introduce 


these brand new additions to 


CONFERENCE TABLES 
Complete range of sizes and 
colors at amazingly low 
prices. 


ECONOMY GRADE SUSPENSION 
FILES 


ull cradle suspension, at Y 
, a ean MODULAR DESKS AND ACCESSORIES 


deep, low — LOW prices. 


The only bona-fide modular line avail- 


able at economy prices! 


Niater andl better 
PROFITS in 1961 Siatebone STEEL DESK & FILE CO. 


4718 WEST FIFTH AVENUE - - CHICAGO 44, ILLINOIS 
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NEW FOR 
BURROUGHS 
DEALERS: 


A COMPLETE LINE OF LOW-COST HIGH-QUALITY ELECTRIC 
TEN-KEY ADDING MACHINES! 





Six Burroughs-quality machines with capacities from 7-list/8-total to 
10-list/11-total. Three with credit balance, three without. 

Six precision-made electric adding machines to round out your Burroughs 
line and put you in the best competitive position ever! 

Six budget-priced beauties! 

This new six-machine economy line, together with your full range of 
de luxe Burroughs models, assures you of a machine tailored exactly 
for any prospective buyer 

And that means more profit power for you! 


Burroughs also offers you a full line of checkwriters, cash registers, full- 
keyboard adding machines... plus a complete selection of office supplies. 


Burroughs—TM 
Burroughs 
Corporation ’ 4 Goater 


Sign of an 
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Don't miss seeing the complete Burroughs lines of adding 
machines, checkwriters and supplies. 


VISIT US AT THE WESTERN 
NSOEA CONVENTION 
BURROUGHS BOOTHS 

143 and 144 

For details of the new six-machine economy Ten-Key line, 
write Dealer Sales Department, Burroughs Corporation, 


Detroit 32, Michigan. 
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LOOK TO 


OFFICE AIDS 
for the finest...first! 


HANDI-PEN DESK SETS. Sleek, slim 
sturdy! Famous “Capillary Action” 
holds ink at proper level assures 
constant supply. Colors available 


~ 
— ee 


ick 


at uA 
e 
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IDEAL SANITARY MOISTENERS. De 


surplus woter comportment Con signed for convenience, efficiency 


NO-OVER-FLO SPONGE CUP. Has 


venient, cleaner Engineered for continuous reliability 


ers 


FLEXIBLE STEEL KLER- 
ADESK — MODEL D 


FLEXIBLE STEEL KLER- 
ADESK — MODEL 6V 


**BUILD-UP"' HORIZON- 
TAL DESK TRAY 


FILE-A-SIST 
SPEEDS FILING 


ADAPTO-RACK CATA-RACK FOR 
SECTIONAL ORGANIZER CATALOGS AND BOOKS 


Write today for full information and prices. 


3-3 Sengbusch Building 
Milwaukee, Wiscensin 


Men on the Move 


Promotions of several sales executives of the fine 
paper and bleached board division of the International 
Paper Co. have been announced by L. E. GRAHAM, divi 
sion sales manager 

Louis CHABLE, JR., has been named manager of 
merchant sales. A veteran of more than 37 years with 
the company, Chable has served since 1958 as regional 
manager of the divisions Mid-Atlantic sales office 

In the Mid-Atlantic sales office, Eowarp F. ADLUM 


L. Chable, Jr. E. F. Adlum 


has been appointed acting regional manager and Wi 
LIAM G. LuKEk, JR. has been named assistant regional 
manager. Adlum has served the company in many ca- 
pacities including that of salesman since 1932 and Luke, 
who joined the company in 1956, has been assistant 
manager of merchant sales since 1958 

GEORGE H. Stuur, JR., has been named manager of 


George Stuhr, Jr. H. C. Mangles 


the divisions bleached board sales. Stuhr joined the 
company as a sales apprentice in 1949 and has pre 
viously been assistant manager of bleached board sales 

A new position in the fine paper division was also 
announced with the designation of H. C. MANGLEs as 
promotion manager. Mangles has been a salesman for 


C. H. Reeves, Jr. W. G. Luke, Jr. 


the fine paper division since 1928 and was in charge 
of the Philadelphia territory until 1958 when the Mid 
Atlantic Region was formed 

Two changes announced by Graham affect the di 
vision’s Cleveland sales office, JAMES E. NEVIN, JR., re 
gional manager of the Cleveland office since 1930, has 
been assigned special duties in the New York office of 
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The 124 (left) and 322 


oe t 


ress 


(right) uncovered so you can see their identical and simple construction 


The fabulous Remington 124 tops off the exclusive 


322 Cash Register! 


Unique rotary-printing design makes the 
124 Hand Adder More Efficient . . . More 
Profitable ... Cuts Servicing Almost to Zero! 


The adding machine built into the Remington 322 
cash register and the top-quality 124 hand adding 
machine are identical. 

What’s more — the 124 has the same basic mech- 
anism as the FK-711 which caused a sensation at 
the annual NSOEA Convention by printing over 
a mile of tape without a sputter or jump! 

Want to widen your sales appeal? Stock up on 
these outstanding Remington Rand profit-twins! 

For information call your nearest Remington 
Rand office or write Room 031-OA, 315 Park Ave, 
South, New York 10, N.Y, 
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The top hand adding ma- 
chine has a feather-light 
pull...fewer parts for 
greater efficiency .. . years 
of trouble-free operation’ 


The only self-balancing 
cash register with all ten 
best-selling cash register 
features ... plus an adding 
unit that stands on its own! 


Remington Fland 


DIVISION OF SPERRY RAND CORPORATION 
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Makers of the world famou 

patented ‘‘STA-CLEAN” metallic 

Protective-coated master units 
U. S. Pat. 2,671,734 


A reputation for quality is one of the most cherished posses- 


sions a business can have. Such a reputation is not gained through 


special promotions, nor through advertising, nor through short- 


term, ‘flash in the pan’ performance. 


A reputation for quality is gained through painstaking at- 
tention to detail, continuous testing and control, and forward- 


looking research — over the long haul. 


The Rose reputation for quality was hard earned. It is not 
taken lightly. And viewed in the light of our increased research 


efforts and expanded research facilities, this reputation seems 


Gye Ke 


Adolph Rose, President 

ROSE RIBBON & CARBON MFG. CO., INC. 
Harrison, New Jersey, U.S.A. 

A subsidiary of Bemis Bro. Bag Co. 


to grow. 


It is our pledge that it will. 


Specializing im Master Units 


Spirit & Hectograph Carbon Papers 
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best buy BOLING 


5600 SERIES 


No 5611 UB 


Boling’s 5600 Series — The MODAN — is but 
one group in a long line of business chairs that 
meets every need for solid comfort, tasteful design 
and long lasting construction. Offered in a 
combination of top grain leather or Elastic 


Naugahyde with Gros Point or other selected 


No. 5658-UB No. 5613-UB 





interchangeable cane or upholstered backs. 


Our 
mm S7th 
Y ear 
Chairs for all business 


BOLING CHAIR COMPANY 


SILER CITY, NORTH CAROLINA 
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No. 5614-UB No. 5610-UB 
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The following is published by International 
Business Machines Corporation, in accordance 
with the provisions of the Final Judgment entered 
Jan. 25, 1956, in Civil Action No. 72-344, United 
States District Court for the Southern District of 
New York: 


SECTION \V 


(a) IBM is hereby enjoined and restrained from 


acquiring any used IBM tabulating or electronic data 


processing machine owned by another person or the 
Service Bureau Corporation hereinafter provided for 
in Section VIII of this Final Judgment otherwise than 
as (1) a trade-in on a purchase of a tabulating or elec- 
tronic data processing machine from IBM or (2) a 
reasonable credit against sums then or thereafter pay 

able to IBM by a customer. 


(b) IBM is hereby ordered and directed to solicit, 
in the manner specified in the provisions of paragraph 
(c) of this Section V, from dealers in second-hand 
business machines orders for the purchase of any used 
IBM tabulating or electronic data processing machines 
acquired by IBM pursuant to paragraph (a) of this 
Section V. The price charged by IBM for any such 
machine shall not exceed 85% of the price computed 
pursuant to paragraph (c) (1) of Section IV of this 


Final Judgment. 
(c) IBM is hereby ordered and directed 


(1) within one year after the entry of this Final 
Judgment, and each six months thereafter for a 
period of five vears, to cause the provisions of this 
Section V to be published in at least two trade jour 
nals of general circulation among dealers in second 


hand business machines; 


(2) commencing one vear after the entry of this 
Final Judgment, to furnish at intervals of not more 
than 30 days to all dealers in second-hand business 
machines who shall within the preceding 180 days 
have made written requests therefor, and to at least 
one national trade association of such dealers, a list 
of all tabulating and electronic data processing ma- 
chines acquired by IBM pursuant to paragraph (a) 
of this Section V since the date of the making of 


the last such list, and the prices thereof; and 


(3) to keep all machines listed in the information 
furnished pursuant to subparagraph (2) of para- 
graph (c) of this Section V available for inspection 
and purchase by one or more of such dealers for a 
period of 60 days after such information shall have 
been furnished. 





Men on the Move... . continued 


the division. He will be replaced as regional manager 
by CourTNEY H. Reeves, JRr., who has been serving 
is a salesman in the Cleveland office. 
Morton A. BROWN has been 
appointed midwest regional man- 
ager of the Old Town Corp. 
Previously, Brown was marketing 
inanager tor the Underwood Corp 
and tor seven years prior to this, 
yeneral sales manager of Curtis 


Young 


Morton Brown 


The Jasper Chair Co., Jasper, Ind., recently added 
two new men to its sales staff. 

HowarD B. Marks, 203 Loeb Arcade, Minneapolis 
2, Minn., is now traveling North Dakota, South Da- 
kota, Nebraska and part of Iowa. 

RoBert W. BuTSON, 940 Campbell St., Williams 
port, Pa., is covering the states of New York, north of 
Poughkeepsie; also Erie County, Pa 


Eberhard Faber Pen & Pencil Co., Inc., has announced 
the appointment of WALLIS J. BROOKs as Southern Dis 
trict sales representative, and JosEPH T. Dr JURE as 
Eastern District sales representative for the Educational 
Division 

Brooks will make his headquarters in Atlanta, Ga 
Prior to joining Eberhard Faber, he was a salesman with 














Multi-Rite Accounts Receivable Package System, only $89.50 


NEW! Multi-Rite Systems packaged 
for easy selling plus repeats 


Now you can sell popular Multi-Rite® Accounts Receivable 
Systems right off your shelf! 

In one box we've packaged everything a businessman needs 
to handle up to 200 accounts receivable with Multi-Rite one- 
writing speed, convenience and accuracy. Stock forms included 
bring you easy repeat business. 

No special training needed to use this system. None needed 
to sell it! 

Take this easy “packaged” way to expand your business into 
the profitable Multi-Rite Systems field. Contact your local Cesco 
or Y&E representative for details, or write: 


Ce, YAWMAN & ERBE c. € sheppara co. piv. 


44-02 21ST STREET, LONG ISLAND CITY 1, N. Y. 
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National Announces 
: NEW SNAP-A-PARTS 


16 Most Popular Snap-A-Part Forms with improved headings 
and type design . . . new Hi-Lite green patterns. . . packed 
in Poly-Bag packages in new-type Protecto-Pak containers 





NATIONAL BLANK BOOK COMPANY, 
Dept. 303, Holyoke, Mass. 


-A- rms: 
NBS Snap-A-Part Fo Please send a sample of the NBB Snap-A-Part Demonstration Kit 

Speed Letter Statement and Quicki-Note Pak. 

2 styles) Salesmen 
Quicki-Note Credit Memo 

urchase Order Red) L 
(3 styles) ill of Lading Company 
Inventor Garage Repair 


Invoice (2 st les) (2 styles) Address 
Fuel Oil Meter Checks 


seenipettoremememenents 








ee 
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Your company is judged by the office you keep... 


PP ioe ee ae 
ie). Rgeghe- “Rip 


This Cole office is designed for a busy executive 
. .. one who insists on the prestige of fine furni- 
ture combined with efficiency. Notice the marked 
individuality of the colorful, two-tone executive 
desk, the chairs contoured to fit your body. Note 
how the credenza and table blend with the decor 
of the office. Here, indeed, is an atmosphere of 
personal comfort and good taste that immediately 


/ 
fj 
ma 


ee 


Ie 4 


puts clients at ease while providing an inspiring 
setting in which to work. This is but one example 
of how Cole will enrich your office with furniture 
of distinctive styling and lasting beauty. See for 
yourself why Cole is so far ahead in the office 
equipment field. Send for our FREE color catalog 
... today! Cole Steel Equipment Company, Inc., 
Dept. 42, 415 Madison Ave., New York 17, N. Y. 


COLE STEEL 


NEW YORK CITY ¢ CHICAGO ¢ PHILADELPHIA e* LOS ANGELES 


150 


SAN FRANCISCO * HOUSTON «* ATLANTA ¢ TORONTO, CANADA 
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No carnival tricks, no fancy hoop-la—just outstanding national 
advertising and hard-hitting dealers aids. Here’s the support 
that will mean more sales, more profits, for you: 


(oC 


rV ADVERTISING—A one minute commercial will be run 
in the nation’s major markets. This commercial will 
also be made available free of charge to dealers who 
wish to run it locally under their own name 


NATIONAL MAGAZINE ADVERTISING — KO-REC-TYPE is 
being advertised regularly in Office Management (circ. 


. 40,000) and Today’s Secretary (circ. 150,000), reaching 


key office managers and secretaries all over the country. 


NEWSPAPER AD MATS—Specially designed to catch the 
reader’s eye and tell about new KO-REC-TYPE. Inexpensive 
to run, they'll draw profitable traffic into your store, 


NEW WINDOW DisPLAY—Colorful, eye-catching, informa- 
=e \ . tive. It lets passers-by krow.about this revolutionary new 
if 8\ product. Watch how they stop, look—and come inside! 


NEW IN-STORE DISPLAY— Features a complete array of 

high-turnover, high-profit KO-REC-TYPE products. 

Modern, attractively styled—only 13° wide—yet holds 
~ a goldmine of retail sales. 


It pays to stock a quality product that backs you up with 
effective support. Why not order KO-REC-TYPE and KO-REC-COPY 
now and cash in on the rising demand for this outstanding 
new product. 


4nd remember, Eaton Allen offers you a wide array of other 
extra-profit products including carbon paper, typewriter ribbons, 
printed masters, and many others. Write now for a catalog. 


EATON ALLEN CORP., 170 Tillary Street, Brooklyn 1, N.Y. 
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Reproductions 
Reference 


The practical 

reference guide of the 

reproductions processes 

market. Designed 

to serve those inter- 

ested in the reproduc- 

tion services functions in 

business and industry. This 

250 page guide is divided into two major sections: 
A management section and a Technical Section. 


The following chapter subjects are 
indicative of the extent of editorial coverage: 


® Management Objectives Line and Halftone Photoy- 
® Needs and Skills in Repro- raphy 
duction Services @ The Offset Reproduction 
® Blueprinting Process 
® Paper Selection ® Contact and Projection 
® Electrostatic Printing Reproductions 
® Polyester Films ®@ Mechanized Collating; and 
®@ Microfilm Cold Type Composition. 


SEE THE SPECIAL BUYER’S GUIDE... 
hundreds of listings of equipment and reproduction materials 





plus 45¢ mailing cost 


OFFICE APPLIANCES 

600 WEST JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
Please send me copies of the ODR 
Reproductions Guide for which | enclose $ 


City and State... 


ab op an aan ans om on as os en oe ee ce oe oe oe ws PE 


Men on the Move continued 


the American Seating Co., Westinghouse Electric Corp. 
and Aaron & Bell Co. 

De Jure will make his headquarters in Philadelphia. 
He was employed in the past as sales representative tor 
Johnson & Johnson. 


JoHN KoLopy has been ap 
pointed director of advertising and 
sales promotion for Smith-Corona 
Marchant, Inc. He will be respon 
sible for all product lines including 
typewriters, calculators, adding ma 
chines, supplies, photocopy and 
data processing equipment 

For the past seven years, Kolody john Kolody 
was an account executive at Benten ~ F 
& Bowles, Inc., and previously was advertising account 
supervisor for the General Electric Co. 


O. D. MANN, southwestern 
maufacturers’ representative, an- 
nounces that HUGH G. PETTIBONI 

joins his organization on March Ist 

Mr. Pettibone has been active in 

both design and sales for over six 

years, having designed and deco- 

rated many retail office furniture 

stores throughout the country. He 4, © potsitone 
has had large experience in layout 

and decoration of many banks, offices, and libraries. A 
number of major pieces of furniture were designed 
by him for B. L. Marble Furniture, Inc., Bedford, Ohio 
He is an active member of the Industrial Designers In 
stitute (IDI). 

Mr. Pettibone studied art and design in Syracuse 
University Art School. The Army interrupted to offer 
him experience as art director of a psychological war 
fare unit in Germany. After his tour of duty he finished 
his schooling at the Cleveland Institute of Art and 
was then employed in an industrial films company. Two 
years later, he joined B. L. Marble Furniture, Inc. 

His most recent store design project was in collabora 
tion with Jim Berry of — Office Equipment Com- 

ontinued on page 156 








T Y PEX mtn 


No liquids to mess up machine, no 
gum to "re-knead."” An exchange- 
able roller of adhesive coating ab- 
sorbs all dirt and fillings of the type. 
Works fast: Just rolled over type 
faces keeps them sparkling clean 
and leaves typist's hands immacu- 
late. Write for free circular at once. 


LEXINGTON 
TYPE /NBREREARY 


co. LY rit 
42 Lexington Ave., ‘New York 10, N. Y. 
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Refer your courthouse problems 


| 10534 


TSO zz 2 J | | : IH | | \ t 


Roller shelf and Document File Cases 
to fill the continually increasing record 
storage requirements of courthouses 
and other public buildings — built for 
hard use and long life! 


| Standard “HIGH LINE” of 
Roller Shelf and Document — 


File Cases can provide 
| 10534” of filing height — 


by using standard 
71%” high cases and 
3438” high Companion 
Units. 





Companion Units may 


also be used for adding r Free standing Record Desk (available single 
50% capacity to existing ~ a or double faced with either flat or sloped top) 





installations. 








to your Watson representative. 


New Catalog on Courthouse Equipment now available — 





Ask for Catalog "D-2" 


WATSON MANUFACTURING COMPANY, Inc. 


Jamestown, New York 


Other WATSON specialties include: 
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Bank Counter Equipment (Catalog “FLB”) 
Vault Interior Equipment (Catalog “BVF”) 
Vertical Filing Units — and Counter Equipment (Catalog “A-B”) 


HORIZONTAL UNITS—for stacking —floor cases, busses, vault interiors (Catalog “C”) 
UNDERWRITERS CLASS C & D INSULATED FILES — |, 2, 3, 4 drawer (Catalog “IF") 
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Moser, Lay Address Sales Rally 


The Midwest Travelers Club spon- 
sored a sales rally for inside and out- 
side sales personnel of office supply 
and equipment dealers in District 8 
NSOEA. The rally was held at the 
Continental Hotel in Kansas City 
where approximately 40 travelers dis- 
played merchandise of the manufac- 
turers they represent. At noon, 136 
dealer personnel and travelers had 


this beautiful office furniture! 


MATCHING +7795 DESK AND +258 CHAIR 


This handsome weided tubular steel frame 
desk is available with Vircolite wood 
grain finish tops in two sizes: 18” x 33” 
and 20” x 40”. Choice of Oriental Wal- 
nut top with bronze-brown frame or 
Platinum Walnut top with suntan frame. 
Plus feature: excellent for use with busi- 
ness machines. Companion chair is up- 
holstered in quality vinyl plastic with 
urethane foam cushion. 


IN VIRCO FURNITURE THAT'S 
BUILT FOR LASTING COMFORT 


Puzzled by price—in a quandary over quality? Virco chairs and desks for office or 
home are budget priced and built to last. Check the quality construction features of 


ALL-METAL +127 FOLDING CHAIR 


luncheon in the Georgian Room. 

One of the speakers was RALPH R. 
Moser, senior vice-president of Car- 
penter Paper Co., operating wholesale 
stationery houses under the name Car- 
penter Paper Co., or Federal Station- 
ery Company in St. Paul, Kansas City, 
Oklahoma City, Fort Worth, Houston 
and Denver. 
talk Increase 


Moser’s “How to 
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This chair has countless office uses, features tubular 
steel construction with three fusion-welded braces. 
Steel reinforcement in front legs at seat pivot point 
and under forward edge of seat. Metal-capped legs 
with durable rubber crutch tips. 


FREE/ New catalog showing Virco’s /ine 
* of office furniture. 


Write today to: 


VIRGO wre corrorarion 


Dept. T-3, P. O. Box 44846, Station H 
Los Angeles, California 
Plants also in Arkansas and Pennsylvania. 


*eeeoeeeeeee eee 8 @ 
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in Kansas City 


Sales in 1961” covered all phases of 
selling over the counter, outside 
calls, through newspaper advertising 
and via direct mail. Theme of his talk 
was that 1961 is not starting out with 
all the glamour and promise that ex- 
isted as we started 1960 saying, ‘This 
year will not be one of the easiest, but 
when the going gets tough — the 
tough get going.” 

He emphasized using newspaper 
advertising consistently, keeping it 
simple, being sure it’s true. 

Moser said, “‘Isn’t it funny, so many 
stationers will get up in the morning, 
refresh themselves with a dose of ad- 
vertised fruit juice, clean their teeth 
with an advertised tooth paste, put on 
advertised underwear, advertised hose, 
shirt, collar, and shoes . . . seat them- 
selves at the table and eat advertised 
breakfast food and bread, drink ad- 
vertised coffee, light up an advertised 
cigarette with an advertised match, go 
to the station in an advertised motor 
car, give letters to a typist who types 
on an advertised machine using adver- 
tised carbons, signs letters with an ad- 
vertised pen containing advertised ink, 
and then turn down a proposal to ad- 
vertise on the grounds that advertising 
doesn’t pay?” 


‘Create Your Fans’ 


About over the counter sales he 
said, ““A wise salesman creates his own 
fans who come to his store to buy 
from him personally. Ask your wife if 
she has a favorite sales person in the 
stores, where she trades, and she will 
tell you she has. Every person that 
comes into your store is in there for a 
purpose and is prepared to spend 
money. You are successful as far as 
you make each customer feel that she 
or he has had a good time doing what 
they have set out to do. You are not 
selling things, you are selling needs 
and satisfaction. 

“To accomplish these things, your 
sales people must be proud of their 
company and their job. They must 
know how to help people find what 
they want and this can only come 
about through sales training. They 
must thoroughly know the merchan- 
dise you sell.”’ 

About window displays, Moser as 
serted, ‘Most dealers neglect to use 
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most valuabl« the front 
window People still like to window 
shop. They are continously looking for 
something new. Tell what the prod- 
ts you display will do to improve 


their assets, 


office efficiency and help in the home 
ind don't be afraid to price your mer- 
chandise 
HOMER Lay, assistant general man- 
ager of NSOEA, was the other speak- 
r. His topic was ‘See Yourself as 
Others See You as a Salesman.’ He 
used a tape recorder and had it play 
ecording of a typical call where re- 
sistance was met, either on price, lack 
f interest, indecision by the buyer or 
ick of time for a sales presentation. 
The tape was played up to the crux of 
the problem and then stopped. 

A panel of three KEN PENDERGAST 
eo. E. Baird & Son, Inc., Kansas 
Mo., Lou Bair of Blair Office 
pply of St. Louis, Mo. and Jim 
O'BRIEN of Boorum & Co.., 
were asked would handle 


the specific resistance indicated by the 


City, 
Su 
Pease 
how they 


buy I 


3M Promotes Four 


A series of promotions in the sales 
organization of the Duplicating Prod 
ucts division of the Minnesota Mining 
& Mtg 
D. M 


Co. has been announced by 
Wooprow, general sales man- 
vel 

MELVILLE | been 
named eastern regional sales manager 
with headquarters in St. Paul. Potter 
oined 3M in 1950 as sales manager 


POTTER has 


for special accounts 
JOHN F. CAVAN, who had been an 
with head- 


Fla:, has 


area sales representative 


; 
quarters in Jacksonville, 


been made southeast area sales man- 
ager and will headquarter in Atlanta, 
Ga 

R. W. RADTKE its now 
sales manager with responsibility in 
the New York, New Jersey, Washing- 
ton, Boston and Albany areas. He was 
formerly assigned to sales in the New 
York area 

ROBERT 
years has 
manager, has been promoted to sales 


copying 


eastern area 


W. KeitH, who for three 


been mid-east area sales 


development manager for 


products 
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Eberhard Faber Doubles Size of Canadian Factory 


Completion of a building program 
which doubled the size of Eberhard 
Faber's original factory in Canada, has 
been announced by LEONARD J. Har- 
BOUR, vice-president in 
manufacturing. Eberhard Faber Pencil 
Co. of Canada, Ltd., Acton Vale, P.Q. 

Now in production, the new facil- 
ity is equipped with the latest produc- 


charge of 


tion-line machinery. The addition to 
the original factory has been under 
construction since the summer of 1960. 
The enlarged plant will provide com- 


plete manufacturing facilities for 
erasers and rubber bands, as well as 
giving added floor space for expanded 
production of the Eberhard Faber linc 
of woodcased pencils. New rubber ma- 
chinery is expected to make this the 
most modern eraser plant in Canada 
The Canadian 
sidiary of Eberhard Faber, Inc., of 
Wilkes-Barre, Pa.. which main 
tains pencil and eraser manufacturing 
facilities in Newark, N.J.; Neumarkt, 
Germany; Manila and South America. 


company is a sub 


also 


YEAR AFTER YEAR with 


KEITH CLARK and 


DEFIANCE CALENDARS 


Here 
customers 
years 

stantly 
them 


KEITH CLARK 
are NEW every 


needs 


SELL KEITH CLARK 

and DEFIANCE CALENDARS 
celamelele(-teMelaehill 

and better customer 

satisfaction 


that keep your 
Through the 
DEFIANCE con 


ale aial) 


are the calendars 
Ahead of Time 
hale. 


KEITH CLARK 
mprove their calendars 
MORE 
e NEW Handy Reference Date 
month /day /year at bottom of page 
e DISTINCTIVE Magnifying Headbands 
e Choice of Metal Bases in 
Attractive Decorator Colors 
EXCLUSIVE Schedule-A-Date 
Modern Print ng and Format 
Plus Many NEW Calendar 
added to the line 


DEFIANCE Calendars 


year to fit your customers 


useful with such features as 


or Plastic 


types 
elale, 
designed for 


models 


There are 


Write for New Catalog and Dealer Prices 


SEE OUR EXHIBIT #12 WESTERN NSOEA SHOW 





IT 
FITS... 


All sizes and 
shapes with sure 
support and 
broad-shouldered 
comfort 


IT 
FLIPS... 


At a finger-touch, 
seat lifts 
independently 
up and away 


IT 


™ FOLDS... 


5 


-* Fast and flat for 


fee 

¢ Hampden’s 
Versatile, 

NEW, Folding 

Conference Chair, No. 304 


ee 


Handsomely at home in conference or waiting room, 
office, or auditorium/classroom. Foam-padded seat, 
arms and contoured back, rich vinyl upholstery and 
baked enamel tubular steel frames combine for lasting 
beauty, comfort and years of rugged use. Write for 
catalog: Dept. F-2 HAMPDEN, Easthampton, Mass. 


Hampden 


M facturers of: Easthampton, Mass. 
anufe : 


Men on the Move continued from page 152 
pany of Houston, Tex., on the design of the new Finger 
showrooms which opened on January 18 of this year. 

His background will contribute substantially to close 
dealer relationships in Texas, Oklahoma, Arkansas, and 
Louisiana. Mr. and Mrs. Pettibone and their young 
daughter Stacey will live in Dallas. 

The illustrations accompanying the article “Human 
Engineering in Business Furniture,” in this issue, were 
done by Mr. Pettibone 


S. P. “Jim’’ BLAND has been ap- 


pointed to the position of general 


| sales manager for American Geloso 


Electronics, Inc., according to an 


| announcement made by S. J. SPE¢ 


TOR, president. 
Bland will direct the marketing 


| and sales of the complete line of 


dictating machines, tape recorders, 
Transeophonic Intercoms and the 
new “Remote-Tape.’ 


Buppy”’ GoopE has recently 
joined the sales staff of the G. ] 
Aigner Co. He will call on station 
ers in Texas, Arkansas and Louisi 
ana. After a training period at the 
ompany’s Chicago home office, he 
will headquarter in Dallas, Tex 

Prior to his appointment, Goode 
was Northern Illinois zone man “Buddy” Goode 
ager for Dr. Pepper, soft drink i 
manufacturer. 


JosePH G. REBHOLZ, vice president and general 
manager of Northern States Envelope Co., has an 
nounced the appointment of DONALD L. RODMYRE as 
director of sales for the firm’s Minnesota, North and 
South Dakota, Iowa and Wisconsin territory. He will 
be responsible for sales and for liaison between the com 
pany and printers and stationers in this area. The com 
pany manufactures the Justrite line of envelopes, and 
has plants in Atlanta, Ga. and Jacksonville, Fla. in addi 
tion to its St. Paul plant 

Rodmyre assumed his duties with Northern States 
Envelope Co. January 1, coming to the organization 
directly from Heidelberg Central, Inc., Minneapolis 
He is headquartering in St. Paul 


Morris C. FULLER has been named national sales 
manager, consumer products for the western half of the 
United States by Smith-Corona Marchant, Inc. 

Fuller has served as sales manager of what was 
formerly the portable typewriter division from 1958 to 
1959. He joined the company in 1947 and became dis- 
trict manager for the Spokane area. In 1951, Fuller took 
over the wholesale sales in greater Los Angeles and 
from 1955 to 1958, he was branch manager in Dallas 


PUBLIC SEATING + OUTDOOR and JUVENILE FURNITURE + BRIDGE SETS Tex 
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May we present Cres bude 


umning 


ombination ! 


- rf Sendo 


» Carbon Paper 


_ 
|< 


Pt, 





eri] Castend 


Typewriter Ribbons 


Repeat sales tell the story on this 
profitable pair. Feature them and let 
your cash register be the judge. 


a 
@ eS¢enclo CARBONS (‘08 endo RIBBONS 


. produce bright, clear, true characters long 
after ordinary ribbons have hollered “Uncle”. 
face won't chip or lose color under heavy usage. Lasts up to % longer with no fuzzy fill-ins or 
Typists get more mileage out of each sheet. fade-outs. Features an attractive magenta 
Better manifolding, too. Won't smudge, won’t Leader that keeps fingers clean. 
curl. A favorite with Executive Secretaries. 


. type blacker, sharper, cleaner copies on any 
machine, electric or manual. The carbon sur- 


Write today for full information on 


Crescendo Carbons and Ribbons. Learn how you 
PEERLESS yy “tii. COMPANY can promote these profit-makers on our 


INCORPORATED . 
General O fice “ee Factory : Peerless Place eye-catching new Counter Display. 


C Newark 12, New Jersey 


7 Gail. “emt “we Cibond , typewriter ribbons, 


carbon paper ribbons, carbonized rolls, Peerless rubber keys. 
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There is more honest, solid, jingly, crisp, money-in-the-bank volume profit 
for you in the high-turnover Royal Futura® Portable. And it is a protected 
profit. How on earth can the Futura sell so well at its price when many com- 
petitive portables with only tiny profit margins are being sold for less? Easy: 


the Futura is the most wanted portable in the business. People RUYA] : 


are willing to pay more for it. Make sense? Makes money. 
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your customers want value= 
you want profits...so why not stock 


BORROUGHS 


swinging-door 


CABINETS 


the line that’s got everything! 





SUPPLY COMBINATION WARDROBE 


send for 
illustrated 
price list 


IT’S ALWAYS “OPEN SEASON” for swinging-door cab- 
inet sales. And when you stock the famous Borroughs 
“Cyclops” line you’ve got just the ammunition you need 
for bull’s-eye sales and sure-fire profits. Borroughs “Cy- 
clops” Swinging-Door Cabinets are expertly engineered 
to look good and serve well for years and years. The 
single central handle has a Yale & Towne built-in lock. 
Doors have 3-point latching and swing a full 180 degrees 
open for full-width accessibility. Shelves are easily and 
quickly adjustable without nuts or bolts. There’s a choice 
of 5 decor-harmonizing colors in durable electrostatically 
baked-on enamel. This is only part of the “Cyclops” story ‘ ; rE “ 
“Cyclops” Cabinets come in heights of 42”, 78”—depths 


—send for full details today. of 18”, 24”—all models 36” wide. The big 78” unit pro- 
vides 39 cubic feet of storage space and is available in 3 
different styles as pictured above. 


ste} a gehifcy. k MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL Pf T MPANY 


3004 NORTH BURDICK ST amp KALAMAZOO, Mi( 


I 
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Clock Marks 24-Year Service 


Don't break your hack = William N. Brown (left), vice-president and general manage 

k ot the Remington Rand portable typewriter division of th« 

di + b H d ; f ti n! : Speery Rand Corp., looks on as James M. Hackney (right), 
igging up urie in orma 10 s cae his executive assistant, receives a clock honoring his 24 years 

' of service to the division. The clock, presented by Ambrose J 

Collins, administrative assistant, was inscribed “To James M 


LOCATE YOUR RECORDS EASILY—No more fussing 2 Hackney In Tribute To Long And Fruitful Service In Behalf 
and fuming. With Pronto files your records are te Of Remington Portable Typewriters.’ Mr. Hackney joined 
as active as your regular files. os Remington Rand in 1937. He has served the typewriter indus 


Pe P : 4 try continuously since 1912. The presentation was made at a 
BEAUTIFUL APPEARANCE—Finish in attractive — dinner at the Delmonico Hotel in New York City at the clos« 
olive green to match your regular office files. ca of the division's first national sales meeting of 1961. 


STURDY CONSTRUCTION—Built of 275 |b. tested 

corrugated fibre board...reinforced with steel ~ 

on the shell and the four corners of the drawers | ~ Parker, Eversharp Sales Forces 
as well. x Integrate Their Operations 


SAVE FLOOR SPACE—Prontos are constructed to ee The sales forces of the Parker Pen Co., and the Ever 
interlock into solid units and stack as high as a sharp Pen Co., a division of Parker, have been in 
the ceiling. < tegrated as of January 1, it was jointly announced. 
The new integrated sales force will represent both 
the Parker and Eversharp lines 


According to WILLIAM C. CUMMINGS, general man 
ager of the Eversharp division and a Parker vice-presi- 
dent, the move is the last of a series of steps to make 
Eversharp an integral part of the operation. 
It started over a year ago when the administrative 
offices of Eversharp, located in Arlington Heights, III., 
were moved into the Parker plant in Janesville. 


‘We feel that the sales force integration opens up a 


vast new era for Eversharp in which we have not only 
ie. the opportunity, but the capability for expanding our 
= distribution,’ Cummings said 


Legal Size $4.70 


es i Oxford 


IN FILING 


Prices slightly higher 
in Texas, Colorado, 


outside the USAT PF oveck Site 62.85 OXFORD FILING SUPPLY CO., INC. 
Clinton Road, Garden City, N. Y. 

PRONTO FILE CORPORATION 

415 MADISON AVENUE, NEW YORK 17, N. Y. 
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Tole Glaalhicie meh laals 
Only! Be Sure 
om O@lac(-am (Ode 


iy oy Mowe. 0 io ee) ame 0 ae 


HELBROS WATCH 


WITH ANY TYMETER CLOCK DEAL 


DEAL 1. . #170 ESSEX TYMETER CLOCK — DEAL 2. . 100 JEFFERSON TYMETER CLOCK DEAL 3. . #851 GOTHAM TYMETER CLOCK 
Recessed V-Shaped face, gold finished griil at top, —Tastefully styled walnut or ebony plastic case. —Modern picture frame wood case crafted for 
lower half glows in the derk- Sheny or woilnst Ideal for home, office or den. 4’ high, 734” lasting beauty. Walnut, mahogany or blonde. 
ae ee wide, 4’ deep. Wt. 3 Ibs. 3%4"* high, 734" wide, 3%4'' deep. Wt. 2% Ibs. 


BUY 12 AT $7.17 EACH... BUY 12 AT $5.97 EACH... BUY 12 AT $13.50 EACH... 
FREE $29.75 HELBROS WATCH FREE $29.75 HELBROS WATCH FREE $29.75 HELBROS WATCH 


DEAL 5 .. #900 BELVEDERE TYMETER CLOCK DEAL 6.. +710 TV LAMP CLOCK—TV case in 
Selected wood, hy ag —— « ne walnut or ebony plastic. Gold trimmed video fece 
eal executive gift for home or office. Colorama glows in the dark. Independent nite light. 5%" 
Patt Yet? we wer, 
wn 2% tes. high, 7'/2‘' wide, 31/2" deep. high, 6’ wide, 32" deep. Wt. 3 Ibs. 


BUY 12 AT $11.97 EACH... BUY 12 AT $7.17 EACH... 
FREE $29.75 HELBROS WATCH FREE $29.75 HELBROS WATCH 


DEAL 4... #100H WESTERN HORSE—Antique 
bronze finish metal horse on Jefferson Clock. 


Glo-lite bezel glows in the dark. Walnut or ” TYMETER CLOCKS 


ebony plastic case. 4'' high, 744" wide, 4’ 


deep. Wt. 4 Ibs. 2 ARE ADVERTISED IN 


BUY 12 AT $8.97 EACH... | z 
. GOOD HOUSEKEEPING 
FREE $29.75 HELBROS WATCH (1 © HOUSE & GARDEN 


| * POPULAR MECHANICS 
TYMETER CLOCKS P ° vom neeaae 


ARE FAST SELLERS... 
DEAL 7... #715 TV LAMP CLOCK—TV i DEAL 8. + #700-D CALENDAR TV LAMP y= 
BIG PROFIT MAKERS! walnut or ebony plastic. Features atte Be eto - Glows in the dark 


ing. Colorama numerals, Independent nite light. tadepengent ol _ Light Wide. 34 Fg A plestic 
TYMETER ELECTRIC CLOCKS ore different . . 5%" high, 6" wide, 3/2" deep. Wt. 3 Ibs. oe ee : ee 


ODtbiumuminas nena... BUY 12 AT $6.57 EACH.. 


with plenty of consumer appeal. 


Cine lvoe nls gw vey word; FREE $29.75 HELBROS WATCH FREE $29.75 HELBROS WATCH 


minute, 10-minute and hour. Guaranteed 1 year. 





FREE $29.75 HELBROS WATCH DEAL FOR LIMITED TIME ONLY! DON’T DELAY . . PLACE YOUR ORDER TODAY! 


PENNWOOD NUMECHRON CO. © 7249 FRANKSTOWN AVE., PITTSBURGH 8, PENNA. 
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Stationers, Publishers Board of Trade Elects 


The Stationers & Publishers Board 
of trade in annual meeting held Janu 
ary 19 in New York City re-elected 
WILLIAM Rossway of J. Wiss & Sons 
Co. president. 

Others officers named are: 

First vice-president—-G. FRED GriF- 
FITHS, JR., Noesting Pin Ticket Co., 
Inc. 


Second vice-president—B. E. VAN 


Esterbrook Pen Co. 
Executive vice-president and secre- 
EDWARD QO. KALI 


DyKI 


tar y-treasurer 

MANN 
Assistant secretary—-Mary Tot 

LOCK 
Assistant 


PARKER 


treasurer—C. HarRWwoop 


Trustees—ELLiotr F. ABBOTT, 
Carter’s Ink Co.; THOMAs E. BRIDGES, 


Jr., S. P. Richards Paper Co.; JOHN 
DAWSON, National Blank Book Co.; 
FRIEDMAN, Art Steel Co., 
Inc.; Frep E, GILLEN, Eastern Tablet 
Corp.; RutH A. GILuice, Rockwell 
Barnes Co.; G. FRED GRIFFITHS, JR., 
Noesting Pin Ticket Co, Inc; 
GLENN N. Jo.tty, Gibson Greeting 
Cards, Inc.; CHARLES A. LONG, Per- 
macel Division of Johnson & Johnson; 
Paut F. Mitver, Oxford Filing Sup 
ply Co., Inc.; P. Morris Ness, Wil- 
son Jones Co.; MELVIN F. OGRaM, 
General Fireproofing Co.; DELBER1 
G. PATTERSON, Yawman & Erbe Mfg. 
Co., Inc.; C. A. ROACH, Scripto, Inc.; 
WILLIAM Rossway, J. Wiss & Sons 
Co.: RUSSELL L. SiNGER, Koh-I-Noor, 
Inc.; KENNETH V. SMITH, Eberhard 
Faber Pen & Pencil Co., Inc.; JosEPH 
M. TATEM, Cooks’ Inc.; JosEPH P 
TEMPLETON, Joseph Dixon Crucible 
Co. and B. E. VAN DYKE, Esterbrook 


Pen Co. 


SEYMOUR 


NOW !...picK UP MORE LOCKER 
BUSINESS WITH LESS BOTHER! 


Offer up to 112 different combinations of 


Honorary Trustees—H. W. ARM 
STRONG, Joseph Dixon Crucible Co.; 
Scott Foster; R. A. JONAS, JR., Ox- 
ford Filing Supply Co., Inc.; Ray 
MILLER and R,. LAWRENCE UNSER 
types and sizes...we’ll deliver in 1 week! 


Now fill orders fast with a wide selection of styles, 
sizes and door arrangements on a one-week deliv- 
ery basis. Or, from a minimum of non-duplicated 
stock. 

Here’s the plan 

You choose between building your own compact, 
minimum, interchangeable stock, or using our fast 
delivery service. 


Venus Pen Makes 
Three Appointments 


The appointment of a new west 
coast regional sales manager and two 
new sales representatives has been an- 
nounced by the Venus Pen & Pencil 


We now package, in two separate cartons, 6 pop- 
Corp. 


ular locker models as either single units or 3 units 
per set. 

Carton 1: includes all body parts. You choose size, 
flat or slope top, in a single or 3-locker package. 
Carton 2: includes doors and frames in the size and 
style of your choice—with or without legs. 

New low prices 

Because we are producing lockers in larger quan- 
tities, with improved production techniques, some 
locker prices have been substantially reduced. 
Here’s a practical locker plan geared to your sales 


JoHN E. CuLiey has been named 
west coast regional sales manager for 
the states of California, Oregon, 
Washington, Nevada, Arizona, Utah, 
Idaho, New Mexico, Colorado, Wy- 
oming and Montana. 





Henry J. POWELL has been ap- 


pointed sales representative for por 





_. . there’s nothing like it in the industry. Write 
for complete data now! 


ALAN WOOD STEEL COMPANY 
PENCO DIVISION 


428 Brower Avenue, Oaks, Pennsylvania 


| 


tions of Missouri, Illinois, Indiana, 
Kentucky, Tennessee, Mississippi and 
Arkansas. 

KENNETH DorTHE, sales represent- 
ative for central and western Pennsy]- 


vania during the past two years, will 
also cover the state of West Virginia. 
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Take a long new look 
at GELOSO! 


Five exciting new products nationally adver- 
tised and aggressively promoted with big- 
time sales and profit potential—now available 
to qualified dealers on a protected franchise. 


American Geloso Electronics, Inc. 
251 Park Avenue South, New York 10, N.Y. 
In Canada: Canadian Geloso Electronics, Ltd. 
700 Weston Road, Toronto 9, Ontario 


STENOTAPE 
Dictating-Transcribing-Conference Machine 
By outperforming conventional office machines in fidelity, versa- 
tility and ease of operation, the STENOTAPE sells readily not only to 
industrial and business firms, but also to schools, doctors, lawyers, 


sales departments and ministers. 


TRANSEOPHONIC 


Transistorized Intercom System 


The nted design and moderate pricing of this battery 
operated, transistorized Intercom system give it high sales potential 
in a rapidly expanding intercom market that includes homes and 


hospitals as well as professional and business establishments. 


advanced pate 
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REMOTE-TAPE 
World’s First Wireless Remote Recording System 
A simple hand microphone automatically triggers the recorder up to 
a half-mile away. Saves countless man-hours of work for engineers, 
builders, inspectors, inventory takers, interviewers, insurance in- 
vestigators, etc. A Geloso product exclusive. 





STENOTAPE 3/10 
3 Speed-10 Hour Dictating-Transcribing-Conference Machine 
Stenotape 3/10 has 10-hour recording time with complete hand 
mike controls and full transcription facilities. It loads itself with 
“self-load” reel. Equipped with 3 speeds it is guaranteed jam-proof. 
Competitively priced, it offers unusual profit opportunities. 


lll el lee ell alee: | 


MORE INFO PLEASE 


Have your representative call...or send me literature im- 
mediately on the items in this ad. Thank you. 


American Geloso Electronics Corp., 251 Park Ave. So., 
Dept. 231, N. Y. 10, N.Y. 








Address 


SHOW NOTE! See us and our full 
2303 


at the Biltmore in Los Angeles 


line of money-makers, Rm. 
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Wholesalers Announce N.Y., Chicago Programs 


WittiAM F. Boorusy, Central 


Ohio Paper Co., chairman of the 


Wholesale Stationers’ Association an- 
nounces a conference for the School, 
Art, Stationers Supply Division to be 
held at the New Yorker Hotel, New 
York City, on March 16. 

The program will consist of an 
afternoon “Round Table Type Con- 
ference” exchanging ideas to meet im- 
portant industry problems. This after- 








Dept. 23 


noon program will be followed by re- 
ception and banquet and then an ad- 
dress by Dr. LYNN STOCKMAN, 
Northwestern University School of 
Business, on the subject of ‘Training 
your Wholesaler Salesmen to Serve 
the Retailer Better.” A “headquarters 
room’ will be available to all members 
of the industry March 13-23. This 
headquarters will help wholesalers ac- 
complish the following projects: 


FOR 
EASIER 
SALES, 


MAXIMUM 
PROFITS! 


its construction, 


advanced engineering and 
highly competitive price make 
Wesco files easier to sell, more 
satisfying to your customers 
and prospects. There is a Wesco 
size and finish for every 

need. 


Write today for literature on our 


complete line of office furniture. 


Exclusive WESCO interlock 
welded joint construction | “ne, | 
completely eliminates side ' . 


sway. 





To see other jobbers of school sup 
plies, art supplies, stationers’ products, 
novelties and sundries. 

To secure appointments to see ex- 
ecutives of all manufacturers of these 
products. 

To pick up personal copy of the 
1961 Stationers Industry Manual car- 
rying data on where exhibits of manu- 
facturers may be found all over New 
York City. 

To study display of case histories of 
what successful jobbers are doing all 
over North America. 

Boothby also announces the pro- 
|gram for the annual meeting of the 
Office Supplies & Equipment Division 
of WSA to be held at the Edgewater 
| Beach Hotel, Chicago, April 19-21. 

The features of the program are a 
|talk by RALPH Moser of the Car- 
| penter Paper Co. on the topic, “Special 
| Cost Problems the Wholesaler Faces; 
|}a talk by WILLIAM Forp, National 
| Wholesale Druggists Association, on 
the topic, ‘How Wholesalers Improve 
Merchandising Program,” and one by 
Dr. LYNN STOCKMAN from North 
western University on the topic, 
“Turnover Education for the Whole- 
salers’ Salesmen.”’ 

The three-day program included an 
annual banquet in the Polynesian Vil- 
lage on Thursday evening, April 20, a 
ladies’ program for the three-day peri- 








od and a series of private manufactur 
| er-wholesaler conferences on each at 
| ternoon of the convention. 


|New Location for 
Firm Damaged by Fire 


The Donie Chair Co., of Donie, 
Tex., which was completely destroyed 
by fire recently, will move to Mexia, 
| Tex., in the near future. The company 
has leased a building with 14,375 
square feet of floor space, nearly threc 
times the size of its original plant. 


|New Name Announced 


| The Redi-Record Products Co., 
| manufacturer of desk sets and acces- 
| sories, has changed its name to Redi- 
| Record Products Co., Inc. 

The company’s two stock holders, 
JERRY FLEISHMAN and EDWARD 


WESTERN MANUFACTURING COMPANY | KLeEmn, will continue to service the 


AURORA, WLINOIS | ficld as they did in the past. 
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One-Time Carbon Paper 


Manufacturers Elect 


A. M. Bripett, president of the 
American Carbon Paper Corp., was 
unanimously elected president of the 
One-Time Carbon Manufac- 
turers Association at the group’s sev- 
enth annual meeting held on January 
17 at the Hotel Roosevelt, New York 
City 

SAM HUNDLEY of the Interchemical 
Corporation, Cincinnati, Ohio, was 


Paper 


chosen vice-president of the Associa- 
tion 

PHitip O. DEITSCH was unanimous- 
ly re-elected as the Association's 
managing director and WILLIAM V. 
designated as the 
officer. Mr. 


Deitsch has been managing director of 


DRISCOLI was 
group's administrative 
the Association since it was organized 
in 1955 and will thus begin his sev- 
nth year of service to the one-time 
carbon paper industry 

In addition to Bridell and Hundley, 
the following were elected to the As- 
sociation’s Board of Directors: 

H. A. Myers, Frye Manufacturing 
Co 

E. W. Gerer, Carbon Web Corp. 

F. B. McFartaAnp, Port Huron 
Sulphite & Paper Co 


Challenger Steel 
Names Representatives 
Challenger Steel Products, Inc. of 


Brooklyn, N. Y 
Ben Shluger and Co. as manufac- 


has recently named 


turers’ representatives. BEN SHLUGER 
will represent the company in Maine, 
N. H., Mass. and R. I., and EMANUEL! 
SHLUGER will cover Connecticut and 
upstate New York 


Appointed Distributor 


Stenocord of America, Inc., an- 
nounces the appointment of Office 
Systems, Inc., as New England dis- 
tributor for Stenocord dictation sys- 
tems 

Sales and service facilities are main- 
tained at 5 Milton Place, Boston, 


Mass 
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Named Representatives 


Barron K. Throckmorton Co., Inc., 
manufacturers’ representatives, have 
been appointed northeastern repre- 
sentatives for the Tegre Sales Co. of 
New York and Chicago. The Tegre 
Co. manufactures Chemi-Jet, Chemi 
Jet and felt tip markers. 


fet this 


“Super 


PROFIT 


BOOK 


YOUR 


DIRECT LINE 


FLAT & ROLL FILES 


Houston Firm Plans 
Addition 


W. H. Davis, president of the 
W. H. Davis Co., Houston, Tex. office 
equipment firm, has purchased a 19,- 
000 square foot site on Alabama Ave., 
as the location for a new building. As 
planned, it will contain 25,000 square 
feet of floor space. The Davis Co. will 
use 7,000 square feet of this and lease 


the remainder. 


DRAWING & DRAFTING TABLES 
TRACING TABLES, ttc. 


Add stores, offices and plants to your customer list with versatile 
Stacor Equipment. Hundreds of proven uses outside the drafting 


room and school expand your business 


. . and your profits. 


© Full-time national advertising in all markets pre-sells your pros- 
pects, uncovers new leads. + Effective dealer aids give you local 
impact. * And coast-to-coast warehouse stocks mean fast, fast 


sorvice anywhere. 


Show and sell Stacor . . . and watch profits build! 
Send for Stacor's 24-page PROFIT BOOK today! 


Write, wire, phone now. 


STACOR EQUIPMENT CO. 


309 Emmet Street, Newark 5, N.J. ° 


Bigelow 2-6600 


Manufacturers of Lifetime Quality Equipment for Schools, Libraries & Industry 
Warehouse Stocks in: Boston, Chicago, Detroit, Hartford, Indianapolis, Los Angeles, Montreal, 
Philadelphia, Rochester, Saint John, N.B., Sar Francisco, Toronto, Washington, D. C. 














Elegance IN AUXILIARY SEATING 


y one of your customers is a potential buyer of Clarin 


Reserve Seating. 144 decorator combinations of highly styled 
nylon and naugahyde—upholstered over Urethene. Fits per- 
fectly with your customers’ decor. For sales meetings, plan- 


ling sessions and wherever auxiliary Seating is needed. 


For complete and profitable inf oe lelelt 
FOLDS FLAT! p ttab fel daar: lilelame-leleleni 
Reserve Seating, write Dept. 33RS 


CLARIN MANUFACTURING COMPANY 


4640 W. Harrison Street, Chicago 44, Hlinois 








Litton Industries 
Acquires A. Kimball 


Acquisition of A. Kimball Co, 
manufacturer of point-of-sale punch 
marked tags and related equipment, 
by Litton Industries for an undisclosed 
amount of cash was announced recent 
ly. 


The announcement was made joint 
ly by FRED SULLIVAN, chairman of th 
board and chief executive officer of 
the Monroe Calculating Machine Co 
a division of Litton Industries, and 
GEORGE R. BROWN, president of th 
United Shoe Machinery Co. ot Bos 
ton, of which the Kimball company 


has been a subsidiary. 


Sullivan said that Kimball had morc 
than $7 million sales in 1960, employs 
more than 500 people and has facili 
ties in Brooklyn, N.Y.; Dayton, Ohio 


and Toronto, Canada. 


He said the Kimball acquisition 
will expand Monroe's line of point- 
of-sale equipment systems which in 
cludes Monroe/Sweda cash registers 


In addition to the production of 
punched and printed merchandise 
tags, tickets and labels and their dis 
tribution, the 62-year-old Kimball 
company markets several ty pes of 
machines including the Kimball 
punch-marker and reader used pri 
marily in retailing. 


Brown Brothers 
Appointments Made 


JOHN R. CHIPMAN, vice-president 
marketing, of the Brown Brothers 
Ltd. Toronto, Canada, announces the 
following appointments as having be 
come effective January 1. F. H 
STOKOE, merchandising manager; ( 
D. KIRKHAM, sales manager; and (¢ 
V. THOMPSON, Ontario sales supet 
VISOI 

Adopting as we have, a modern 
and aggressive approach to marketing 
which is keyed to accurately assessing 
both customer and market needs, 
greater responsibility and emphasis 
must be placed on product develop 
ment, merchandising and effective 
sales coverage. These men have been 
selected to help implement this new 
plan. Their combined talents and ex- 


perience should do much tO ensure 


the future sales growth we are aiming 


tor says ( hipman. 





Why we say they’re \ | P R t {| t 


... because we take none of our products for granted. We are constantly experimenting to find new 
ways to make our products more versatile, sturdier and attractive. Through such research and testing 
our engineers have developed a practical automatic shelf-filling system—CONSERV-A-MATIC’, the 
first major advance in filing in 100 years! Other developments of ours may not be as dramatic, but 
thousands of reorders on all of our items prove that our filing and storage equipment 


is SUPREME. 


SUPREME manufacturers color and size-coordi- 

nated sliding glass door cabinets, storage cabinets with 
ee adjustable shelves, and wardrobe cabinets with hat shelf and 
er j—a | clothes rod. Our engineering insures speedy assembly of KD units 
) ave in half the time required for all other comparable units, 
, c- , because a minimum number of pieces inter- 


43 | | lock with practically mo bolts, screws or pins. 


‘hes iB 


LIBRARY SHELVING 


Library shelving which combines space saving with greater capacity. Avail 
able with closed or open backs, single or double-faced. These SUPREME 
products constructed and protected with Bonderite corrosion-resistant 

steel. SUPREME also manufactures lockers of all sizes, and UNIFLEX 
BOLTLESS STEEL SHELVING with reinforced adjustable shelves 


onserv-a-File” 


The only shelf-filing sys- 
tem with a gang lock! Com- 
bines savings of up to 60% of 
floor space with greater capacity. 
Available with or without doors, in 
a wide variety of heights and colors. 

Single or double-faced, dou- SUPREME products 
ble wall construction, all doors 
retractable. Special units de- 
signed for storage of X-ray nega- 
tives. 


are in use in principal 
business firms, 

leading institutions 

and governments throughout 
the world. 


Showroom at: 
440 Park Avenue South 
New York City 


~ SUPREME STEEL EQUIPMENT Gone 


VV F-Ts a Qe loki Mm dela-Vilelikt Mim Gel liclailiek 50th St. and Second Ave. 


San Francisco: 530 Davis St.—DO 2-2556 Brooklyn 32, New York 
Los Angeles: ME 5-8643 GEdney 9.5849 
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Charles R. Barry Co. Serves More Than Half Century 


Nine associates of Charles R. Barry Co. of 430 
Brannan St., San Francisco—a firm of manufacturers 
representatives which has served the Far West for more 
than a half century, are manning display booths of their 
principals at the current Western NSOEA show in Los 
Angeles. 

In the 12 western continental states and EI Paso 
Tex., Charles R. Barry Co. represents Oakville Co., 
Cushman & Denison Mfg. Co., Southworth Co., Victor 
Safe & Equipment Co. (Rem-Rand Dealer Sales Divi- 
sion) and The Rosenthal Co. 

Foundation of the firm was laid in 1907 by CHARLES 
R. BARRY. 

Originally from the Great Lakes area, Barry was early 
identified as a salesman with the stationery trade in 
Arizona and New Mexico prior to coming to California 
about 1905. 

Arriving in the Bay area right after the San Francisco 
1906 fire, he located with Smith Brothers in Oakland 
and early in 1907, with his wife, ANN C. Barry, e¢s 
tablished Charles R. Barry Co. as factory representatives 

Traveling by train between inland points, and boat 
from San Francisco to Los Angeles, Portland and 





a 





Seattle, Mr. & Mrs. Barry were one of the first of manu 
facturers’ representatives in the stationery industry on 
the West Coast. 

In 1915, ARTHUR O. CARLSON joined the organiza 
tion having had his early training as assistant stationery 
buyer in O. A. Hale & Co. Department Store in San 
Jose, prior to becoming associated with Charles R. Barry 
to which the company name was added in 1915. 

In 1921, LEE ApAMs, having been identified with the 
stationery business since 1911 through Maynard’s Book 
Store, San Jose and other firms, joined the firm after 
service with the Navy in World War I. 

In 1926, a general partnership of Charles R., Ann 
Barry, Arthur O. Carlson and Leland C. Adams was 
formed, which endured until 1948, Upon the passing of 
Charles R. Barry at that time, a three-party partnership 
succeeded the original. Early in 1957, ARTHUR O 
CARLSON and LELAND C. ADAMs bought Mrs. Barry's 
interest and since that time have conducted the business 
with associates 

Joining the company at various times have been 
RICHARD E, WALLACE, DONALD H. CARLSON, Wi 
LIAM W. GAGNON, STANLEY R. BRETON, GEORGI! 
FREY, GENE ECKERT and E. GARVIN HOLMAN. 


better business forms because of... 


Star Forms are sold only through authorized dealers. 
In no instance will Star sell direct to the consumer. 


Star Forms are produced with quality papers. Work- 
manship by ped whi with years of forms experience. 


10 to 14 day shipment on standard forms, 7 days 
more on custom forms. This is a Star Forms Policy. 


MNSTAR+FORMS 


\ 


EXCLUSIVE MFGS. OF REGISTER FORMS — 
WRITE TODAY FOR OUR CA 
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The Astronaut B-31 
arm chair 


Style... Craftsmanship ...and real Value... 


The Stanley Astronaut 


Here, a moderate priced family of chairs including arm 
chair, chair without arms and executive swivel ... and all 
value packed to give your customer the most for his money. 


STANLEY MANUFACTURING CO. 
2310 No. Main Fort Worth, Texas 





store planning 


FRONT of Orlando Office Supply Co. facing E. Robinson Ave 


Drive-up Window 
Speeds Service 


A drive-up window for fast customer service, be 
lieved to be the first installation of its kind in the na 
tion, is one of the features of the new store of Orlando 
Office Supply Co. at 2900 E. Robinson Ave., Orlando, 
Fla. 


While customers are encouraged to use the large, off 
street parking area, which accommodates 33 cars, and 
shop in the store, when items are needed in a hurry 
a phone call results in the customers order being 
wrapped and billed, ready for him at the drive-up win 
dow within a few minutes. 

Erection of the imposing new quarters marks a 300% 
growth in the past eight years for the firm which is 
operated by ALEX E. and Lypia J. YOUNG and JACK 
H. King, all active partners. Between 1954 and 1960, 
the firm has used five different warehouse locations, 
each move to provide more storage space. This expan 
sion has demanded larger facilities to carry on a con 
stantly growing operation. 

The new building situated on a tract of land com 
prising 35,000 square feet has 12,000 square feet of 
space, 

Partner Kline tells Orrick APPLIANCES 
marty objective in the design and layout of the store was 
to have an efficient operation. We choose a location 
large enough to provide ample off-street parking and 
ample space for the building and a location that our 
type and size of building could afford 


‘Our pri- 


170 


“Our floor plan provides for a complete commercial 
stationery department, a spacious furniture and equip- 
ment showroom and a complete A.B. Dick duplicating 
sales and service department. All three departments are 
grouped around our offices for maximum convenience 
and efficiency. Our warehouse is an integral part of the 
building and the arrangement gives us maximum op- 
erating efficiency.’ 

Orlando Office Supply Co. is now better equipped 
to serve the five Central Florida counties of Orange, 
Brevard, Lake, Seminole and Osceola. Six sales repre 
sentatives regularly call on customers in this area. Daily 
delivery service is provided in the Orlando area and 
weekly truck deliveries to all five counties. 

Ten complete model office arrangements are set up 
to help customers plan their own office layout and a 
complete decorating service is afforded by Mrs. Eiza 
BETH B. Bow Les, full time staff member in the furni 
ture department 

A feature of the new store is the complete and mod 
ern repair shop for the service of duplicating machines 
Orlando Office Supply is the exclusive sales and service 
dealer for the A.B. Dick Co. in the five central Florida 
areas 

WILLIAM E. GHOLDSTON, associate with the compa- 
ny for five years, is general sales manager. WARREN R 
SANDERS heads up sales for the A.B. Dick Duplicating 
Department. The entire store staft comprises 27 persons 
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ACCESS from parking 
lot (space for 33 autos) 
is convenient. Note 
varied types of sales 
delivery vehicles used. 
The drive-up window 
(picture at left) is the 
first of its kind any- 
where for office supply 
and equipment store. 


TWO of the eight large window displays, providing an inviting glimpse 
f the model office arrangements where furniture, lamps, accessories and 


tne 


te tive themes are co-ordinated for function and appearance 


VIEW of the commercial stationery department as seen from the front entrance. ENTERING the commercial stationery department from 
Fixtures ot venient low height enable customers to examine merchandise the parking lot entrance, customers find a convenient 
order desk and display. 


while making a selection 
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“execappeal” 


From the aspiring young executive to the 
corporate head — each takes pride in the 
appearance and comfort of his office. Bent- 
son’s matchless beauty and design efficiency 
can inspire this pride... pave the way for 
better job performance. 


Every feature is functional with lasting de- 
pendable service. Including the appealing 
color decor. Bentson reflects nearly 50 
years of providing quality steel office fur- 
niture that “really gives” and continues to 
“give” — year after year. 


Office contentment can 
be planned. A Bentson 
catalog is the begin- 
ning. Competent Bent- 
son office engineering 
will do the rest. 





BENTSON MFG. CO. 
650 Highland Ave. Aurora, lil. 
TWinoaks 7-9237 


Kevin F. O'Gara, correspondent 
Philadelphia Bourse, Philadelphia 6, Pa. 


My apologies to all of the Third Region for not hav- 
ing an article in last month’s publication. I frankly be- 
came confused as to how many articles I had turned in, 
and this coupled with the confusion of Christmas caused 
the omission of the article. 


RICHARD WIDMYER, president of the Baltimore Sta- 
tioners Association, has announced that the annual party 
will be held on Thursday, April 27. The Emerson Hotel 
will be host for the dinner dance with cocktails begin 
ning at 6:30. 


The monthly meeting of the Baltimore Stationers As- 
sociation was held on January 17 producing an extreme- 
ly fine turnout. HoMER Lay gave an excellent talk at 
this meeting. 

During the month of December, JOHN Moore passed 
away. He was associated with Bainbridge-Maryland of 
Baltimore. 

In Philadelphia, GEORGE ANDERMAN has reactivated 
the Departmental Supply Company. Departmental’s new 
address is 1019 Appletree St. Good luck, George! 


WILLIAM REINHARDT of A. Pomerantz & Co. is in 


y-Oy {Oi OMe bein welehbter-y— 


“ALUMINUM 
EDGE 
DRAWING 


FToteitie- (eam eleliieaie 
f the same fine grade of select |umber as all ANCO Boards 
M Aluminum Edge drawing boards offer even greater 

drawing accuracy and durability than the a ard 
Board Sizes List Price 
No. 710M-1-12’x17” $2.15 
10 3.10 No 
No. 710M-5-23”x31’' 


List Price 
4.00 


4.80 


Board Sizes 


Available thru Art Materials, Drafting Supplies and Stationery Dealers. 


ane MG ANCO WOOD SPECIALTIES,INC, 
eC 71-08 80tn Street, Glenaaie 27, New York 





Jefferson Hospital having suffered a stroke in the latter | 


part of December 


GORDON BLIzzarD has retired from the National | 
Fiberstock Co.. Philadelphia. 

HUGH BoyLeE, with the Yeo & Lukens Co., for ap- | 
proximately 20 years, died on December 25. ¥ § 

FRANK MALLECK, who retired from the Yeo & Lu- 
kens Co. in June, 1958, after some fifty years of service, 
died on December 27. 

Philadelphia Stationers has recently added 5,000 
square feet of storage space to existing facilities. This in- 
creased space was necessitated by greatly increased busi- 
hess | 


Louis Dromgoole Joins Curtis-Young Whi Yue loo att! 


Louts DROMGOOLE has joined Curtis-Young Corp. 
as factory representative in the Southeast and Gulf Coast 
areas of Texas. He is a specialty representative with 


i. bé : . 7 
many years of experience in inked ribbons, carbon papers e ul on ula | ine 0 


and spirit duplicating supplies. He is well known in the 


area, having traveled for many years as a representative MARKING DEVICES and INKS 
handling these products. 


In addition to former lines, Dromgoole will represent ® Manufactures the most complete line. 
Curtis-Young’s new Tru-Fax photocopying machines, ®@ Are made with traditionally fine craftsmanship. 


@ Have the smartest sales provoking package designs. 


and the more you look, the 
more convinced you'll be that... 


paper and chemicals 











We welcome 

any special 

rm ink problems 

. Submit 
sample for 

Rubber Ba, extra fast service. 


ieee, 


cate Write for... 

FREE CATALOG 

| ies |B and PRICE LIST. 

you build a solid ‘ednnes Prompt deliveries. 


, rubber We manufacture .. . 
with band Stamps, Stamp Pads, 
ands Numberers, 
° = : . . Daters, 
© Every type, size, width ey Business Outfits, 
e and color for any need. // Rubber Type Holders, 
e fj Rubber Logotypes 
‘ : } Sign and 
FLAT : Z 
@ FLAT STYLE OR ROUND) 7 if Price Markers 
SOLD IN BULK 
e and all types 
e@ OR BOXED ————} a” 2 of Marking Inks. 
@ KENNETH B. MILLER, Pres. , 


: EQUIPMENT COMPANY 
ERI ER aves, me: lip aemiengerlepet 


722 COMMERCE ROAD « ALLIANCE, OHIO @ “Manufacturers of Marking Devices for Over 50 Years” 
PHONE TAlbot 1-1880 a 


“The Name Indicates the Quality” * 
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ROLLING STORE LADDERS 


ROLLING LADDERS—Made from 
Oak or Birch 

SIDE and CEILING TYPES—with | 
steel track for mounting on shelving, 
filing cabinets or ceiling. 

“A” and LIBRARY TYPES—require 

fo track and are mounted on wheels 
with Automatic Safety Brakes. 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent milling. Made in 1 to 13 
step heights, and 4 widths 

Send for Circuiors SEWOA (Weed) & 56-OA (Stee!) end Deeter Discount 


Manufactured by 


|. D. COTTERMAN 














123 W. Spring 
Nepervilte. iMineis 





Sell Your Own Duplicating Fluid 


Now you can have your own 

imprint on a lithographed can 

yo" ut without investing in thousands 
rene of cans. Keep your company 
Ls name before your customers 
constantly. Exclusive territo- 





OUPLIGATING ries: also open on our Bantam 
rive 











line. 





Write for details to 


Spirit Fluid Mfg. Co. 
152 Banker St., Brooklyn 22, N. Y. 








a 
LAT TREX 


First Name in Carbonsets 


THE LETTEREX CORPORATION 
Zot tallaleiiols mys. eam Olan @ 
a division of Allied Paper Corporation) 


4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2935, Greensboro, N.C. 


Florida has had the spotlight recently when it came 
to opening new stores and big expansions of present 
ones. Now comes North Carolina with two that will 
give any section a race for its money. On January 15 
Green Printing Co., Lexington, N.C. moved into its 
brand new home at 219 S. Main St 


This one is a group-up deal consisting of a two-story 
building, 50 x 100 feet. The ground floor, which is on 
the street level, houses the gift, office supply and office 
equipment sections as well as a private office for th« 
proud owners, BURGE and ZEB GREEN. The basement 
section houses the most modern printing plant to bce 
found anywhere and is connected with the upper floor 
via wide stairway and a powered conveyor belt. 


The new store is completely “Bulmanized,” air-condi 
tioned and is beautifully decorated. The retail area is 
about double that of the old one and the printing plant 
takes on about one third more space. 


Alfred Williams Co., for close to 90 years at one lo- 
cation, is now in the process of moving into a gorgeous 
new building at 706 Hillsboro, corner of Boylan. The 
firm expects to remain in continuous operation during 
the move and will hold formal opening between March 
1 and 15. This move is to one of the largest and most 
pretentious buildings our industry has seen in many a 


year. 


Known as the Williams-Cross Building, it is two- 
storied with offices on second floor, all rented, and two 
stores, or offices on the ground floor for rental. The new 
store occupies all of the left, front side. This one, too, is 
completely ‘Bulmanized,” air-conditioned and has all 
the latest gimmicks in decor and lighting. The corner 
section is carpeted and will house the office furniturc 


displays 


Although not completed when I saw it, it was fat 
enough along for me to predict it will place far up on 
the list of new stores to compete for the year’s most out 
standing new store. Skippered by ALFRED, JR. and ably 








WRAPPED 
COIN BOXES 





IN BANKS, STORES, OFFICES, SCHOOLS... 


WHEREVER MONEY IS COUNTED 


YOU CAN COUNT ON 


MAJOR METALFAB 


@ America's Foremost Line of 


Bank and Cashier Supplies and Equipment 
Write for FULLY ILLUSTRATED CATALOG No. OP.560 TODAY 


MAJOR METALFAB, INC. 
P.O. Box 3323 * Merchandise Mart 
Chicago 54, Illinois 











abetted by brother Murray, who manages the machines 
department it is easy to see that Williams Co. has its 
own “new frontiers” to conquer. The “‘youngsters’’ are 
taking over everywhere, it seems 

You will be seeing, and hearing, many fine things 
about this one so be on the look out. Just in case you are 
puzzled about what city houses Alfred Williams Co., 
y all just come to Raleigh. 

While I'm in Raleigh I think I'd be very remiss if I 
didn't mention the splendid “home-made” job the boys 
at Edwards & Broughton Co. have done on their new 
displays islands, etc. They have gone “modern” too and 
have done the mostest with the leastest I have ever seen 
anywhere. You, too, will be amazed at the transforma- 
tion. And George does say they now have more space 
than they know what to do with. (I’m workin’ on that 


one. ) 


Bradford's Stationers, down in Winter Park, Fla., now 
has a new owner. Davie Sims. Owned by the late Carter 
Bradford and Mrs. Bradford, Mrs. Bradford will remain 
with the store. The firm has had a complete line of office 
supplies for years but leaned towards gifts and cards. 
Although these lines will continue to be pushed, the 
office supplies will be greatly expanded. 


Claxton Printing Co., Atlanta, Ga., has moved into a 
new building and greatly expanded its supply business. 
My “‘informant’’ didn’t give the new address, if there is 
one. However, a call or so should clear up that small de- 


tail 


KEN BARNETT, formerly with Lindy Pen Co., is now 
with S. P. Richards in the Tennessee territory and head- 
quartering in Knoxville. 


Harry MCNAIR, formerly in business in Morristown, 
is now with Elmore Office Supply in Knoxville. 


Things got a little “hot’’ around Rowan Printing 
Co.'s warehouse on the morning of January 13—that’s a 
Friday. A fire did approximately $60,000 damage to pa- 
per stock, and other merchandise but comparatively 
small damage to the printing plant or building. The fire 
was discovered about 8:00 A.M. so the Salisbury fire 
department had things under control in short order. 
Sam said its a funny thing how “insurance conscious” 
one can get after a thing like that. 


One of ‘our’ boys has just taken another step up the 








Write for Dealer 
Literature & Prices 


HARDBOARD 


59 BRANCH ST . 








FABRICATORS, inc 
T ‘ »V , y Lal ¢) 





Keep Klean Imprinted 
Typewriter and Business Machine 
Covers help you sell more! 


Keep your old customers “Dealer Con- 
scious” and bring in new ones — by 
sending out your trademark and mes- 
sage with every machine you sell! 
Tough, durable gray plastic, gray rub- 
ber and black rubber. Write today for 
prices, discounts, etc. 


KEEP KLEAN PRODUCTS CO., INC. 
4077 PARK AVE., N.Y. 57, N.Y. 





eiT FOLDS 

°*IT SCORES 

°iT CAN SLIT 
or PERFORATE 


WITH or WIT 


THE PRINT-O-MATIC CoO., INC. 


4W WASH 








NEW! Ard’s Early American Style 
Captain’s and Mate’s Chairs 


Exquisitely crofted imported reproductions for dining rooms, reception 
rooms, offices, etc. Strong hardwood frames, maple finish. Novgahyde 
tailored seats optional ot extra cost. 
Captain's Chair, saddie seat, cat. price 
Captain's Chair, upholstered seat 
Mate's Chair, saddle seat 
Mote's Chair, upholstered seat 
Usual dealer discounts. 


Send for new 1961 Catalog No. 18 . . . more than 77 
Profit Makers for Dealers. We sell dealers only. 


4 
Ba 477 Maite 


13° VINE STREET EVANSVILLE, INDIANA 
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ROLLING STORE LADDERS 


ROLLING LADDERS—Made from 
Oak or Birch 

SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 

“A” and LIBRARY TYPES—require 
Mo track and are mounted on wheels 
with Automatic Safety Brakes 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent rolling, Made in 1 to 13 
step heights, and 4 widths 


Send tor Circulors SEWOA (Weed) & 56-OA (Stee!) and Deeler Discount 
Manutactured by 


1. D. COTTERMAN 





123 W. Sprit 
Neperville, Minos 





Sell Your Own Duplicating Fluid 


Now you can have your own 
imprint on a lithographed can 
without investing in thousands 
of cans. Keep your company 
name before your customers 


u 
yo" nt 
pr! 
mont 


constantly. Exclusive  territo- 





OUPLICATING ries: also open on our Bantam 


Le 





line. 











W rite for details to 


Spirit Fluid Mfg. Co. 
152 Banker St., Brooklyn 22, N. Y. 








LAT TR REX 


First Name in Carbonsets 


THE LETTEREX CORPORATION 
Washington 24, D. C. 
(a division of Allied Paper Corporation) 


4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2935, Greensboro, N.C. 


Florida has had the spotlight recently when it came 
to opening new stores and big expansions of present 
ones. Now comes North Carolina with two that will 
give any section a race for its money. On January 15 
Green Printing Co., Lexington, N.C. moved into its 


brand new home at 219 S. Main St 


This one is a group-up deal consisting of a two-story 
building, 50 x 100 feet. The ground floor, which is on 
the street level, houses the gift, office supply and office 
equipment sections as well as a private office for the 
proud owners, BURGE and ZEB GREEN. The basement 
section houses the most modern printing plant to bi 
found anywhere and is connected with the upper floor 


Via wide Stairway and a pow red conveyor belt. 


The new store is completely Bulmanized,”’ air-condi 
tioned and is beautifully decorated. The retail area is 
about double that of the old one and the printing plant 


takes on about one third more space 


Alfred Williams Co., for close to 90 years at one lo 
cation, is now in the process of moving into a gorgeous 
new building at 706 Hillsboro, corner of Boylan. The 
nirm expects to remain in continuous operation during 
the move and will hold formal opening between March 
| and 15. This move is to one of the largest and most 
pretentious buildings our industry has seen in many a 


ycar 


Known as the Williams-Cross Building, it is two 
storied with offices on second floor, all rented, and two 
stores, or offices on the ground floor for rental. The new 
store occupies all of the left, front side. This one, too, is 

ompletely “Bulmanized, air-conditioned and has all 
the latest gimmicks in decor and lighting. The corner 
section is carpeted and will house the office furniture 


display Ss 


Although not completed when I saw it, it was tat 
enough along for me to predict it will place far up on 
the list of new stores to compete for the year’s most out 
standing new store. Skippered by ALFRED, JR. and ably 





CAST 
COIN CHANGERS 
DISPENSES PENNIES 
THROUGH DOLLARS 








CHIPBOARD, 
COLOR KEYED® COIN BOXES 
PENNIES THROUGH DOLLARS 


coLoR 

KEYED® 

COIN TRAYS ALUMINUM 
WRAPPED 


COIN BOXES 








IN BANKS, STORES, OFFICES, SCHOOLS... 


WHEREVER MONEY IS COUNTED 


YOU CAN COUNT ON 


MAJOR METALFAB 


@ America’s Foremost Line of 
Bank and Cashier Supplies and Equipment 
SMe Write for FULLY ILLUSTRATED CATALOG No. OP.560 TODAY 


Sue MAJOR METALFAB, INC. 


P.O. Box 3323 * Merchandise Mart 
Chicago 54, Illinois 











ibetted by brother MuRrRAY, who manages the machines 
jlepartment it is easy to see that Williams Co. has its 
wn “new frontiers’ to conquer. The “youngsters” are 
taking over everywhere, it seems 

You will be seeing, and hearing, many fine things 
bout this one so be on the look out. Just in case you are 
puzzled about what city houses Alfred Williams Co., 
y all just come to Raleigh 

While I'm in Raleigh I think I'd be very remiss if 1 
didn't mention the splendid “home-made” job the boys 
it Edwards & Broughton Co. have done on their new 
dis} lays islands, et They have gone modern” too and 
have done the mostest with the leastest I have ever seen 
inywhere. You, too, will be amazed at the transforma- 
tion. And George does say they now have more space 
than they know what to do with. (I’m workin’ on that 


one. ) 


Bradford's Stationers, down in Winter Park, Fla., now 
has a new owner. Davie Sims. Owned by the late Carter 
Bradford and Mrs. Bradford, Mrs. Bradford will remain 
with the store. The firm has had a complete line of office 
supplies for years but leaned towards gifts and cards. 
Although these lines will continue to be pushed, the 


office supplies will be greatly expanded. 


Claxton Printing Co., Atlanta, Ga., has moved into a 
new building and greatly expanded its supply business. 
My “informant” didn’t give the new address, if there is 
one. However, a call or so should clear up that small de- 


tail 


KEN BARNETT, formerly with Lindy Pen Co., is now 
with S. P. Richards in the Tennessee territory and head- 


quartering in Knoxville 


HARRY MCNair, formerly in business in Morristown, 
is now with Elmore Office Supply in Knoxville 

Things got a little “hot” around Rowan Printing 
Co.'s warehouse on the morning of January 13—that’s a 
Friday. A fire did approximately $60,000 damage to pa- 
stock, and other merchandise but comparatively 
small damage to the printing plant or building. The fire 
was discovered about 8:00 A.M. so the Salisbury fire 
department had things under control in short order 
Sam said its a funny thing how “insurance conscious 


one can get after a thing like that 


One of ‘our’ boys has just taken another step up the 





Write for Dealer 
Literature & Prices 


HARDBOARD Fasricators, inc. 


59 BRANCH ST « ST Lou'!s 








Keep Klean Imprinted 
Typewriter and Business Machine 
Covers help you sell more! 


Keep your old customers ‘Dealer Con 
scious” and bring in new ones — by 
sending out your trademark and mes- 
sage with every machine you sell! 
Tough, durable gray plastic, gray rub- 
ber and black rubber. Write today for 
prices, discounts, etc 


KEEP KLEAN PRODUCTS CO., INC. 
4077 PARK AVE., N.Y. 57, LY. 


ee ©) 

eit SCORES 

eiT CAN SLIT 
or PERFORATE 


WITH or WITHOUT 
FOLDING 


falda: a matic 


HEAVY 1 


THE PRINT-O-MATIC CoO., INC. 


724 W WASHINGTON BLVD ° HICAGO 6 ILL 





NEW! Ard’s Early American Style 
Captain’s and Mate’s Chairs 


Exquisitely crafted imported reproductions for dining rooms, reception 
rooms, offices, etc. Strong hardwood frames, maple finish. Naugahyde 
tailored seats optional at extra cost. 

Captain's Chair, saddle seat, cat. price .. rT TS 
Captain's Chair, upholstered seat ss 7% : 35.80 
Mate's Chair, saddle seot peece cee : 26.50 
Mate's Chair, upholstered seat err 32.50 


Usual dealer discounts. 


Send for new 1961 Catalog No. 18 . . . more than 77 
Profit Makers for Dealers. We sell dealers only. 


YL MANUFACTURING CO., INC. 


13. VINE STREET EVANSVILLE, INDIANA 
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MOVABLE 
OFFICE 
PARTITIONS 


e Easily Erected Without Tools 
Positive Interlocked Construction 
Unlimited Versatility 
MARLITE Honeycomb Panels 
Modern Decorative Styling 


SCREENS AND 
ROOM DIVIDERS 


Aluminum frames are custom 
fabricated to fit flat or corru- 
gated plastic panels. May be 
floor anchored or ceiling braced. 


Send for color portfolio of 
“SCREENS AND PARTITIONS’ 


COUNTER 
PARTITIONS 


Universal extruded aluminum 
post fits all positions: At end 
center or corner 


Takes 1/4” plate or 7/32" pat- 
tern glass. 


Easy to instal! 
No visible flanges or screws 
Quick service in all sizes 


In anodized aluminum or gold 
finish 


STELZER MOLDINGS INC. 
23184 Keller Street * South Bend 28, Indiana 
Please send information on 

(] MOVABLE OFFICE PARTITIONS 

[] ROOM DIVIDERS 

C) COUNTER PARTITIONS 


success ladder. WATSON RAMSAY, Jacksonville, Fla., has 
been elected to the board of directors of the Springfield 
Atlantic Bank. That boy do get around 


At this writing BYRON LOGAN and his wife are on 
their way to Hawaii on an all-expense paid trip for win- 
ning a prize in Victor Adding Machines Co. contest 
Carolina Office Equipment Co., Hickory, N.C. went 
366% of its quota to accomplish this. That took quite a 
bit of doin’ and to the victor go the spoils. We will be 


looking for some glowing details, Byron 


GLEN SOUTHERN, owner of Scott Book Store, Ashe 
boro, N.C. will have to do without the services of son 
Jim for the next six months. He is filling his army stint 
at Ft. Jackson, Columbia, S.C. Jim won the movie cam 


era on a drawing by Venus Pencil Co. recently so now 
he can bring back a picture story of his army experiences 


The “marryin bug” has been busy again. RALPH 
BENDER, Atlanta, will lose a daughter, KAREN, but gain 
a son, RICHARD WARNER, on March 18 


JimMy PouND, buyer at Pound & Moore, Charlotte, 
N.C., must have caught the bug from his secretary, 
SHIRLEY. She was recently married (now Mrs. LITTLE) 
and JIMMY will take the big step on May 13. Boy—that 
one ain't the least bit superstitious 


HeEYWARD Myers, John H. Harland, Atlanta, has 
been going through a series of check-ups at the hospital 
in an effort to discover the cause of fainting spells. Sure 
t was nothing more than something like not getting 


enough exercise 


One of the worse shocks received by any of us in 
many years was that news of the sudden death of 
CHARLES F. Ray, Raleigh Office Supply Co., Raleigh, 
N.C., on the morning of Sunday, January 1. ‘Cat’ as he 
was known to all his friends, was secretary-treasurer of 
Raleigh Office Supply; president of Village Book & Sta- 


tionery Store; president of Mrs. Stevens Candy Store and 
secretary-treasurer of Shoemaker Office Supply Co., Wl 
mington. A veteran of World War II he won the Bronze 
Star and a battlefield promotion to First Lieutenant. Cat 


leaves a big void in the activities of the firms with which 





FUTURISTIC 
GALAXIE PLATENS 


and Office Machine Rolls 


Typewriter Tools — Parts — Supplies 
SERVING THE OFFICE MACHINE TRADE ONLY 


AMES SUPPLY COMPANY 


ATLANTA DETROIT 

1190A N. Highland, N.E. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 

1232 Crampton St. 545 Mission Sf. 


CLEVELAND 
1122 St. Clair Ave., N.E. 


AGENTS IN ALL PRINCIPAL CITIES 














he was connected as well as the many other civic and 


business affairs 


Phe Fourth District's publicity chairman, DouG Rus- 
YEN, did himself mighty proud on his first ‘'shot’’ on the 
regional convention coming up on April 13-14 and 15 at 
the Biltmore in Atlanta. That file folder deal really was 


i honey and should do much to boost attendance 


Hope it was su cessful in getting a goodly crowd to 


register befor 


March 1 and thereby make themselves 
eligible for a drawing of 50 bucks. The convention is 
shaping up every bit as good as the one held there six 
years ago and to those who attended that one that is 

enough said 
However, to those new comers, or to those old timers 
who missed that one, this is one you don’t want to miss. 
hat ole army song of “You'll be Sorry” will be ringing 
ears for years to come, so how about it, fel- 


reservation in right now 


Many go to Tep Myers, JACK Cooper, BILI 
KEENAN and “Mrs.” (BOLING CHAIR) JENKINS for 


their invaluable help this month. Do come again 


Metropolitan Travelers 


Hold Dinner Meeting 


[The annual combined dinner meeting in New York 
City of the Metropolitan Travelers Club, Stationers As- 
ition of New York and Region 13, NSOEA will be 
held March 7, 6:30 P.M. in the Terrace Room, Hotel 
New Yorker 
The meeting will center around the presentation of 
the Dealer-Salesman of the Year award by the Metro 
politan Travelers Club. R. F. Ames, purchasing repre- 
sentativ r United States Steel Corp., will speak on 
What Does The Office Supply and Equipment Buyer 
Want From His Supplier.’ 
dinner eting will be preceded by a special 
professional sales program, from 10 A.M. to 
».M. Prepared by Harbridge House, Inc., the pro- 
ously been presented at universities 
ountry. Sales people from the New 
nvited to attend and bring up their 


r discussion 








Upholstered Furniture of 
Distinction For Offices, 
Hotels, Institutions 


Write For New 
Catalog 





first 
time... a 


DRAWING 
LEAD 


in 
...at no extra cost! 


When it comes to quality pencils, 
artists and engineers are fussy. 

But, so are all your customers. 

That’s why General now puts a high- 
grade drawing lead into it’s Semi-Hex 
office pencil. 

The new Semi-Hex is 28% stronger, 
stays sharp longer, writes smoother than 
the old Semi-Hex. It’s made to meet 
higher drawing lead standards, yet it 
doesn’t cost you a penny more. 

Cash in now. General’s Semi-Hex has 
the built-in economy customers want... 
built-in profits for you. 

FREE MERCHANDISING OFFER 

Send us your list of customers. We'll gladly 
send them Free Samples of the new 
Semi-Hex in your name. Once they try them 
— orders and reorders will roll in — fast and 
often! ACT NOW — offer limited! 

Send today for the colorful catalog 
showing General’s complete line of quality 
products for office, school and studio. 


ENERAL PENCIL COMPANY 


69 Fleet Street, Jersey City 6, N. J. 
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PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 


Dealers in the Fifth District are missing a cheerful 
caller. That would be Joz Kopek, who formerly covered 
Ohio and part of Michigan but has cut down on terri- 
tory traveled as a manufacturers’ representative. Joe is 
now concentrating his efforts in Illinois and Indiana, 
working out of the home base in Glenview, III 


New Name for Advocate Office Equipment, Inc 
(formerly The Advocate Store) in Newark, Ohio, has 
been announced by RopertT D. MEINHARDT, general 
manager. In the past this has been a division of The 
Advocate Printing Company, but is now a separate cor 
poration. 


One of the largest office furniture dealers in the mid 
west, The Ohio Desk Co., has purchased the four-story 
building they have been leasing for 43 years in Cleve- 
land, Ohio. 


Ep LEMAN has been appointed representative for 
Maison Gourmet, Ltd. in eastern Ohio and New York 
state. The firm manufactures contemporary office ac 


cessorics. 


Business Equipment Co., Detroit, recently suffered a 
$70,000 loss in a fire that damaged the building and 


destroyed the entire contents of office furniture and 
equipment 


Don CARTER, intrepid manufacturers’ representative 
out of Indianopolis (and my faithful news digger-up- 
per) has been appointed by Bevco Precision Mfg. Corp 
as their representative. Don will present this line of 
chairs, contemporary furniture and costumers in the 
Fifth District. 


Lucky Warm Vacationists — YETTA AND STAN 
YATES, Yates Office Supply Co., Detroit, just back from 
BERNIE AND 
HARRY JESSEE, Gratiot Office Supply, Detroit, enjoying 
a month's vacation in the Virgin Islands. SNOW FAIR! 


a sojourn in the West Indies 


Golden Wedding anniversary was celebrated by the 
FREDERICK Kocus, Sr., Koch Typewriter & Supply 
Co., Jackson, Mich. The couple was honored at a recep 
tion for relatives and friends, which included nine 
grandchildren and three great-grandchildren. Congratu 


lations! 


Doubleday Bros. & Co., Kalamazoo, Mich., has closed 
its downtown retail store, and commercial and retail 
sales will be handled from the warehouse and printing 
plant on Kilgore Road. WILLIAM VERMEULEN is the 
supplies buyer, and WILLIAM WAGONER is manager of 
the office furniture department. ARCH MCKENZIE will 
be general manager of the new store soon to be opened 


in Jackson, Michigan 


Hurry Up and Get Well Department — Marci 
GRENON, lovely wife of GENE GRENON, Gregory & 








EISEN BROTHERS 


MANUFACTURERS OF 


FUNDAMENTALS 


URNITURE WITH THE 
FRAME ANNOUNCE 
SERIES OF DESKS 


THE MODULAR WOOD 
INTEGRATED ANGLE STEEL 
A STARTLING NEW 


FUNDA 


See it at space number 412 at the NOFA Show or write tor catalog 
EISEN BROTHERS INC., 1601 Willow Ave., Hoboken, N. J. 


Plants: Lodi, N. J., Noblesville, Ind., McGregor, Texas, Carrollton, Kentucky 
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Leonard Office Equipment Co., Inc., Detroit, recuperat- 
ing nicely after surgery . . . That ball of fire, ART 
MACAULEY, Macauley’s, Detroit, convalescing well after 
1 heart attack just before Christmas. He hopes to be 
back on the job sometime in March 


Weissinger Paper Co., Lansing, Mich., has been pur 
chased by V. A. Triguet, who has been president and 
veneral manager since 1950. The firm's name has been 
changed to The Triquet Paper Co, Other officers are 
ROBERT QO. BRUEGEL, vice president, and JOSEPH 1 


MARKS, secretary-treasurer 


When in Trouble — Personable HAL SHAPIRO, man- 
ager of Dearborn Stationary Supply Co., Dearborn, 
Mich., has been elected sheriff of the local Exchange 
Club 


FRANK PEEBLES, former office manager of Leeth 
Office Equipment Co., Terre Haute, Ind., has gone into 
his own business. It is called Business Office Suppliers 
at 1628 Wabash Ave. in Terre Haute 


Sir Stork Flies on — Mary Lou and Jim VoOLzer, 
Baers’ of Canton, Ohio, were blessed with a new 
daughter, Joyce ANNE, on December 15. This rounds 
out the even dozen grandchildren for the proud Bos 
DOTSONS, six boys and six girls ...... ALICE AND 
Jor CELA, Sterling Plastics, came up with their first 
boy, CHRISTOPHER KARL, On January 13. They have 


three girls. Congratulations 


It has just been announced that the aforementioned 
Jor CELLA is now associated with Ted Hale, manufac- 


turers rep 


DEATHS 

CHARLES P. RABAUT, veteran of the industry, passed 
iway in December. He formerly was associated with 
Beecher Peck & Lewis in Detroit; more recently a manu- 
facturer and manufacturers agent GEORGE B. 
Morrison, Indianapolis Office Furniture Co., Indian- 
ipolis, Indiana, recently died after a heart attack. Our 


sympathy to the families of the deceased 


ALL SET for 


Be sure you have your reservations in for April 8-29 at 


the regional convention in Louisville? 


The Brown Hotel. Hope to see all of you there 


SEEING IS BELIEVING 


Ask your salesmen to carry a sample of Barkley’s MAGNI- 
FYING Index Tab to SHOW their customers how it speeds 
up File Look-Ups For FREE sample packet write to 


C. L. BARKLEY & CO. ¢ Founded 1921 © Dept. 0a-12 


1220 W. VAN BUREN ST. © CHICAGO 7 © ALL PHONES MONROE 6-706! 
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it's a sale on sight... 


WIT efi 
OFFICE AIDS 


CATA-RACK. For larger, heavier books and 
catalogs. Ideal for systematic filing of record 
albums and directories, even household item: 


**CAPILLARY ACTION" HANDI-PEN NO-OVER-FLO SPONGE CUP. Has 
DESK SETS. leak-proof, will not surplus water compartment Con 
overflow Easy to clean. venient, cleaner. 


"BUILD-UP" HORIZON. FLEXIBLE STEEL KLER- 
TAL DESK TRAY ADESK — MODEL D 


"DEAL SANITARY 
MOISTENERS 


ADAPTO-RACK 
SECTIONAL ORGANIZER 


FILE-A-SIST 
SPEEDS FILING 


FLEXIBLE STEEL KLER- 
ADESK — MODEL 6V 


Write today for full information and prices. 


3-3 Sengbusch Building 
Milwaukee, Wisconsin 
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--- Office 
Appliances 


Edited fer Betaiters of Office Sapplies. Office Marhioes Office Ferertere 


Supplies 


A special section on office supplies merchandising 








NA... 


to the boar: 


As your employees learn more about your business and 
the office supply and equipment industry as a whole, they 
become more valuable to your organization. You can 
speed up this self-improvement process dramatically by 
exposing them to OFFICE APPLIANCES every month. 

The best method is to give each key staff member an in- 
expensive OA group subscription, which includes the 
annual OA BUYERS INDEX at no additional cost. Over 
200 dealers have taken advantage of OA's special 
group rate of only $2.00 per year per subscription, when 
five or more subscriptions are entered. 

It's sound business practice to keep your employees well- 
informed on industry developments: Take advantage of 
this low-cost way of doing it today. Just send us a list 
of your employees (five or more) and we'll enter their 
subscriptions at once. 


-~ Office 
Appliances 


600 West Jackson Boulevard, 
Chicago 6. Illinois 


Gth District Notes 


CHRISTOPHER MALONE, correspondent 
205 W. Wacker Drive, Chicago 6, Ill. 


The annual banquet of the Chicago Stationers Club 
(Chi-Co) as always was a most enjoyable event. Follow- 
ing a delicious steak dinner, many enjoyed playing parlor 
games. A variety of tonsil oils was abundantly provided 
for those suffering from parched throats. BEN PHILBRICK 
and CORTLAND HORR were among the prize winners. 
Ben promised to donate his winnings to his favorite 
charity which is Ben Philbrick. Cort said ‘‘no comment” 
when asked how he would use his prize money. 


HERBERT J. JOHNSTON, president of The Great Lakes 
Travelers Club, is establishing a record for speed in con 
ducting the club's meetings. His customary closing, ‘‘Fel- 
lows, I know you are anxious to get back on the street 
and at work”’ is bringing forth varied comments. 


Sincere sympathy is extended to the family of E 
JAMES BRADLEY who was buried January 2. Mr. Bradley 
was a representative of the Higgins Ink Co. 


ROSE POWELL is recovering from injuries sustained 
while accompanying her late husband BENJAMIN J 
POWELL on his last trip to the hospital. 


CHARLES M. (CHUCK) MorTENSEN, the dynamic 
general manager of NSOEA, and fast moving QUINTUS 
(CURLY) FREDRICKSON, 6th District Governor, attended 
the GLTC business meeting. Chuck outlined plans for 
a continuation of the one-day sales clinics. Those who 
have attended these clinics found them very rewarding, 
mentally and financially. 


Various innovations for the NSOEA Chicago conven- 
tion next September, were outlined and enthusiastically 
received. The buttons popping off Chuck’s vest are 
caused by justifiable pride that his daughter Sue is em- 
ployed on the staff of PreRRE SALINGER, presidential 
press secretary at the White House. Congratulations! ! ! 


Curly’s discussion of the elaborate plans now in work 
for the 6th District Regional at the Leland Hotel, Spring- 
field, Ill., June 2 and 3 leaves no doubt that all attend 
ing the sessions will acquire a wealth of knowledge 


MM idwest- Offers A Complete Line 


Of Multi-Purpose Room Equipment 
~ For Churches, Schools, Offices 


CADDIES 


FOR FOLDING 


CHAIRS, TABLES 


Plenty of leg room with the “Off The fast, easy, safe way to 
Center” leg principle which adds handle folding chairs and 
seating to ends. Lightweight, tables. Engineered for 
sturdy, folds compactly for easy years of durable efficient 
stacking. Perfect for banquets service. Saves time and 
conference and meeting rooms steps 


WRITE FOR FREE CATALOG TODAY 


FOLDING PRODUCTS *\% 


ROSELLE, ILLINOIS © LA 9-2000 


Pedestal Leg 
FOLDING 


TABLE 
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which will assist each to become better and more prof- | 


itable merchandisers. 


Other visitors welcomed by the GLTC were Izzy 
VopaA from St. Louis and G. J. Aigner Co.'s sales repre- 
sentatives Buppy GoopE from Texas and Tom HORN 
from California 


The Great Lakes Travelers Club annual birthday party 
will be held Saturday, April 8, at the lavish O'Hare Inn, 
Des Plaines, close to O'Hare Air Terminal. From the 
report of BEN PHILBRICK, chairman of the birthday party 
committee, many original features have been arranged 
and numerous valuable prizes will be awarded. The ad- 
vance ticket sale indicates a record attendance. 


7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 801/, St., Bloomington, Minn. 


Our top brass spent some time recently in Des Moines 
on a pre-planning meeting. Our next convention will be 
held at the Fort Des Moines Hotel, May 25 and 26. Our 
governor, DEL DEMING of Farnham’s, Past Governor 
WALLY HusBs, Thomas & Grayston, and secretary EARL 
CoLLins, Rockwell Barnes, were met at the depot by 
Lieutenant governor WILLIAM ANDERSON, Des Moines 
Stationery. The ceremony consisted of a band and pres- 
entation of the key to the city to Del. 


Received a nice letter from AL COLLATZ, Hunt Pen 
Co. Al was present at the pre-planning meeting for the 
last of the Lucky Seven Regional Conventions from 
now on it will be called the 6th District. Travelers that 
attended this meeting were BILL CARROLL, president of 
the Travelers Club, BERK ERTLE, EARL COLLINS, LARRY 
GOODHAND, LEN SikorRA, and BoB VATER. Dealers 
present were BILL ANDERSON, BoB BROWN, FRANK 
WHEELER, WALLY HusBBs, BILL PERSHING, JACK 
HUESING, BILL KING, and WAYNE DAVIs. 


LEON BALDWIN of Sioux City Stationery was recently 


married, we learn 


Klipto Looseleaf Co. has merged with Stoyles Press 
and is now called Klipto Stoyles Co. 


President O'TOOLE of O'Toole & Sons Stationery & 
Office Furniture of Dubuque, Iowa, suffered another 
heart attack while busy at the State Legislature. 


GEORGE BERGSTROM, owner of the stationery store in 
Spencer, Iowa has returned from his sojourn in the hos- 
pital and is back in the harness. Happy to hear about 


your recove ry 


Saw our old buddy, STAN GRIEBEL, formerly with Y. 
& E., now head of Thermofax in this area. Sort of wish 
some of the former travelers would attend our meetings 


once in awhile 


Mmm boy, while I'm writing this I can smell that 
venison a bubbling and roasting, so will sign off until 
I put on the old feedbag. 


Real sorry to hear of the passing of our good friend, 
BarT, of Farnhams and MEL HARRISON, also of Farn- 
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TWA Intercontinental Boeing 707 Jet 
Speed Your Sales with this Completely New 
Concept of Time Saving, Quality Erasing! 


SUPER CONVENIENT JET ERASERS 


SHAPE: Almost like a ball point pen. 
Wonderful in “feel” and balance, so 
easy to handle and use! 

STYLE: Smart, transparent polyethylene 
holders, with pocket clip or whisk brush 


for typists. ; 
SIZE: Luxury rubber cores — over 4!/2" 
long. 
SPEED: The smoothest, finest, fastest 
erasing ever originated to gratify your 
customers and speed your sales. 

EXCEPTIONAL QUALITY 

RUBBER TEXTURES 
FOR ALL ERASING REQUIREMENTS 

MULTI-PURPOSE ERASER 
NO. 855 TWIN JET. Brand New! 
Double ended, contains both gray and 
red rubber cores, each over 2” long! 
Gray rubber for erasing typewriting, 
business machine writing, ink; red rub- vA 
ber for pencil erasing and cleaning. 
With pocket clip. 
FOR ERASING INK, TYPEWRITING, 
BUSINESS MACHINE WRITING 
NO. 827 JET. With business-like gray 
rubber core. (NO. 8270 with whisk) 
FOR PENCIL ERASING & CLEANING 
NO. 825 JET. With fine red rubber 
core. (NO. 8250 with whisk ) 
FOR BALL POINT ERASING 
NO. 838 BALL POINT JET.Special “ball = 
point” formula green rubber. (NO. 
8380 with whisk ) I| 





Multiplying volume in refills 
in each texture 
NO. 800 JET TRIO DESK SET 
Unusual and attractive Jet Eraser Set. 
One each Nos. 825, 827 and 838 Jet 
Erasers with refills for each, in attrac- 
tive, transparent, convenient size poly- 
ethylene case. An excellent gift item! 
Quality products to build customer confidence! 


WRITE FOR THE DETAILS 
THAT SPELL JET PROFITS! 
WELDON 
ROBERTS 
RUBBER CO. 
365 Sixth Ave., 
Newark 7, N.J. 


World's Foremost 
Eraser Specialists 

















JET TRIO 
DESK SET 


Finest Quality for the Finest Erasing 


Correct Mistakes in Any Language 





DURABLE and SMART 


furniture 





NO.660 
Wall-Saving Easy Chair 
Rubber cushions and platform 
Size scaled to small room use 


Wide assortment of chairs and tables. See your dealer 
or write us for our distributor’s name. 


AMERICAN CHAIR COMPANY 
Manufacturers 
Sheboygan, Wisconsin 


Permanent Displays: Chicago * New York * Miami * Boston * San Froncisco 


sdb dois 








AC-THRU PROFIT PAIR 


Just 2 in the fast selling, 
profitable C-Thru line 
C-THRU 
SCALEMASTERS 


One for 
architects, 
one for 
engineers. 
Eliminates 
triangular 
and other scales — all scales 
are exposed for instant viewing 
Popularly priced in both 6” and 
12” sizes. 

C-THRU 
REVOLVING 
DISPLAY 
A sure-fire way to increase 
sales. Displays a wide variety 
of C-THRU items. Write for 

complete information. 














Write for FREE C-Thru Catalog 


RULES @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS © OTHER DEVICES 


“V0 file Coppiniy 


HARTFORD, CO WN NG 


hams. We all express our dcepest sympathy to theit 


families 


Nothing new in North Dakota, South Dakota, or W1s 
consin at this writing. Come on, you Knights of the 
Road, got any skuttlebutt ? 


Say. you ice fisherman, how’s about some wild stories 
on your fishing trips? However back up those big ones 


with a picture 


The big fire in St. Paul (Frederick Hotel) was real 
lose to Spe rry’s Office Furniture 


G. B. C. Appoints Thomas 
To Direct Collator Research 


W. E. THOMAS, a pioneer in the 
development of collating machines 
for business and industrial use, has 
been named director of collator re 
search and development by Gen 
eral Binding Corp., Northbrook 
[l]., it was announced by WILLIAM 
N. LANE, president of GBC 
Thomas founded Thomas Col ed 
loators, Inc. in 1947 and served as W. B. shomes 
its president until 1955, when he became chief execu 
Wayne, N.]J. 


Collamatic ¢ orp. became a division of General Bind 


tive officer of Collamatic Corp., 


ing Corporation in 1960. It ts currently expanding its 
facilities in Wayne for production of electric collating 
machines, Thomas reported 





A proven way 
$ to accumulate 


$ money 











STEELS 8<rrONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 
Seal Presses * Legal Seals * Downey Change Trays 
Teller's Moisteners * Currency Racks * Manual Coin 
Counters * Packaging Trays * Linen Shipping Tags 
Steel-Strong Coin Trays & Lift Pans 
COIN WRAPPERS 


Old Style * Rainbow * Automatic * Duzitall 
Kwertet * Tubulor * Gunshell 


BILL STRAPS 
Federal * Colered * Banding 
= 


Write for information! 


THE C. L. DOWNEY CO. HANNIBAL, MO. 


OA—3 /61 





Sth District Notes 


IZZY VODA, correspondent 
2001 S. Hanley Rd., St. Lovis 17, Mo. 


Mr. AND Mrs. Tom Morrow, owners of Business 
Supply Co., Kansas City, Mo. are moving to new and 
larger quarters. Tom, long associated with our industry 
ind well known in our district, started the firm in No- 
vember of 1958. Their moving to the new location at 
03 W. 75th St., Kansas City, Mo. is a good sign of 
progress. We certainly want to take this opportunity to 


wish the Morrows continued success 


We wish to congratulate Midwest President JiMM) 
O'BRIEN, Borrum & Pease and Vice-president HERB 
JOHNSON, Wilson Jones Co. on the excellent job they 
ind other Midwest Travelers did in conducting a most 


1 


rally on January 6 and 7 in Kansas 


We are all sorry to hear about the deaths of BENNIE 
PowELL, A. W. Faber-Castell Co. and JAMES BRADLEY 
f Higgins Ink Co. They were both grand fellows and 
wonderful industry. Our deepest sym- 

close who mourn their passing 


enjoy attending the Great Lakes 
luncheon in Chicago on Friday, Jan- 
8 years in the industry I finally made 
travelers were in attendance which 


ilways heard about congeniality and 








No. 
26503 


EMBOSSED 
DESIGN 
IN 
DEEP 
RELIEF 


NEW! EMBOSSED Wecbro 


“OFFICE APPLIANCES” Waste Basket 


A novelty office basket that will sell on sight! 
Office appliances deeply embossed in chrome 
finish on gray or mist-green backgrounds. One 
of a line of unusual waste baskets. 


Send for new, 12-page full-color catalog now. 





? 
GLNWMttiist BROTHERS, INC. 
3260 W. Grand Ave. ° Chicago 51 
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GENERAL HAS IT! 


Year after year more Dealers turn to 

General Loose Leaf for Quality Binders! 

and here's why: 

High Standard of quality control in the manufacturing 
process insures perfection in each binder 

Gives you the assurance of selling the ‘‘finest!"’ 


SEND FOR OUR CURRENT CATALOG 


eneral loose leaf bindery co., inc. 
720 SOUTH DEARBORN ST., CHICAGO 5, ILLINOIS 





A completely neu line of office seating 
and cccastonat frceces 


designed by J. Charles F exgins 





ee ae ee 
of 


holland michigan 








One of All-Rite’s 
pens for every 
purpose 


All-Rite’s Fiesta Pen features full gay col- 
ors. It is featherlight and smartly styled 
with a distinctive chrome clip. Automati- 
cally rotating point assures uniform ink 
distribution, better writing performance 
and longer life 

784: Medium Line Pen — 49c each 
2084: Refill for above -~— 25c each 
+84P: Photo Copy Pen — 49c each 
HCB4P: Refill for above — 29c each 


7 MAKERS OF 
THE WORLD’S MOST 
DIVERSE LINE OF WRITING INSTRUMENTS 


ALL-RITE PEN, INC. 


HACKENSACK, NEW JERSEY 


See us at Booth R27, NSOEA Convention 


good fellowship of the Great Lakes Club. May I also 
commend my many friends in your club for the wonder- 
ful memorial you established at the Mt. Sinai Hospital, 
Chicago, in the memory of BENNIE POWELL. 


JOHN HEeErsst, JR. manager of Missourian Office 
Supply Co. of Cape Girardeau, Mo., died on January 
17. Services were held at St. Mary's Cathedral on Janu 
ary 20. Mr. Herbst is survived by his widow, a daughter, 
Mary, and sons, Mike and Stephen 

Color Art Printing and Staty. Co. 201 S. Kirkwood 
Road, Kirkwood, Mo. has built a much larger printing 
plant located on Highway 66 in Kirkwood, Mo. In- 
creased business has necessitated the installation of big- 
ger and better equipment in the new plant. 


Marc Kitcu, formerly with southwestern News, 
Kansas City, Mo., is now associated with Stan Litman 
Office Supply Co., 513 E. 18th St., Kansas City, Mo 
Best of luck, Marc! 


Ware Given Curtis-Young Appointment 


John B. Ware, veteran ribbon and carbon expert and 
factory representative specializing in these supplies in 
the Southwest, has joined Curtis-Young Corp. as super- 
visor Of sales and district factory representative in the 
states of Oklahoma, Arkansas, Louisiana and northeast 
Texas 

Ware is already known in this territory. He will in- 
troduce Curtis-Young products including the new photo- 
copy machines, papers, chemicals and supplies as well 
as the Copy-Right and Stand-By copyholders. 


THE VERY BEST VALUE 
IN COPYHOLDERS 


STAND-B 


» Patented Knee-Action Grippers 
Hold All Copy Securely 


seu 


16°W «x 12°H o°W x 16"H 


YOUNG CORPORATION 


RTYOUNG 





pick the proven profit line of shelf-service snapaparts 


Repli-Memos Purchase _§ | [ K 


Blank Rogersnaps 
Invoice Forms Bills of Lading 
Voucher Checks 
Salesman's Contact Report 


Rogersnap Carbon Second Sheets 
Legal size W-2 Forms 
[ psecagpeene 


BUSINESS FORMS 
P © BOX 10425 oauas 7 texas =““BUSINESS FORMS SPECIALISTS’ 
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Sth District Notes 


TOM GULLEDGE, correspondent 
4020 Modlin St., Mesquite, Tex. 


W.H DAV} 
tive of Dallas, reports for the benefit of the dealers and 


DAVELER, manufacturers’ representa- 


travelers who are wondering why they have not seen 
him recently, that first he was called to North Carolina 
because of family illness in December. Then second 
reason is that he has been recovering from an accident 
causing some broken ribs. Dave hopes to be out travel- 


fr soon 


H. Dorsey DouGLas, Sr., Oklahoma City, whose 
ompany uses the same name, died January 4 in that 
ity. He was 79 years of age and retired from the com- 


iny about a year ago 


Frontier Manufacturing Co. of Dallas, one of the 
pioneers in the nation’s steel shelving industry, cele- 
brated the completion of its new manufacturing facili- 
ties with an open house December 15. HAROLD VERTEL, 
sales manager for Frontier, reports that several hundred 
dealers from the Southwest attended this formal open- 
ing. The open house consisted of a personally conducted 
tour through the plant followed by a buffet and cocktail 


party 


Frontier was established in 1947 and is now the 
largest manufacturer of steel shelving and allied equip- 


nent south of the ¢ hicago area and distributes its prod- 








SOLID introduces 
A NEW INNOVATION IN STORAGE 


™ CABINETS! 


A truly versatile cabinet — 
an exclusive reversible hinge 
which can be changed in 
seconds permits use of door 
ON right or left side of cab- 
inet — 


Truly a terrific selling point 
for you! 


Made of heavy gauge steel 
electrically welded through- 
out — 2 adjustable shelves. 


Available from stock in solid 
grey. mist green. olive green 
and desert sand. 


No. 20 Sizes: 30)/,""H., 20°°W., 16°’D. 


$25.95 list 


Only one of a complete line of steel office equipment. Send 
for our 16-page illustrated catalog. It's FREE! 


SOLID INDUSTRIES CORP. 


221 West 17th St., New York 11, N.Y. CHelsea 2-5200 
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and ECONOMY 


It to last 
pice {0 se 


Four Drawer, Two 
Drawer and One 
Drawer Files with 
Nylon Rollers and 
Compressor Blocks 


lemaiee of QUALITY 





DURABLE 


FILING EQUIPMENT 


Seven Styles 
and Sizes in 
Durable Grey, 
Mist Green and 
Desert Sage. 
Beautiful 


“DURA-STYLED” 


Plastic Molding 
in matching 
colors. 








BLUEPRINT CABINETS 


Write for our attractive color 
Catalog Illustrating the com 
plete line of Tables...Desks. 

Filing Equipment... Sectional 
Desks...Bookcases and Sec 
tional Bookcase... Telephone 


and Utility Equipment and Engi- 
neering Blue Print cabinets. 





PROMPT SHIPMENTS FROM OUR WAREHOUSE STOCK 


DURABLE DESKS ARE CAREFULLY PACKED IN 
STURDILY CONSTRUCTED WOODEN CRATES 


DURABLE FILES ARE PACKED IN INDIVIDUAL CARTONS 


DURABLE 


DEPT. 0-11 
38-42 REVIEW AVE., LONG ISLAND CITY |, NEW YORK 
RAvenswood 9-3580 


SEE US AT THE NOFA CONVENTION 
IN NEW YORK — BOOTHS 404-405 





. e - 
office accessories No. 1500 When you sell the VALCO line you can 
p Nobility be sure there won't be complaints and 
of beautiful ee returns ... or calls from irritated cus- 
- No. 408 , tomers to “please come fix the darn 
spun aluminum —— ’ E thing!” VALCO accessories are lifetime! 
4 They’re built to last forever. 
co 7 
No. 17-C 
Monarch 
Costumer 





No. 1900 
WGR 
Bel Air Wall 
Garment Rack 


S | 


No. 25 
Torchier 








FG 


{ 
i 





} 














AVAILABLE 
AT NO COST 


No. 56-S Write today for the com 


Regal Sand Urn plete folder that contains 





all specifications and price 


data of the complete VALCO UY 
Line. It’s designed to fit a / 
standard file and includes 


separate reproductions of 


LIFETIME “"™ 


OFFICE ACCESSORIES 





d 














in the best circles 
you'll find... 

the budget line 
that’s quality 
conscious Visit Us 


At The NOFA Show 
Booth 107 























sTEeL PRODUCTS | i See the BIG SURPRISE! 


The exclusive new desk 


PRICED TO LEAD with built-in privacy. 


CHALLENGER STEEL 


PRODUCTS CORP. 


350 Morgan Ave. 
SEND FOR NEW CATALOGUE SHOWING OUR COMPLETE LINE Brooklyn 6, N. Y. 
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ucts to nearly every business and industrial category 


throughout the world. Our congratulations to this fine 


irm 


Shelby Office Supply of Dallas suffered an unfortu- 


nate fire in its store December 12 about 5 P.M. The fire 


was confined to the stock room in the rear of the build- 
ng and did no damage to the front of the store, execu 
tive offices, or the company records. Even though the 


fire did an estimated $40,000 damage, they were open 


for business the next morning at the usual time and have 


remained open during their usual business hours ever 
since and invite their many friends to stop by and visit 


with them 


H. Dorsey Douglas, Inc., 123 Park Ave., Oklahoma 
City, is moving about March 1 to 409 Classen of the 
same city. The new location affords more space, all de- 
partments on on 
new store has about 20,000 square feet of floor space. 


floor and ample parking space. The 


It has been at th old address since the opening of the 


| had the pleasure of attending a Midwestern Travel- 
rs Club sales rally and clinic in Kansas City, Mo., just 
recently and was quite impressed with what I saw and 
njoyed. The Travelers manned booths in the Continen- 
tal Hotel where they showed and demonstrated and dis 
cussed merchandise to the benefit of the dealers and 
dealer personnel in that area. About 135 registered for 


this show and were honored by a nice luncheon and 


DAV. 


talks by RALPH Moser of Carpenter Paper and Federal 
Stationery Co and by Homer Lay of NSOEA 


A. F. “HEINIE” SENGBUSCH, manufacturers represent 
ative of Kansas (¢ ity, announces his retirement as of the 
first of this year. Heinie, as he is known to all his many 
friends and associates, retires after 49 years on the road 
and plans to spend all his time simply enjoying life as 
certainly he should for he has surely earned it. He will 
be missed, for Heinie is probably one of the best known 
and liked individuals in this industry. He represented 
Bankers Box Co., Sengbush, and Vogel Peterson Co., in 
the midwestern states of Oklahoma, Kansas, Nebraska, 
Iowa and Missouri. Good luck, Heinie. 


Joe Harris has not retired as stated in December 
After many years of employment in Houston, Tex., he 
has decided to move to Birmingham, Ala. near his farm, 
which is located near Laurel, Miss. Joe is now a manu- 
facturers’ representative and travels the Southeast where 
he started in the office supply and furniture business 
many years ago with Zac Smith Stationery Co. of Bir- 
mingham. Joe has been well accepted in his latest duties, 
his health is just fine and he is doing a real good job 
and any one who would like to contact him can do so 
by writing him at his home which is 2800 20th Place, 
Ensley, Birmingham 8, Ala. Joe would like to hear 
from his many friends in business. 


And in closing I would like to add that I have heard 


yy CHANGEABLE LETTER 


CORK AND CHALK BOARDS, NAMEPLATES, METAL 
SIGNS, OFFICE ACCESSORIES...With such a complete 
line of Bulletin Boards and Directories, DAV-SON 


woOoD OR 
METAL FRAMES 


gives you the widest possible sales opportunity. No 
matter what your customers need, you can meet 


their requirements with the largest, the finest, the 
best known line of its kind now on the market. 


WRITE today for complete literature and details on 
DAV-SON's profit-maker franchise. No inventory . . . ne 


stock necessary! 


AMERICA’S MOST COMPLETE LINE. . . DAV-SON 
SINCE 1932 





[NOTICE 





Dept. OA 311 North Desplaines Street 


Chicago 6, Illinois . 


Telephone: STate 2-6683 
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no complaints but on the contrary I have heard many 
express their pleasure and appreciation for the new ar 
rangement of our district which will be Oklahoma, Ar 
kansas, Louisiana and Texas 

Naturally everyone regrets our losing our close friends 
and neighbors in the fine and proud state of Mississippi, 
for many in that state contributed greatly to much of the 
success that our region now enjoys and our blessings go 
with them when entering their new district 

But our regrets in losing Mississippi are certainly off 
set in our happiness and pleasure of inheriting the great 
state of Oklahoma with its hundreds of fine dealers, 
travelers, and sales personnel. 

We should all be encouraged for we have every reason 
to feel that our district will continue to prosper and 
grow and be successful. Of course, all depends on the 
interest, participation and effort put forth by the person 
nel of our industry in this region and I trust everyon« 
will make some extra effort to explore the benefits and 
pleasures derived from belonging and being active in 
this district. 


Seibert Heads Cincinnati OMDA 


WILLIAM SEIBERT of Seibert Office Machine Co. was 
elected president of the Greater Cincinnati Office Ma 
chine Dealers Association at the organization’s annual 
meeting recently held at Vernon Manor Hotel 

Other officers elected are DANIEL L. ARMSTRON« 
Central Typewriter Co., vice president; PETER WILSON 
Business Equipment Co., secretary, and JOHN GESSING 
Office Machines Co., treasurer. 


Roth Sales Up 10%; 
Gain Seen for ‘61 


Sales of the Roth Office Equipment Co., Dayton, 
Ohio, were up 10% for 1960 compared to an industry 
forecast of a 6-7% increase, CHARLES W. ROTH, presi- 
dent, announced. 

Roth’s sales of office furniture and equipment jumped 
25.4% over 1959 and was the second straight year sales 
in this category have been up substantially. 

“We feel this is an outstanding record in light of 
general business conditions the past year’. Mr. Roth 
said. The increases were due to the acceptance of the 
lines we carry, a strong sales force, and a hardworking 


advertising and promotion program which is starting 


its third year this month. 

Roth's is forecasting a 10% sales increase for 1961. 
The firm is ranked in the top 5% of office furniture, 
equipment and stationery firms nationally and serves a 
nine-county area in southwestern Ohio. 


November Typewriter Shipments Listed 


November shipments of domestic typewriters, accord- 
ing to figures from the Department of Commerce, 
amounted to the following: 

Electric standards . 23,001 units 
Manual standards .... ... 34,306 units 
Portables. 60,963 units 


118,270 units 


handles all your paper work... 


7" 


Rubbermaid 
Letter Trays 


Knows all the ‘‘ins and outs"’ of organized 
bosses. Special features like recessed grip, 
sloped back, noiseless non-scratching feet 
and unbreakable easy-to-clean plastic— 
makes Rubbermaid the favorite. Letter 
size, $2.00; legal, $2.60—includes tray and 
four risers. Choice of grey, beige or mist 
green. 


Wastebaskets 


Just about the most used equipment in any 
office. Always looks new because they’re 
rust-proof, dent-proof, unbreakable. Easy 
to keep clean, just wipe with a damp cloth. 
Large selection of round or rectangular 
styles in standard office or decorator colors. 
From $1.49 to $4.98. 


BE SURE YOU HAVE 


FULL DETAILS. FRRubbermaid J 
ite tgp 


COMMERCIAL DIVISION ¢ RUBBERMAID INC, WOOSTER, OHIO © COOKSVILLE, ONTARIO 
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MAYLINE 


10th: District Notes sae 
GEORGE E. WHITE, secretary ail sia Profitable 


Rocky Mountain Travelers 


1596 Jackson St., Denver 6, Colo. — D ° 
, rafting 
Our Travelers’ annual meeting December 16 at the T 
: ables 


Oxford was a near record for member turnout, much to 
the credit our Acting President Jim ELLERTSON who 
sparked the gathering and prepared the program which of Wood! 
was strictly business . . . until after the meeting, that is. > 

Featured was a rough-drawn reading of proposed new 


constitution and by-laws now in hands of committee for For efficient, sturdy, economical, long lasting wood drafting 


ompletion and final vote next May at the district con- tables investigate Mayline products. Tables are both attrac- 








vention in Salt Lake City tive and practical. They are sturdily built of Oak, with solid 
, Basswood steel end cleat tops, which can be tilted thru an 
Men On the Move: Don GILLETTE (formerly of 


Wyoming Stationers), has opened his own store at 204 
S. Third, Laramie, Wyo. Bit BELCHER has purchased Prices for the V-Model pedestal tables start at $65.55, and 


angle of 50 degrees. 


MAYLINE 
INITAVW 


the Johns Office Equipment store at Loveland, Colo. $98.25 for the 4-Post tables. Dealers, these are profitable 

BILL CHILDRESS goes with Wholesale Office Equipment items for your drafting equipment trade. 

Co. Denver office as of January 1. For several years Bill 

covered the area for Weber Costello “a... 
FORREST BOOTH terminates with Associated Stationers 


ifter nearly 12 years’ coverage of this area. No plans at . C | 
: | Mayline Co. Inc. 


the moment, says ‘Boots 


625 NO. COMMERCE ST. 


Past President Jim WOoLLEy and family have left for 


his new Parker Pen assignment at Los Angeles. His re- 

iy. 7 SHEBOYGAN, WISCONSIN 
placement here is KENNETH DEMAC. JOHN K. MCc- i 
CRANER is the area Paper Mate rep and recent new mem- WOOD 4-POST TABLE 
ber. BRUCE THOMPSON is now with Stanfield’s at saa vanes 

















eee 


this coupon will bring you our new catalog 
The Decorator Series of office accessories is a ovten ’ ¥ JASPER TABLE (0., JASPER, INDIANA 


exquisite furniture. Designed with contemporary simg 


will complement any executive office setting. This s 2S Please send new catalog with complete details 


tures an enhancing combination of genuine wainut woods 
eco] a O] attractive metal legs — finished in jet biack, brushed t ( NAME 





chrome. Fine craftsmanship 


piece a long life and extra year ADDRESS 


series JASPER TABLE COMPANY city 
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Cheyenne. GENE CALKINS (New Mexico School Sup- 
ply) and EUNICE recently moved into their new home in 
Albuquerque at 1406 Las Lomas N.E hope we got 
the right one, Gene 

Mixing business with politics is HOWARD BABCOCK 
(Roswell Typewriter) elected sheriff for his home 
county and Jim PATTEN ( Paper Mill, Las Cruces) as 


State senator 


Mountaineer’ Frank Lipp and wite have moved to 
their Pine, Colo. home permanently along with an in 
crease in their family. “Pretty Baby’ the cat. 


Lee SHAMALEY has withdrawn from the family busi 
ness of Shamaley Co., El Paso. JACK Morris and BIL! 
HARRISON of Morris-Harrison, El Paso, have dissolved 
their partnership, with Jack continuing operation of the 
Office Service Center and Bill the downtown store on 
Mills St. 


NoRM JOHNSON formerly with Field-Parker at El 
Paso is now associated with General Supply, Albuquer 
que. And MARVIN ADKINS, who was with Field-Parker, 
plans to enter the field as manufacturers representative 


Che population explosion has struck at BILI and 


ELAINE LOVERIDGE, leaving a beautiful little girl, which 
makes three . and CARL NICOULIN says shortly he'll 
be a grandpa, again. Which makes an uncle out of JACK 
NICOULIN, eh? Or ‘poppy, which ? 


The Ailing List: EARL DosskTT continues to show 
improvement following recent surgery and MARGARE1 
Wituis (both of Kistler’s) is still unable to return to 
her outside sales job, pending recovery from a leg 
broken several months ago. JOHN DURBIN (Bachman’s, 
Greeley), shows steady improvement from a heart attack 
and we learn Dick JOHNs (Fort Collins) also is much 
better. There are others but no report on them recently 











FRANK LIpP reports the passing of Marion's mother 


on Christmas day 


Here and There: Construction is progressing on 
Carpenter Papers’ new modern warehouse and office 
plant in the fast growing northeastern industrial area 
Being near the airport, some of the boys could fly to 
work providing they have wings or a plane. 


Carpenter has announced the annual Merchandising 
and Sales Clinic for Friday and Saturday, April 7 and 8, 
at the Cosmopolitan Hotel, Denver. A great treat for 





area dealers 


MARGE BRANNAN (Colorado Office Supply) spent 


the only place they won't December in California. Had fun, we betcha. California 


- 7 was also the goal of the ELMER PEARCEs’ (Rocky Mt 

stick is on your shelves Bank Note, Pueblo) where Elmer starts his 41st year 

with this concern. Began at the age of 13 as office boy 

Elmer served two terms as Dist. 10 Governor and he 

Elmer's products turn over fast. Profits go up. No wonder and ‘B’ are always to be seen at industry conventions 
—with all the ads in top consumer magazines backing ) 

them. Stock 'em all. See your supplier or write Elmer, 

The Borden Company, Dept. CSV-31, 350 Madison Ave Late flash tells us that JERRY BRASEL (Herkert’s, 


nue, New York 17, N.Y. Pa 
(Available in Canada.) BORDE N &-3 Boulder ) is NOW a proud grandfather a boy and the 


ern.0 first in the family. That's great, Jerry 


Congrats, folks 
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11th District Notes 


A. R. Bud" Deckstader, Correspondent 
8735 22nd Avenue N.W., Seattle 7, Wash. 


Secretary of the Oregon Trail Travelers, Arr Joy, 
s high on the list of boosters for the beautiful winter 
weather in these parts. Art recently returned from a 
hilly trip to the Columbian Art Works factory in Wis- 
onsin. That weekend the temperature on the Oregon 
oast was in the 70's. We think that District Governor, 


+. 
LARRY Moore has arranged all this to get a big turn- get in the 


out at the regional convention in May. If the weather 


is perfect in January, how can we miss in May? — ° ‘. 
GENE Aris, HENRY ROZEBOOM, HUGH VINEYARD oS PROFIT 
ind BEN MCMULLEN have combined their talents, re > a°O / 
sources and over 75 years experience to organize an % ¢ PICTU RE 
off ice ent and supply house in Spokane. Each ‘S: c ty 


equipm« nN 
of these men has lived and worked in the Spokane area * 
for many years and it looks like Desks, Inc. is off to a with eee 
flying Start 
LesTER HUNTER, president of Pacific Stationary, is 
back on the job part time after a triple-decker operation 
By the time this is published we hope that Bop FLYNN SEA FOAM BOND 
of Flynn’s Stationery also of Portland is back at his 
stand. Bob was also in the hospital for an operation. C RBONSETS 
im RuTTER of Rutter Stationery, John Day, Oregon, A 
was in a Portland hospital in January Should be as good 


S me b 1O . 
she Se km Here are three big reasons why you can 


A long time friend and one-time competitor of mine ; ; 
passed away in Spokane January 12. Jo—E OGDEN was expect quick turnover and bigger profits 


with the Parker Pen Co. in Portland and Spokane. Al- from your CARBONSET business. 
though he was no longer in the industry many friends 
vill feel the loss and offer sympathy to SHIRLEY and 
laughter KATH) ie) melt) Vel aa 

The Pacific Northwest contingent to the Western 
NSOEA show in Los Angeles should be a big one. I Every CARBONSET contains water- 
look torward to grecting a lot of old friends and mak- marked SEAFOAM BOND, quality 

ye new ones too leader in lightweight paper. 


‘Arresting, Imaginative”’ 


Window Display COMPETITIVE PRICE. 


CARBONSETS cost no more than other 
carbon sets made with unwater- 
marked paper. 


SELF-TEACHING ... 


Complete instructions are imprinted 
on every set. The typist sees how, 
while she inserts the paper. 


See for yourself. Send for a free trial supply of 
CARBONSETS today. Dept. OA-361 


This window slay at Spencer's Office Supply, Burley 
Idaho, was selected as one of the 10 most “original, imagina 
and attention arresting’’ displays tying in with the Rem 
Rand table Typewriter Division's “Be a Hit at 

The office supply firm received an RCA 


ph as an award 
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No. SOH 4 ft 
Single-faced Wall 
Stand with double 
hat shelves and 
full length hanger 
rail. Comes 2 ft. 
to 6 ft. long 











Decorator 
Line 


A new line of quality tubular wardrobe 
equipment designed, built and dis- 
tributed by the creators of the famous 
“Office Valet Checker’ and ‘‘Check- 
erette’’ Lines of wardrobe equipment, 


Modern as tomorrow these beautiful 
wardrobe racks are quality through- 
out. Shelves are built of closed end, 
anodized, heavy walled aluminum 
tubes. Tubes are securely held in 


No. DDH 
Double-faced 
racks with 
hanger rails. 


No. KSD 
Single-faced 
wall stands 
with coat 





clamp-top. die-cast 
brackets. The supporting columns, 
frame and bases are of heavy walled 
square tubular steel. Reinforced and 
securely welded. They are strong 
beyond need—will not sag, sway or 
creak, no matter how heavily loaded. 


aluminum 


noeks. They provide large “wraps” capacity 
in small space; they come in 2 ft. to 
6 ft. lengths, on large casters or on 


No. KDD 
Double-faced 
racks with 
coat hooks 


Wall-Mounted Decorator Line Racks 


No. 21 Wat Shelf provides hat shelf 
with full length rail for garment hang- 
ers. Mounts on any wall. Die-cast alu- 
minum brackets can be moved to any 
desired center. Lengths by the even 
foot, 2 ft. to 8 ft. inclusive. See be- 
low for finishes. 


No. 31 Hat Shelf provides hat shelf 
with suspended die-cast aluminum 
anchor coat hooks instead of garment 
hanger rail. Provides complete hat 
and coat facility that extends only 
10” from wall. 


No. 11 Matching General Utility Sheif 
or auxiliary Hat Shelf, (bracket design 
automatically spaces tiered shelves 
properly). Mounted at any height, this 
shelf fills a hundred needs. 


No. DLS1 This attractive and efficient 
2 ft. wall unit holds 4 coats and hats 
Extends only 10” from wall. Special 
receptacies take ‘“‘Y’’-top garment 
hangers—prevent hanger loss. 


glides. They match and can be used 
with the Decorator Line wall racks 
shown below. 


12th District Notes 


Don Hanne, Correspondent 
219 Elvia Ct., San Rafael, Calif. 


Thanks to DANNY 
ing the holiday season in handling the column whil 


[THOMPSON for taking over dut 


this writer took off for Chicago and the usual yearly 
sales meeting 

Speaking of traveling, ART AND Mrs. Ferry had 
quite a sojourn in the Orient the latter part of Noven 
ber 

Also, RAy LANGLEY went on to New York. I hav 
been informed that Ray has received his company’s 
award as the top salesman for 1960. Congratulations t 


\a\ 


It just scems that everyon is on the ZO lately 
SANDY” RockoFrF of Western Jobbers spent the last 
two weeks of January vacationing in Phoenix, Ariz 


JACK POLSTER tells me that he and Mrs. POLsTeE! 
will be taking off after the NSOEA Western show for 
an extended ocean cruise to the warmer climes of the 
Pacific Southwest, taking in Papecte, Tahiti, Auckland 
New Zealand, Honolulu, et 
other stock split to take a trip like this. 


Must have picked up an 


Also, on a sad trip as far as the 49ers are concerned 
ANDY 
Phoenix, Ariz. Andy was a great help to the 49ers, our 


AND Mrs. GRANT leaving us for retirement 11 


industry in the Northwest and the San Francisco area 
and will long be remembered by his many friends. Sure 
going to miss my golf partner and hope that he returns 
often to visit. A farewell luncheon was given to Andy 
by the 49ers on January 20 at Shields Godspeed, Andy 


A hearty welcome to our club goes to Everett Ders 
Blaisdell Pencil Co.. who also, 
A girl. Congratulations 


incidently, becam 
proud father December 
AL STANTON, American Bindery, is another new ad 


dition to the roster of the 49ers 


At the recent college bookstore convention in Sat 
Diego, BILL Roos introduced his charming bride of on 
week. He was combining a honeymoon and business 


The 49ers wish you and your lovely wife a lifetime ot 


happine SS 


DANNY Kerr will be playing in the Lucky Interna 
tional Golf Tournament at Harding Park. We will sur 


be pulling for Dannay to be among the top contenders 


for honors 


You will be happy to learn that ALICE KERR got her 
mink back, thanks to all of our readers who passed the 
word along. This confirms our belief that all of our 
people are honest and that this was just a case of mis 
taken identity of a fur stole. The switch has been made 
and Alice can now dry her tears 


Sorry to hear that our good friend and member 


Write for Catalog showing ‘‘Decorator’’, 
“Office Valet’’ and ‘‘Checkerette’’ lines 
of modern wardrobe equipment DL-13 


VOGEL-PETERSON CO. 


“The Coat Rack People” 
RT. 83 AND MADISON ST. ° 


GEORGE RICHMOND had his Christmas loused up by 
operation. Understand 


stay in the hospital with a back 


he is well on the mend now, and this is good news 


ELMHURST, ILL. Che 1961 dues are now payable. Kick in, boys 
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13th District Notes 


Milton Stone, Correspondent 
320 Broadway, New York 7, N. Y. 


We members of the Fourth Estate must stick together. 
Having said which I can now inform you that Tom 
GRANT, recently appointed Eastern Editor of OFFICE 
APPLIANCES, is engaged to beautiful PATRICE PESEK, 
a former model. All the staff wish them the best of the 


be st 


Let's congratulate MARTIN MOLDow, chairman of the 
Met Travelers Club program committee, as well as HERB 
GRAYSON and WALLY FisHER, the others who comprise 
that committee for shaping up a tremendous all-day pro- 
fessional sales program to be given by Harbridge House 
it the New Yorker Hotel on March 7, preceding the big 
joint dinner meeting. The program is the same, only 
ondensed, as those given over three or four-day sessions 
leading universities to sales personnel sent by many 


of our largest industries, at a cost of $100 


The all-day program starts at 10 A.M., includes lunch 
ind sales materials, and costs only $10, a mere pittance 
for any forward-looking salesman who feels it is time 
he graduated from the minor leagues to the major 


leagues as a member of his profession. 


Governor GEORGE REICHMAN informs us with par- 
donable pride that he has obtained as the feature speaker 
it the regional convention at Grossingers in June, the 
Comptroller of the State of New York, ARTHUR 
Leavitt, who had the distinction of being the only 
Democrat elected to an otherwise all-Republican slate. 
Having now had several running battles with Governor 
Rockefeller, his address will attract the interest of all the 
onventioneers 

Ruby LAN« xposition manager for many years, has 
signed up an excellent array of exhibitors for the forth- 
oming O.E.M.1.’s Business Equipment Exposition at the 
New York Coliseum, April 17-21. Members of both the 
stationery and the office furniture fraternities are well 


idvised to see that they do not miss this important show. 


nces are extended to AL LEviTT upon the 
NATHAN, on December 13 


Our condol 


oss of his father 


Pres. BiLt LOWENTHAL had the pleasure of greeting 
RosE CUSHMAN at the January 10 meeting of the Met 
Travelers Club. A fine attendance, some 50, joined him 

welcoming Rose, who has endeared herself to the in- 
dustry for h nany years of devoted servic« 

The January meeting of the Stationers 12:30 Club 
elected the very popular AL SEIDMAN to its presidency. 
He was given a fine send-off by some 80 jovial members 


who turn d out to vote him in. 


SAL BARELLI, who has given of himself so unselfishly 
n the work done by the Lions International, has the 
c00d wishes of his numerous friends as he moves his 
Barr Metals Co. to new quarters in Newark 
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T.M.* 
*“The Magnificent”’ 


An entirely new concept 
in Office Machine Stands 


NEW CONCEPT IN 


© DESIGN © CONSTRUCTION 


NEW CONCEPT IN 


e PERFORMANCE AND VALUE! 


@ One Piece Top @ Square Tubular Legs @ Retracting 
Device Foot Pedal Operated @ Non-skid Plastic Tread 
On Bottom Of Foot Castings @ Bracing Ingeniously 
Designed @ Modesty Panel 


ALSO! This NEW Worthy Addition to our 
Complete Line of Quality Products 


Meet Mn. Eleven Seventy Seven” 


NEW! 
MODEL 1177 
Solid Steel Top 


Two Drop Leaves 


Retractable Casters Foot 
Pedal Operated 


Square Tubular Legs 
Welded-on Side Braces 


Plastic Foot Cushions 


Design—Charles E. Jones and Associates, Inc 








A new concept in “Ease of Assembly"’-just a few 
screws, a few minutes. TIME SAVED- MONEY SAVED. 


* + * 


Delivery above models April 1st. 
* + * 


New Tiffany catalog now in mail. 








‘TIFFANY STAND CO. 


7350 Forsyth St.Louis 5, Mo. 




















ould you believe 


Introducing the first folding table to combine slim 
leg styling with dependable structural rigidity —the 
new HOWE “S00”. 
} 

Office space can be costly. Multi-purpose rooms 
help keep costs down. Such rooms can now be fur- 
nished with a folding table that combines contem- 
porary, slim leg styling with “solid as a rock” 
rigidity—the new HOWE “500”. Consider these 
design features: 


1, Unique construction eliminates visible leg braces. 


2. A 3” deep, flat black, baked enamel! “apron” runs 
the table’s full length and across the ends. 


it? This table folds! 


3. Handsome Formica top and edge create an air of 
quiet elegance. 

4, Legs are finished in a choice of satin chrome or 
flat black, baked enamel. 

Good looking, the new HOWE “500” is also struc- 

turally sound. Legs are 1%” square, welded steel 

tubing. Each leg has its own lock; all locks operate 

from a single lever at the table’s center. Magnets 

secure legs in the folded position. 





HOWE FOLDING FURNITURE, INC. 

1 Park Ave., New York 16, N.Y. 

FREE! Write for catalog, describing the new 
“500” and other HOWE CustomLine Folding Tables. 











THE RIGHT CHAIR AT THE RIGHT PRICE 


handsome 


IS THE WORD FOR 


JASPER CHAIR COMPANY’S 
ALL NEW 


award 





No. 931US 


JASPER CHAIR COMPANY «+ JASPER, INDIANA 
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NEW OFFICERS of Stationers 12:30 Club. From left: Jack 
Silber, Phil Tagley, Harry Sills, Mort Libien, Al Seidman 


Herbert Grayson, Ed Leventhal, Fred € 
Harry Fensterhein 


Griffiths, Jr., and 


Seidman Heads Stationers 12:30 Club 


ALBERT SEIDMAN of Venus Pen and Pencil Corp 
was elected president of the Stationers 12:30 Club re 
ently. The New York Club elected officers for the com 
ng year at their annual election meeting. 

Joining Seidman on the slate of elected officers are 
JOHN Fisk, Vail Mfg. Co., first vice-president; MICHAEI 


GENTILE, A. I. Goldberg, Inc.; second vice president; 


and G. F 
$cc retary 


GriFFITHS, JR., Noesting Pin Ticket Co., 
Members of the Board of Governors are HERBER1 
GRAYSON, chairman; RICHARD KARASIK; RALPH BAR 
NETT; Mort LiBieN; JACK SILBER; Harry SILLs; PHU 
TAGLEY; CHARLES WANSKER; and STANLEY GEISMAR 
Honorary 


Board of Governors includes EDWARD 


HEALY, Lou CaRRACI, HARRY FENSTERHEIM, JAMES 


EDWARD LEVANTHAL, Biddle Purchasing Co 


treasurer; HurRLEY and Nat KREMER 


Dd 


LOOSELEAF PROTECTORS 





The newest 11” x 814” sheet protector with a 
revolutionary 4-ply binding edge. A superior 
product of super strength — AT NO INCREASE 
IN PRICE! Independent laboratory test results 
proved K-M Plyex protectors are 25% to 35% 
stronger. Available in Acetate and Mylar 


Write for brochure and samples 


KINGSBACHER-MURPHY CO. 


9830 BELLANCA AVENUE »* LOS ANGELES 45, CALIFORNIA 
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Modern as tomorrow! 
...Priced for today’s budget! 


KRUEGEHR 
All-New 
i, BHRGLASS 
‘CHAIRS | 


No. 3201 ARM CHAIR 


Black or Chrome steel legs 


ma 


No. 3101 SIDE CHAIR 


Black or Chrome steel legs 





No. 3001 


~< Black or 


GANG 

THEM! THEM! 
for for 
storage safety 


Curved and shaped to body contours 
Krueger's Fiberglass chairs help 

raise the standards of seating comfort - 
add colorful warmth and beauty to 

mn tell a 


mooth finish — 


any room setting. You cc 
Krueger chair by its rich 
free from seat ‘bumps 
leg attachments are molded-in as an 
integral part of the one-piece fiberglass 
body. These chairs offer 
flexibility, too, because you can stack 


seating 


or gang them (Model 3001 and 


mix or match their softly hued decorator 


| Coral 


colors of Sand Beige, She 


Evening Gray, Turquoise and Parchment 


UNSURPASSED FOR DURABILITY . 


Krueger Fiberglass is virtual 
indestructible, is color permanent and 
ng tubular 


nd built t 


last a lifetime! In short, these chairs 


cleans like new. The str 
steel legs are wobble-free 
are terrific and priced far below 
what you'd expect to pay for such 


permanized quality 


Whike tor coic 


descriptive brochure 5 


actuol Fiberg 


METAL PRODUCTS *GREEN BAY* WISCONSIN 
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Movies, In-Store Clerks 
Sell Filing Systems 


The Utility Stationery 
coupled promotion efforts with the Oxford Filing Sup 
and uncovered two significant facts. The 


Stores of Chicago recently 
ply Co., Inc., 
first, probably of the most significance to the two com 
panies involved, was that during one week of the pro 
motion more than three times the gross sales of Penda 
flex systems and supplies were registered than had been 
the average for any previous month. And, of a more in 
dustry-wide interest, the second important fact was that 
in-store clerks can sell filing supplies 

This information came to light as the result of the 


continuous showing to retail customers of a colored 


FASTER £45162 fier 
()xford PENDAFLEX 


Lem Ree 


adjacent to film presentation of Oxford line enables 


manager of Utility Stationery Store in Chicago 


DISPLAY 
O. A. Tischer 
to demonstrate capabilities of system to an interested customer 


film extolling the flexibility and ease of operation of 


the Oxford line. The eye stopping novelty of motion 
pictures which attracted customers as they entered th 
store gave clerks a ready opportunity to sell. 

The success of the promotion can be attributed 
The broad proposal 
promotion came REYNELL, fr 


and director of Oxford's Midwest 


good degree to adequate planning 


for the from ROBERT 


ional sale S manager 


SNAPEX TAX & STOCK 
BUSINESS FORMS MANUFACTURERS 
Brie 9 


W-2—Approved Federal, State and City wage 
tax reports for processing in one operation. 
Forms specifically designed for NCR, Bur- 
roughs, etc 

STOCK FORMS—iInvoices, Bills of Lading, Pur- 
chase Orders, Expense Reports, Speed Letters 
Credit Memos, etc 

You accept the orders—we do everything else 
under your name. Excellent profits. All forms 
imprinted or plain 


IMMEDIATE SHIPMENTS right from stock 


Write for trade PROFIT-PLAN now! 
Serving the trade from Coast to Coast 











sales training school, and co-ordinated with O. A. | 


TisCHER, manager of Utility’s store at 65 W. Washing- NEW PROFITS 
ton Blvd. The details were worked out by LiTCHARD 

DICKINSON and Nits BERNHARDT, Oxford representa- | e 

tives associated with the training school. with MODEL 


Directly inside the store entrance two projectors were 


set up, directed about 20 feet down the center aisle at a 
projection screen. Two copies of the film were on hand 
to permit a continuous showing; when one being com- 


pleted the second was begun. Directly next to the pro- 


jectors, a display had been erected which highlighted Spirit Process Addresser 


salient features of the line. Dickinson was on hand to 
be of service to customers. Now with 
Part of the program included a training session for in- “u UTOM TIC DRIVE” 
store clerks. With a new insight to the line, they sug- A A 
esa 7 . . . . 
gested applications for filing supplies and directed cus- on moistening roller 
tomers to the display. Tischer says clerks who had pre- tion 


viously left the sale of these supplies to the outside ° Op at 
salesmen were wrapping up the aaa hanging frames -Eqsiet «Higher Spee — Prints 
for customers to take with them. If any fine points con- -Bo 
cerning the line’s capabilities were brought up by the 
customer, the clerks co-ordinated their sales presentation 
with Dickinson 
At the outset, the promotion included presentation 
of the film at Utility's 77 W. Monroe St. store during 
the following week. The healthy success, however, may 
prompt showing of the film in still others of Utility's 
seven downtown stores, Dickinson says. 


Gordon Given Storch Tepper 
Assignment 


ARNOLD StorcH of Storch Tepper Associates, New 
York City manufacturers’ representatives, has advised 
dealers of a change in assignment. 

The New England representative, Ray GORDON, who 
for the past two years has represented all of the firm's 
manufacturers in that territory, will now limit his activ- 
ties exclusively to the sale of Ferrometal partitions 
(Division of Milwaukee Stamping) and Modern parti 
tions and walls 


In providing expert counsel with dealers, Gordon will 


ontinue to cover the six New England states and is NEW PRECISION ADDRESS 
ivailable in Boston at 80 Boylston St., telephone LI CARD FEED — GREATER CARD 
7171, and in Hartford, Conn.., telephone OR 3-2117 HOPPER CAPACITY 


assures high speed — trouble free operation 


Designed for FAST, LOW COST addressing of: 
ENVELOPES @ POSTCARDS @ CIRCULARS @ STATEMENTS 


Products with TELLS be & Profits NO PLATES - NO STENCILS - NO GELATIN - NO INK 








” Prints from paper address slips prepared 
STOCK and SELL red in a standard typewriter —or written with 
OFFICE SUPPLIES eof" 4 a ball point pen. 


The eS — Address card has ample area for keeping 


Complete fined of j records. Use it for record information as well 


INKS * ADHESIVES + STAPLERS as address information, if wish. 
* STOCK STAMPS » MARKING } pet Gon, © you 


SANDS - NUMBERING MACHINES. : NATIONALLY ADVERTISED ¢ FULLY WARRANTED 
« TYPEWRITER RIBBONS and — | . 
other office devices For further information write or call 


Sead for your BRAND NEW = MASTER ADDRESSER COMPANY 
CATALOG NO. 90 > 6500 OA West Lake Street Minneapolis 26, Minnesot 
Vv a America’s leading manufacturer of low cost 
me DIV., BANKERS & MERCHANTS, Inc. — spirit process addressers and duplicotors 
3229 N. SHEFFIELD + CHICAGO 13, ILL. 
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More ana More Leading Drattsmen, 
Accountants and Artists 


are INSISTING on 


7ra- Potut 


LEAD POINTER 


For Perfect Lead Points — 

Blunt to Hairline. Two Models. Variable Toper Model 
Standard Model gives you points up ae per er ager 
to %” long without breaking. Just 
insert lead and rotate lid. 

Write for Literature and Dealer Prices. 


you want. 


LONG 
ELWARD MANUFACTURING CO. OR IN 


Boker Street . Coloma, Michigan BETWEEN 


The De Luxe CONVERTIBLE 


Smartly tailored office 
chair cushion of deep 
molded foam rubber 
covered with cool fibre 
on one side and cor- 
duroy on other. In 
Brown, Green, Maroon, 


Grey. 


Send for illustrated folder 
showing full line of office 
seat cushions, 


The Perfect Rubber Seat Cushion Co. 


6451 Edmund 51. Philadelphia 35, Pa 


Loose-leaf envelopes, 
punched; card-holders, 
any size; menu covers; 
factory record pro- 
tectors; tag holders; 


bill-fold envelopes; 





stamp containers, efc. 


M A R K 1 & 1 @) Capitol Station Box 6452 « Phoenix 7, Ariz 
MANUFACTURERS OF CELLULOSE ACETATE PRODUCTS 


Made of acetate 


(flame resistant) 





transporent cellulose 


We build to fit your ~ 











particular need 


Write us details. 


Office Machines Need .. . 
PACKER PADS for QUIET EFFICIENCY 


Beauty and utility combined in 
sound construction - Noiseless Mul- 
tipreen Cushioning Hardboard 
Base - Protective Metal Trim - 
All Packer Pads have Raised 
4 Legs Artificial Silk 
ermit Easy Posi- 
tioning of Adding 

Machines 


Also Available: 
Packer Universal Pad 

9 SIZES Fits All Office Machi 
TAILORED TO FIT ye oe Rennes 
Opening and Closing 

Patented to Desired Size 


RAYMOND PACKER COMPANY 
42 Hampden Street, Springfield, Mass. 


Deaths 


H. Dorsey Douglas, Sr., 


79 founder and tormer president 
of H. Dorsey Douglas, Inc., Okla 
homa City stationery and office sup 
ply firm, died January 4 in an 
Oklahoma City hospital 

Douglas was born and reared in 
Dallas, Tex., where a branch of 
the family founded The Dorsey Co 
around 105 years ago. Douglas 
came to Oklahoma City in 1925 

ind was connected with the Western Bank & Offi 

Supply Co. for a number of years. He was president ol 
Wesbanco when he resigned in 1935. That year he a 

quired controlling interest in the News Dispatch Co. in 
Shawnee, Okla., a firm founded in 1900, with its chiet 
business the manufacturing and lithographing of blank 
books, forms and stationery. He immediately established 
in executive and sales office in Oklahoma City. 


[he following year, 1936, he moved the entir 
operation to Oklahoma City, changing the firm name to 
H. Dorsey Douglas. Retaining all operations of the 
News- Dis} atch Co., which was serving every county, city 
and school district in the state of Oklahoma and many in 
states throughout the nation, he added office supplies, 
office machines, office furniture and equipment. The 
business was set up in its present location, occupying a 


three-story and basement building at 123 Park Ave 


Douglas remained president of his firm until Iast 
ir when his son Philip a quired controlling interest 


ind he retired to the position of counselor. 


The decendent was active in church and civic affairs 
ind was a steward in Nichols Hills Methodist Church 
He also served as chairman of the board. He was a past 
president of the Oklahoma City Chamber of Com 
merce, past president of the Downtown Rotary Club 

ember of the Men's Dinner Club and Petroleum Club 


Survivors include his widow, Olivet; two sons, H 


Dorsey Douglas, |r., and ilip R., both of Oklahoma 


City; and three daughters, Mrs. A. J. Bullard, Mrs 
William S. Burt, both of Oklahoma City, and Mrs 
Homer B. Russell, Great Bend, Kan 


Mildred Rose Horder, 


wife of Harry G. Horder, who retired in 1953 as 
sident of Horder's, Inc., died February 1 in Foley 


Funeral Services were held in Magnolia Springs 


Surviving with the husband are two daughters, Mrs 
Yager and Mrs. Doris Rich; two sons, Robert and 


lL] grandchildren and brother 
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How To Advertise for 


by D. PETER BOWLES 

advertising consultant 

Pompono Beach, Fla 

rlising lor Revd 
mn-Erickson, Inc. 1) 
{dministral 


4 WAN AREY 


up sut lor Met 
Ua “pt di Small Business 
Miaré \ 56) 


Advertising is often treated as a step child by small 
businessmen. Their opinion on the subject is typified 
by one owner-manager who recently expressed his views 
n this fashion 

Yes, I 
times I send out flyers, and occasionally I buy a few 


My ads 


tell people what I've got to sell. That's all there is to it, 


advertise. I place ads in a newspaper; some- 


spots’ on radio—now and then even on TV 


sn't it? There is no mystery to advertising 
Advertising Is an Art. True, there's no mystery to 
idvertising, but there is an art to it. Yet this fact is 
all too frequently overlooked by small business adver- 
Many of them, in fact, appear to spend their 
dollar Blithely 


the need to spend it with much care, they 


tisers 


advertising without much reflection 
unaware ol 
seem to feel that any slap-dash, hurriedly-conceived 
id will and 


dangerous and expensive delusion. 


bring in customers profits This is a 


Profit, Prestige 


have lots of customers 


You might protest: But | 
So, nothing much can 


They come in, and they buy 
be wrong with my ads. 

Think again. How do you know that the right kind 
of ads might not attract more people to your store? 
How do you know that the right kind of ads might not 
ittract customers with larger spending ability? How do 
you know that the right kind of ads might not sell those 
higher-priced, slower-moving items at a more rapid 
pace? You don't. 

But profit alone should not be your sole motivation 
in advertising. There is the matter of what might be 
called “image building.” Briefly, it means creating 
among customers and non-customers alike a favorable 
impression of your But more about this 
important point later. Right now let's turn to certain 
decisions you as owner-manager must make. They are 
decisions facing both the newcomer to advertising, 


business 


and the man who intends to place his advertising 
basis 
should 


efforts on a more ‘scientific’ 
Before you advertise, you 
definite and vital decisions. But before you can make 


make certain 








SI 


SPRINGER-PENGUIN, INC. 


WILL PRESENT AN EXCITING COLLECTION OF 


New and Redesigned Refrigerated Furniture 
Featuring the NEW PENGUIN ‘‘CONSOLETTE”’ 


AT THE NN.O.F.A. conveNTION-EXHIBIT 


* NEW YORK COLISEUM 
* FEBRUARY 23-26, 1961 
* BOOTH NO. 418 


SPRINGER-PENGUIN, INC. 9-07 34th AVE., LONG ISLAND CITY 6, NEW YORK 
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NESSEN SWINGS 


NS961 SWING ARM LAMP $54 LIST 
Three-way switch controls two sockets. Solid brass with 
brushed or polished finish or satin chrome plated. White 
toyo shade with metal baffle. Available, too, as wall lamp 
(NS970) or floor lamp (NS979). 
NESSEN STUDIO INC., 

317 East 34th Street, New York 16, N. Y. 


them with any degree of intelligence, you might re 
view in your own mind a basic question: Why Adver 
tise At All? 

Why Do You Advertise? You advertise to (a) let 
people know you're in business; (b) let them know 
what you're selling; (c) keep the firm’s name before 
customers—actual and potential, and (d) make special 
offers on special occasions. And (you might as well 
face it) you advertise because you competitor adver 
tises. Finally, if you use advertising with the broadest 
possible long-term aim in view, you advertise because 
you want to create a favorable image for your firm. 

There are sound, practical reasons for advertising 
But their conversion into an actual campaign must be 
preceded by equally sound and practical decisions on 


your part. These decisions are: 


Decision One: Determine Your Use of Funds 


No one but you knows how much you can afford 
to spend. And there is no easy answer to the question, 
How much should I spend?’ But several sources can 
help you make the best possible determination im you 
ise. They are: (1) Your trade association and trade 
publication; (2) your business acquaintances who have 
had experience in advertising; (3) a professor of ad 
vertising in a college or university near you, and, finally, 
(4) your own judgment 

Whatever figure you arrive at, it should be one 
that will allow you to make your campaign effective 
There is little point wasting money whispering if 
your competitors are shouting 








A NEW CONCEPT IN TIME! 


TYMETER 


ELECTRIC NUMERAL CLOCKS 


NATIONALLY 
ADVERTISED 


#100 JEFFERSON — Dome shaped full vision window. . 
glows in the dark. Walnut or ebony plastic case. Height 4 \ 
width 734", depth 4". Weight 3 lbs retail $9.95 plus 
applicable tax. 
TYMETER Clocks are different—smart looking . . . wholly 
new in concept—and with plenty of consumer appeal! "Time 
at a Glance" colorama numerals register every second, 
minute, 10-minute and hour. Guaranteed | year 
25 other models from $9.95 to $100 
Write for full color Catalog and Price List 


PENNWOOD NUMECHRON CO. 
7249 FRANKSTOWN AVE. 


PITTSBURGH 8, PA. 





SCHWAB New Deluxe Insulated 
Portable Ledger File 


Offers Extra 
Capacity 


No. 1930 
Pull-Type Handle 
Dual Drawer Locking 


CERTIFIED FIRE Protection 1700° 1 Hour 


TOP INSULATED LEDGER DRAWER extends 29!/2" clear of 

the cabinet permitting storage of 9,000 ledger sheets size 

8'/, x II". Lower storage drawer non-insulated. Yale Pin 

Tumbler Key Lock. 

Convenient “Point of Use’’ Fire protection for valuable 

records. Records never need leave the file. 

Convenient Operating Height— No heavy lifting of trays. 

Posting Machine carriage clears top of ledger file. 

Roll-Around Portability— Easily rolled alongside posting 

machine or any other desired location. 

Operating Ease— Drawer has finger-tip operation, gliding 

easily on extra heavy multiple ball bearing suspension. 
WRITE FOR COMPLETE INFORMATION AND PRICES 


SCHWAB SAFE CO., INC. ‘taraverte, INDIANA 
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Decision Two: Pinpoint Your Public 


In your trading areas there are probably several ad- 
vertising media: Radio, TV, newspapers, shopping CONFERENCE TABLES 
guides. Use one or all of them, depending on your finan- DESKS AND SEATING 
ial resources. But first, be sure you know what audience 
you want to reach through them: Women? Men and 
women? Teenagers? Young people? Older people ? 
[he upper income level only? The lower income level ? 
The middle income level? Householders ? Apartment 
iwellers ? Farm rs or city people ? 
Of course, chances are that you might want to reach 
several of thes groups plus some other groups not 
entioned here. But it is unlikely you'll want to reach 
verybody in the trading area. Of course, you are the 


best judge of what public or publics you do want to 


ip} eal to 


You are also the best judge of your merchandise (or 
service) and who the potential purchasers are. You know 
full well, for instance, that the modern furniture you 


irry appeals mostly to the younger set in the com- Catalog inquiries invited SHOWROOMS: 
munity. Your ads, then, might stress the ‘‘modern look,” LOS ANGELES: Furniture Mart 
lines, luxuriousness—rather than simple comfort and SAN FRANCISCO: Western Merchandise Mart 
onvenience, attributes that might appeal more to the SEATTLE: Harmon Matin Associates 


der group CHICAGO: Jack Phillips, Inc. 
— - . , . “gy NEW YORK: California Contemporary 
Decision Three: Select Your Sales Claims 


What do you want to sell? When possible, stress one C oO _ w A M E _ A 


m (two at most) in your ad. Be speci hc A claim an affiliate of VISTA Furniture Company 


You can't beat our prices” is fine if you can 1040 NORTH OLIVE AVENUE, ANAHEIM 5, CALIFORNIA 
itiate it. Your ads, remember, will create an image 


OFFICE MANAGERS 
AND PURCHASING AGENTS 
CHEER GUMPTION... 


because nothing compares 
with Gumption’s superaction 


cleansing power wpas it Ts tee | NATIONALLY FAMOUS — 
comes. to removing hecto- 

graph and ditto ink stains — ) PRESOLD FOR YOU! 
carbon and crayon marks — a ? a ™ 
From Linoleum and. Plastic tara | Bi SH ROWLES, — the best known 
Desk Tops. | Be | letin boards. Biggest profits, fast 


delivery and complete lines of the 
world’s finest 











DEALERS CHEER GUMPTION... 


because only Gumption sells and sells and 
resells right off the counter . . . and only Gump- 
tion brings man-sized profits that make it smart 
business to carry and display and feature Gump- 


tion Desk Top Cleaner. Available in 12 and 36 ; ALA) 4 Wall hanging, portable and cabi- 
0Z. cans - . net boards. All kinds, all standard 
’ sizes and specials on fast delivery. 


@ CHALKBOARDS 
@ CORKBOARDS 
@ PEGBOARDS 
@ BULLETIN BOARDS 


IRVA L ASSOCIATES - /# write for profit program and prices 
sete \— a 
Division of Gumption Products Corp. ROWLES MANUFACTURING CO. 
56 Reade Street @ New York 7, New York e@ BaArclay 7-8482 6400 W. Cortland ¢@ Chicago 35, Ill. 
SEE US AT BOOTH NO. 318 — NOFA SHOW 
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designed by Norman Hekler Associates | (an impression) of your store beyond the immediate 
item or items you offer. If you want your store known 
for its high quality items, your ads should reflect this de- 
sire. But if you want to sell to a broader market, don’t 
intimate that you carry luxury goods, and then strengthen 
that impression by leaving out prices. This is a sure way 


of putting your message across—in the wrong way. 
Decision Four: Judge Your Advertising Media 


This decision calls for study. You have a choice of 
several media through which to convey your message 
Radio, TV, newspapers, shoppers’ guides, flyers, car 
ards, and direct mail. What can each do for you? For 
instance, how much of an audience does the radio or TV 
station reach—and what type of audience? How about 
the newspaper? And how much will it cost you to reach 
that audience? Can you afford one or more of these 
media? And what about those flyers and car cards and 
direct mail? Will they be effective, and is the expense 


involved low enough to justify their use? 


Compare and contrast the costs involved, and the 
1udiences reached by each of the available media. Then 
make up your mind how to spend that valuable advertis 


ing dollar 


One way to waste money is to select the wrong 
medium—wrong, that is, for a particular advertiser. Few 
small stores, for example, are in a position to advertis« 
in national or regional magazines. Few are likely to get 
a return from such advertising which would compensate 
them for the money spent. Another good way to waste 


funds is to advertise in the wrong local radio or TV 


MO NA R ( H a I os show—wrong for a particular advertiser. Advertise your 


teen age apparel on a local disk jockey show known to 


F: r— a broadcast pop music; not (generally speaking) on a 
i \ i classical music program. 
But the type of show is not always the sole criterion 


of suitability. Sometimes approach counts. You sell 
(say) perfume. Is that an item to advertise during a 
boxing match? It can be. Make the copy (particularly 
around Christmas): ‘““Why not give the woman in your 
life a touch of Perfume X? She'll love the delightful 


fragrance. . 


If you have the money to use several advertising 
media at one time, fine. If not, you have to make a deci- 


tut; bi , i sion based on facts and figures you have gathered 
&@ solution to problems in Ollice Which is the ove medium which will do the most for 


seating. Functional designs, attractive yet economi- my store? 

This, too, is important: Whatever medium you finally 
select, advertise in it consistently, An ad now and then 
popular wood finishes on solid walnut or finished won't do much for you, unless it is intended to advertise 
a special, one-day sale for instance. If you can advertise 


cal, are available in a wide range of coverings, with 


to specifications. For more informa- 
only once a week, advertise on the day when your mes 


tion or other ideas in office seating sage will have the greatest impact. If Friday is the big 


. : shopping day in your community, you might advertise 
... LOOK TO THE LION .. . sym- Pe ‘ or the day before every oak People 
bol of superiority. thus will expect to see your ad, will even look for it 
MO N A R 8 bo That’s one way of building trade 
FURNITURE COMPANY, INC. é' Creating the Good Ad 
HIGH POINT, NORTH CAROLINA 
SEE MONARCH IN NEW YORK: NOFA EXHIBIT SPACE 733 Ads good ads—can be profit-and-prestige producers 


NEW YORK COLISEUM © PERMANENT NEW YORK SHOW- But too few owner-managers pay sufficient attention to 
ROOM ANTHONSON & KIMMEL 440 PARK AVENUE SOUTH their advertising and its preparation to let ads become 
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ae 
is helpful to business as they should be. What are the 
objectives of a good ad? r p Vy 


lmn edi ile | }) 


(1) Attract attention and arouse interest 

(2) Establish a major claim Stora e of Records 

(3) Prove that claim with specific facts and figures sen 
(4) Sum up the sales argument 


es Set ea eee en a Recommend Koyal Vernon 


(6) Identify the store clearly and memorably 





Long-Term Ain 

Create a favorable “image.” RP-073 3 INCH PARALLEL PRONG RING BINDER 

Getting the Picture. To be specific: Think for a 
moment of how you may have been dealing with a Tough pyroxylin-coated Buckram 
supplier, largely by phone, occasionally in person in 
your office. What do you really know of him? You know hard cover laughs at wear and 
his merchandise, you know that he delivers it on time. 


looks good too! Heavy precision- 


Apart from that nothing ' 
Suppose, at the beginning of the business association, machined, double positon lever 

you wished you knew more about him. How could you , 

have managed it? By going through his building, by ’ .. . first position for working 

talking with him in his office several times and over 1 

xtended periods by even talking to his employees Then makes sheets lie flat. Second 


in image of his organization would have formed in your position opens rings fully for 
mind. You would feel more at ease dealing with him. 
And that image would come to mind whenever you sheet changes. Ideal for storage 


thought of that particular supplier, perhaps just when the and continued use of catalogs, 
term Uf plier was mentioned in your presence 

Image of a Business. Such a mental picture—if it manuals and bulky material. 
is favorable—can be a great asset to a small business. 








Size 11x 842 —3 rings. 


But all your potential customers can’t know you and 
your store on a personal basis. Most of them know very 





little—if indeed anything at all—about you. Even those 
people who are customers of yours already, may drop in 
only occasionally to buy an item or just look around. 
In this situation, advertising can be used to fill the gap 

’ late-blue canvas, hard cover 
in personal acquaintance. S 


Advertising, properly used, can help you build up | resists wear and constant 
in a potential customer's mind the right image of your 
firm. He will get a good feeling. As a result of that good | abuse. Exclusive spring ac- 


feeling, he will think about your store each time he tion post clamps hold sheets 





is about the make a purchase of an item which you 
arry. That's the objective of image creation . one securely. Loading and un- 


iim of adve rtising 


loading is quick and easy. No 


How Advertisers Go Astray cuteide state te mar desk of 





Is there one single, simple way of creating sales and table. Holds up to 2 inches 
a positive image through an advertisement? Unhappily 


not. Many ingredients go into a good ad, the most | of material (also available in 


important of which will be discussed later. First a look 

it some ‘“‘trouble-makers.”’ 4 inch depth No. RBM 44). 
The Busy, Busy Ad. It “spills ink.” This advertiser, | Size 11x82, two posts. 

inxious to get his money's worth, has filled up every 

ivailable inch of what space. (Or, on the radio, he has 





jammed in too many words.) The result ? Confusion— 
not communication 

The Who-Sells-It Ad. It tells all about merchandise 
sold, prices charged, store hours, parking facilities. 
But where is all this available? This advertiser seems 
to believe that his name and address are non-essential. 

The Come-and-See-Us Ad. It is like an invitation 
to a masked ball. You can’t tell what you're going to 
see if you go. Its message: “We are friendly, nice 


' 65 DUANE ST., NEW YORK 7, N. Y. 
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HANDCRAFTED 


in fine metals, Smith Metal Arcs 
desk accessories are a dignified 
compliment to every executive 
desk. 


CLASSIC 


designs create a pride of owner- 
ship not to be found in any 
other line 


METICULOUS 


attention to detail gives you a 
line of accessories which are 
unsurpassed in quality the 
world over 


|@ | SMITH METAL 


iO ARTS CoO., INC. 


1721 Eimwood Ave. 


'@ | Buffalo 7, New York 


is a 


|f 


SHOP EQUIPMENT 
AND STEEL SHELVING 


Modular Benches e Steel Shelving e Work Benches 
e Stock Carts e Handicabinet* Benches e Servic« 
Trucks e Stacking Boxes e Parts Bins e Small 
Parts Cabinets and Cases 


Your customers seeking top quality steel equip 
ment can be selective and satisfied with BAY’s 
complete line. New products with exclusive 
features maintain the same high BAY stand 
ards of proper design—produced right, uncon- 
ditionally guaranteed. 

And, BAY’s system of limited franchise dis 
tribution and complete distributor protection 
insures freedom from wanton price cutting 
maintains BAY’s top quality line for distribu- 
tors to sell. Check our new catalog and prove 
it to yourself. 














BAY PRODUCTS DIV. 


AMERICAN METAL WORKS INC. 
1818 W. Cambria St., Phila. 32, Pa. 
BAidwin 9-1805 


people. So why not drop in?” This advertiser seems 
to believe his ad is irresistible, that it will lure people 


in as if by magi 


Ingredients of a Good Ad 


What are the ingredients of a good ad? This Aid 
can't be all-inclusive, but here are some of the musts 
of a selling, favorable-image-creating ad (more de 
tails on this subject can be found in Small Marketers 
Aids No. 23, “Individuality in Retail Advertising, 
available free from field offices and headquarters of 
the Small Business Administration, Washington 25, 
oe. 

Originality. Special type faces, unusual headlines, a 
atchy slogan, a unique approach to copy in print 
and on the air: Use them—but don’t overdo them 

Simplicity. Stress one item, one sales claim, on 
point. Couple simplicity with clarity and meaning 

Strength. Make a definite claim. Be positive, be 
forceful, be direct. Hedging shows lack of conviction, 
can cause loss of customer confidence. 

Believability. Sell your wares hard, but don’t over 
sell them. Extravagant claims may work once, often 
boomerang later. Consumers have a good memory for 
i bad deal 

Quality. Let your ad create a good image. Your ad, 
ifter all, can tell a lot about you—and your business 

Restraint: Use as much space (or air time) as you 
need to tell your story—and no more. Give the reader 
listener the information he needs to make an intelli 


in a word.. .STRONG i 


The Steel Framework Makes The Difference 


BANKERS BOX COMPANY 
2607 NORTH 25th + FRANKLIN PARK, ILLINOIS 
Western Plant & Office 1354 SO. CLAUDINA + ANAHEIM, CALIFORNIA 


If You're An Average Dealer You Can 


Sell ASENTRY 
Every 30 DAYS 


$680 Yearly Sales From $57 Inventory! 


Yes, Sentry dealers average 12-times-a-year 
turnover .. . gross $680 from $57 invest- 
ment. A floor model does it, because Sentry 
drop ships to order. And Sentrys sell for /ess 
than half as much as average competitive 
safes, yet return you full profit. 

Big-safe features include Ver- Model S-3 
miculite insulation, built-in 3- — gyg. List 
number combination lock, 

bank vault type lock bar, 2 io 95 
drawers. U.L. “C” label. Write ° 

for details. 


Model S-C 

Sentry $-3 safe plus con- 
cealing cabinet of genvu- 
ine mahogany, walnut or 
blond wood. Suggested 
list $129.95 


JOHN D. BRUSH & CO., INC., 563 West Ave., Rochester 11, N.Y. 
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gent appraisal of your store, but don't drown him in a 
sea of words or pictures. 

How do you go about fixing up an ad that will 
include those ingredients? To tell others about your- 
self, you have to know something about yourself. So 
it is with a business advertisement 

Composing the Text. Before putting anything on 
paper, you should 

(1) Take a fresh look at your firm 


> 


(2) Find the one or two key points you want to 
ommunicate 

(3) Present these points in a concise, dramatic, 
lear-cut way 

(4) Be certain that the message (a) in the head- 
line, opening line or paragraph of body copy quickly 
states what you're about to say; (b) then gives the 
basic details, and (c) end by summarizing what's been 
said. This method is particularly vital for radio or 
TV, where the listener cannot refer back to the ad. 

(5) Look for non-essentials and, if you find any, 
ut them out 

Illustrating the Ad. Use any device that will drive 
home your message. If a picture will help, use it. 
Good, appropriate illustrations can strengthen an ad’s 
uppeal; and they can convey information, too. Funds 
permitting, don’t use a static picture of, say, a toaster 
if, instead, you can show a girl using one. It won't 
be any news to you, but the latter picture will “flag” 
more readers than the former 


When an « 


xpensive item is bought in your organi- 


A GOOD 
NUMBERING 
MACHINE 
AT *16.50 LIST 


... A PRICE YOUR 
CUSTOMER WILL PAY! 


No. NM-2H, Size 2. Six 
wheel; consec., dupl., trip., 
quad. Chrome plated. 
List (incl. excise tax) $16.50 
less our regular discount. 


SOLD ONLY THROUGH DEALERS 
LOUIS MELIND CO. 


FOUNDED 1893 TELEPHONE GR 7-4200 
3524 NORTH CLARK STREET, CHICAGO 13 
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MEET THE “NEW CHAMP” OF THE N.O.M.D.A. 
HASCO’S RUBBERIZED CUSHIONED TOP OFFICE MACHINE STAND 


HASCO’S 
rorece BRAND 


Retails for 


$15.95 each * 


Eliminates SLIDING . .. SLIPPING ... VIBRATING . . . NOISE! 


This new RUBBERIZED CUSHION TOP stand from Hasco stops 
typewriter slip’ . even when carriages are banged hard .. . 
actually permits tilting almost twice as far without slipping of any 
office machine . . . proof positive that machines will not move on 
this surface under normal operating conditions. 

Send your order today! Immediate delivery! Be the first dealer 
in your area to offer this revolutionary new stand 
* Slightly higher West of Rockies 


ORDER TODAY! 
No. 1900-4-CR Office Machine Stand with rubberized top. In Gray or Brown. Top 
size 16” x 18”. Leaves: 8” x 16”. Free rolling 3” Casters (2 locking casters). 
Available with Formica Top. Drawer. and in Chrome, at slightly additional cost 
Shipped set up, ready for use — 2 in — 42 Ibs. 


monufactured ond guaranteed by 


|e Par: Pa 6 OB DE CD > = ae OF OF 


822-824 Spruce St. © St. Lovis 2, Missouri 


Note: Write for our new, free, full-color brochure covering the 
entire HASCO line of Office Machine Stands 


Variety i¢ the spice of caleg! 


LOOSE LEAF 
COVERS 


5¢ to $1.50 Retail 


. 5 
S 
Amfile Built-in 
Fasteners 
Variety means happier, more profitable customers . . . and Amfile 
has the hottest seasoning to increase customer demand! 165 styles, 
materials and colors plus new covers and new colors to help excite 
buying action. Order a stock of Amfile Loose Leaf Covers today 
and attractive counter display, too! Most items available in boxed 
assorted colors. 
Extra Dealer Profits From Amberg 
All Amfile filing supplies, covers and paper specialties listed 
in our new catalog can be combined on one order to earn 
Combined Order Discounts 


AMBERG FILE & INDEX CO 


KANKAKEE, ILLINOIS 





zation, you size up the value of that item before you 
reorder. Do the same with your advertising 

Some people love to criticize any advertisement 
they see. So, discount casual remarks which disparage 
your advertising program and don't be discouraged 
by them. Don't, furthermore, as a result of suc h 
criticism hastily decide that there is something wrong 
with your advertising methods 


Guides for Judgment. Instead, be guided by actual 
customer behavior. Ask “‘first-time’’ customers what 
made them come to you. You may find, of course, that 
many came in because they liked a certain item they 
saw in the window. But some, without doubt, will 
have been attracted by your ad. By asking them, you 
will not only gather some interesting and valuable 
information, you will also (provided you phrase your 
questions well) make a friend: customers like to feel 
they aren't just faceless people to the store owner and 
personnel. 

Ask your steady trade, too, if they have seen your 
latest ad; and did it lead them to come in to buy a 
certain item you offered in it. If practical, you might 
also put special offer coupons in your ads. But don't 
hope for too much if you do: A 5 to 10% response 
spells success. 

But, whatever you do, refrain from quic! 
of your advertising campaign just because a few 


revisions 


negative voices are heard from. Wait for long-term 
results. 
The trend in advertising results is the important point 





Therefore, it usually pays to keep on experimenting with 
ways of improving an advertising program. 


Sources of Help. You may get some useful ideas 
for your ads from suppliers, trade associations, and 
trade publications. Your newspaper and radio station 
can also give you aid and counsel. You may want to 
hire the services of a local advertising agency. This 
may not always be easy: A good many such agencies 
are not set up to handle relatively small accounts. But 
it may be worthwhile nonetheless for you to talk to 
agencies in your area. Should you find one that will 
take you on (and one which you can afford to hire), 
its personnel can take much of the detail work and 
most of the ad execution off your hands. But be sure 
that you and your agency agree from the beginning on 
the purpose of your campaign. (In this connection, 
you may want to refer to Management Aids for Small 
Business: Annual No. 2, available from the Superintend- 
ent of Documents, Washington 25, D. C., at a cost 
of 55 cents. See Chapter 18, “How Advertising Agen 
cies Help Small Business.”’ ) 


Summing It Up. The right type of advertising, pur- 
sued with taste, vigor, and imagination, can bind more 
closely the ties with your customers, attract new trade, 
establish your business firmly in the minds of the 
public. It can build a positive image of your business 
for the future while building current profits. This 
double-barrelled effect is hard to beat—and your 
competition will find it so 


For the Style You Want in Wood Office Chairs... 


JASPER SEATING HAS THE LINE! 


M Danish Modern .. . 
the Beautiful, 
Comfortable 
Working Companion 
for Executives 





MODERN 





SCANDINAVIAN 





TRADITIONAL 





FUNCTIONAL 














Show this chair to the executive on the way up. Its slim, clean 
design will blend beautifully with his modern or Scandinavian 
styled desk and modern office decor. Made of Genuine Walnut 
or Northern Birch and finished to match most desk finishes. 
Richly upholstered in Elastic Naugahyde or Mansfield, Elastic 
Naugalite, Top Grain Leather or Gros Point. Comfortable, too, 
with work-easing Polyfoam seat and back and with seat sus- 
pended on rubber webbing. Series includes Stenographer’s 
Posture Chair, Guest Arm Chair, and Side Chair. 


One of 113 chairs 





to meet every style 
and functional need WRITE FOR COMPLETE CATALOG! 


for office, school 


| , y/ Y 
library, cafeteria, Ze) RAFTSMAN Cuarrs 
i 


and courtroom. 
by JASPER SEATING COMPANY 


Jasper, Indiana 


Swivel Arm Chair No. 3200 
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Fatigue drops, work output rises 
when you sell your customers on 


SENG ACTION CONTROLS 


Don’t just sell chairs — sell day-long comfort that increases the 


alertness and efficiency of office workers. 





The Seng-Equipt secretarial posture chair conforms flexibly 
to the needs of the user; provides firm, restful support. The seat 
is adjustable for height; the back, both for height and reach 


Lifetime Nylon bearings assure easy, silent motion. 


Your manufacturers can provide you with a complete line of 
swivel and posture chairs, and typewriter desks equipped with 
soundly engineered Seng fixtures. They'll build repeat business 


for you through customer satisfaction. 


THE 
Seng 
style ‘‘P’’ 
Posture 
Chair 
Control 


e Oo N PA N CHICAGO AND LOS ANGELES 
General Office: 1450 N. Dayton St., Chicago 22 





a wer. 
: ~ Actas ° my 
es ew v6 aaa ir peel Zi 


This modular gondola system shows and sells a complete line of office supplies e REFLECTOR HARDWARE CORP 
Diamond-perforated, easily adjustable metal shelves e Easily adaptable to different Dept. OA-3 
merchandise e Easily changed-over for special sales, seasonal promotion. 1400 NORTH 25th AVE 

MELROSE PARK, ILL. 


Write for complete details. Mail coupon today/ Gentlemen: Please send me your 
CURRENT SPACEMASTER CATALOGS. 


REFLECTOR HARDWARE CORP. Name.......... Position 


NEW YORK OFFICE MAIN OFFICE, FACTORY _ PACIFIC COAST OFFICE Firm Name... 
AND SHOWROOM AND SHOWROOM SHOWROOM & WAREHOUSE Adéress 
225 W. 34th ST. 1400 N. 25th AVE 511 W. OLYMPIC BLVD ae 
TX NEW YORK 1, N.Y. MELROSE PARK, ILL LOS ANGELES 15, CALIF. State. . 
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OR BEAUTY - FOR WEAR oeunes 
= 
continued from page 15 
for same, with a maximum of comfort for the occupants. 
e@ e ry a i. The need of a broad and up-to-date knowledge of 
ix = many lines and types of office furniture and equipment, 
’ ip plus the ability to adapt the best and needed features of 
each to every situation that comes along with its own in- 
dividual challenge. 

5. The broad background that comes only with many, 
many years of experience, providing the “know how’ to 
obtain promptly and accurately new information when 
I¢ ede d 

6. The dexterity to lay out on paper, accurately 
scaled, and detailed, a plan that is understandable (with 
appropriate explanation) to those who are comparative- 
ly uninitiated 

The ability to draw up a set of specifications that 
will meet the same requirements as the layout. 

All of the foregoing can and should be known as spe- 
cialized abilities. Surely the people in our industry must 
agree that these abilities are not shared by the public at 
large. Such abilities are purchased for a price that goes 


~ aS. Oe . 


Standard or Custom Designed 1 
10se people who use such specialized abilities to pro 


CLEAR FLOOR M ATS duce income are professionals. For substantiating author 


ity, following is a definition from Funk & Wagnalls dic 


considerably beyond money alone 


A few good territories OPEN for Distributors and Dealers. ‘ 
tionary Professional, of or pertaining to a special OC 


write for information cupation, often for gain One who pursues as a busi 
ASSOCIATED PLASTICS COMPANY) cess some vocation By now maybe you are saying to 
1316 Millmore Street e P. O. Box 835 ° Grand Prairie, Texas 


3 
No dents. scratches or scuff marks VV € Ve gol your 
on furniture built for. . . 


Lifetime Beauty NUMBERER! 
wth DENSIW OOD?’ tex « Pacemaker * monarce 


Packed in beautiful counter and shelf 
display cartons containing one dozen 
of any size. 4 and 6 band capacities. 


i 


IMPRESSIONS SHOWN ACTUAL SIZE 
No. 0 Numberer on 
umbers in zes 
No. 0-4 Bands No. 0-6 Bands from 1/16” 


1234 234567 eight and ass 


quired number of 
No. 1 Numberer bands available 


No. 1-4 Bands No. 1-6 Bands 


1234 234567 


No. 2 Numberer 
No. 2-4 Bands No. 2-6 Bonds 


Specify wood office furniture safeguarded fror Jents, 1 2 3 4 2 3 4 5 6 ri 


scratches, jagged edges at critical wear f its (eages 


center posts, moldings) with diamond-hard, compressed ‘ : P 
nig ad ae ie 4 Liberal Profitmaking 

Densiwood. Easy on the nylons! Easy e eyes, too 

For Densiwood is real wood, with al! of wood ncom Discounts e« Greatest with fast selling, nationally 


parable warmth, beauty, graining Selection of Sizes & Styles known Marking Devices write 


Densiwood is used by many of America’s leading manu ° 
———<—<——— e 
facturers in fine desks brary equipment n r Guaranteed Quality 


For profitmaking opportunities 





for illustrated catalog. 


commercial furniture. Write for list today 


CONSOLIDATED STAMP MFG. CO., INC. 


DENSIWOOD 
CHICAGO « DALLAS « LOS ANGELES « NEW YORK CITY + SPRING VALLEY, N.Y. « TORONTO 


Lundstrom Laboratories, inc 
200 Smith St., Herkimer, N. Y. 
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yourself, ‘This bird is sure making a federal case of be- ; 

ing a professional.’ Please believe me you are correct, , 

ind that is the intention, to make a federal case of the PRE-SET FOR : 
issue, to make so strong a case that one day the dealers ‘ 
n the trade will believe it PERFECT PUNCHING , 


It is this writer's sincere hope that when our trade be- 
lieves or knows that they are professional people that 
they will conduct themselves as such, and make appro- No adjustments, no gauges, 
nothing to mark — 
just insert paper 

‘ y pro ‘ ry ab ¢ J . 

Rendering professional service absolutely free of and squeeze! Clix 
harge is definitely not a legitimate risk in the course of punches are permanently 
loing business, if any thing it is a foolhardy gamble pre-set for proper center 

Whether the dealer , le bel Sent ” PAPER distances . . . save time 
1ether the dealers in Our trade believe it or not, lay- and waste motion. 
out services “‘cost’’ the dealer in actual coin of the realm, Always accurate, 
ind unless such services are guaranteed for payment the PUNCHES jamproof, trouble-free. 
ost incurred must be figured in the job and in the bid. CLIX 
If such t use the dealer’s bid to be high and a loss Sores Cary Cowes 
Suc costs cause e daeaie ( ( C i’ and ¢ 
. MODEL 32 


yf the order is the result, might not the dealer be better List $5.75 
idvised to ask himself when he wants to lose the order 


priate charges for their professional services 





before or after a large expense 
It is easy to assume that a customer will let the dealer 
know early in the game whether or not he wants to avail 


himself of professional service or just wants to bid on so 
are also available in: 





many pieces of equipment. It is equally easy to assume 
that a customer who will commit himself to a charge will 1-Hole Punches — Model 100X — List $.65 

to protect his investment by placing the busi- 2-Hole Punches — Model 2 — List $2.75 for 5” —12” sheets 
3-Hole Punches — Model 3 — List $3.75 

7-Hole Punches — Model 7 — List $7.50 


b prone 


ss where he has already tied up money. It is also easy 





to assume that a large number of customers might just 








See your Wholesaler or write to 
NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 


prefer to deal with a genuine professional 
Let’s assume a dealer is on a job that he would bill at 


ibout $10,000. Now, no dealer in his right mind would 





. —¥) p 
Paper << ™% ) Fasteners 


‘aa ees Thumb Tacks 


You'll find... 

“THE CROWN LINE” 

OF DATERS 

CLINCHES THE 

EXTRA SALES! 
Large Variety of Sizes PYate Styles. as - 

competitively 

priced stamps 


Noesting considers QUALITY on the market. 


Send for information 


is of first Tail elelac-lila-o on our complete line 


today! 


R. A. STEWART AND CO., INC. 


80 Duane Street + New York 7, New York 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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say to the customer, "Well now see here, I'll give you Myrtle, Boling Name 


free of charge five four-drawer file cabinets whether I 


get the job or not, just for letting me bid the order Bergeron District Head 


Free layout service on a job this size amount to almost 
the same thing. AGAR R. BERGERON, A.L.D., of 
No architect worthy of the title will put a pencil to Baltimore, Md., has been appointed 
paper without first having been paid a retainer fee; no district manager in the Maryland, 
reputable attorney will take a case without a retainer fee Virginia and District of Columbia 
The people in the named professions do not consider territory for Myrtle Desk Co. and 
that their time spent is worthless. As everyone knows the Boling Chair Co. He will represent 
retainer fee is always kept as honest compensation for 
effort put forth regardless of whether the job they 
agreed to take goes anywhere beyond the preliminary 


these two wood office furniture 
manufacturers exclusively. 
Announcement of the appoint- 9 R. Bergeron 
ment has just been made by T 
Pitts, vice-president and general manager at Myrtle, 
and by JAMEs K. BOLING, vice-president of Boling. 
Bergeron takes over the post formerly held by R. E 
SMITH of Bethesda, Md. 
The new district manager brings a broad, strong back- 
ground to the field. Until February of this year, he was 


stage or not. In contrast, many of our dealers are pain 
fully aware of time and expense that has gone to naught 
with no compensation whatever beyond “thanks for your 
co-operation, better luck next time 

With all of the talk in our trade about profits going 
down, this should be a wonderful time to consider halt 


ing a very costly giveaway program 
RoBERT S. KANI vice-president of Lucas Brothers, Inc., in Baltimore, 


7200 Coles Avenue where he headed the office furniture department, super 
Chicago 49, Ill vised a staff of cight interior designer-salesmen plus 
decorators and draftsmen, and co-ordinated activities 
of 20 general line salesmen. 

Two Stops Added to European Trip 
Hamburg and Wilhelmshaven have been added to the district representative in Maryland, Virginia and North 

NOMDA European meetings’ trip at no additional cost Carolina for the Globe-Wernicke Co. 
The price for the entire trip remains at $550 per person He has worked extensively with architects and interior 


Prior to the relationship with Lucas, Bergeron was 


Prompt action on reservations is needed. Inquiries are to decorators; and specializes in commercial lay-out design 
be directed to EpGAR NOLL in Philadelphia, Pa and decoration. 


modern steeleraft... 


engineered for efficiency .. . 
designed for lasting beaut 
Designed for the pace’ age—these Mocs 
ered for maximum f 
ninimum of space. M 
ng in files has taught 
jality at mass pr 











Be sure to look at the Steelcraft Line—the Prestige 
Line that has all the features of expensive files but 
the price. 


SERIES 100 and 200— SERIES 24— 
FULL SUSPENSION FILES NON-SUSPENSION FILES 
Stocked in 2, 3, 4, 5 Drawers Stocked in 2, 3, 4, 5 Drawer 


All models available with 
plunger or cam locks in let- 
ter or ega sizes Prompt 
deliverie 

When in New York — visit us at Booth 414, Coliseum 


When in Los Angeles — visit us at Booths 128, 129, 
Hotel Biltmore 





modern steelcraft inc. 
2973 Cropsey Ave.-B’klyn.14,N.Y. 
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NSOEA District Meetings 


District Location Dates 


Dates to Remember Atlanta Biltmore Hotel April 


Atlanta, Georgia 


Hilton Hotel April 20, 
San Antonio, Texas 


February 23-26—National Office Furniture Associa- Brown Hotel April 28, 
tion annual convention, New York Coliseum; head- Louisville, Kentucky 
quarters hotel, Park Sheraton, New York City. Co- . The Elms Hotel May 4, 5 


sponsored by Offureps Club of New York. Excelsior Springs, Missouri 


February 24-26—NSOEA West Coast convention and Hotel Utah Motor Lodge May 12, 
exhibit, Biltmore Hotel, Los Angeles, Calif. Salt Lake City, Utah 

Gearheart Hotel May 
Gearheart, Oregon 

Fort Des Moines Hotel May 
Des Moines, Iowa 


March 16—Wholesale Stationers Association round- 
table conference, Hotel New Yorker, New York City. 


April 19-21—Annual meeting of office supplies and 
equipment division of Wholesale Stationers Associa- Leland Hotel June 
tion, Edgewater Beach Hotel, Chicago. Springfield, Illinois 

Grossingers Country Club June $ 
June 18-22—National Office Machine Dealers Asso- Ferndale, New York 
ciation convention and exhibit, Grossinger’s, N.Y. 3 Cavalier Hetd June 
September 23-27 National Stationery and Office Virginia Beach, Va. 
Equipment Association Annual Convention and Ex- Saranac Inn June 
hibit, Conrad Hilton Hotel, Chicago. Saranac Inn Post Office, 

N. Y. 

October 14-17—Eastern Commercial Stationery Show, Mt. Washington Hotel June 
Trade Show Building, New York City Bretton Woods, N.H. 





~JAmerica’s Largest Sellin 


Terrific impulse 
seller, 
wonderful 

gift item! 


Spring-Type Office 
==-.4P0Stal Scales! 


2&5 tb. 
“Z" LINE 
=> Easy-to-read 
. ‘\ ii design.. . 
+ | perfect for 
/ \fmost office 


uses! 


THE ONE COMPLETE POSTAL SCALE LINE... 
FAMED FOR ACCURACY, BEAUTY, DESIGN! 


doty. parcel” Models for every use —from 1 to 50 Ibs. 
post an 
shipping 


= room uses. ORDER TODAY! 
PELOUZE MANUFACTURING CO.,1212 Chicago Avenue, Evanston, Ill. 
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Rex-Rotary Accents Leasing 
THE NAME Leasing plans of business equipment have leaped 


from less than ¥4% in 1950 to 2% today. It is antict- 
pated that leasing will increase sixfold by 1964. Recog- 
THAT FILING SYSTEMS nizing this, Rex-Rotary Distributing Corp. announced a 


new lease plan. 








Products included in the lease plan are the Electro- 
Rex for producing electronic mimeo stencils and offset 


HEDGES 


plates, the automated Rex-Rotary twin-cylinder dupli- 


box files cator, the FotoRex composing machine and other equip- 


Ps y > y ‘ 
tong on sevelee * ment. Rex-Rotary is launching its leasing plan with an 


extensive national advertising campaign 
low on price * me ' ; 

Terms of the lease include a low-cost monthly rental 
up to a 36-month plan, with taxes, installation and 


freight charges that may be included. The lease may be 





: + pee | renewed for a three-year or five-year period at nominal 
HEDGES w rental as low as 114% of invoice cost per year. There 


agate may be tax benefits, as well in the lease plan. A purchase 


card trays option may also be obtained, after the basic term, at 5% 


of the selling price 
new and improved * 4 = According to a survey recently taken, the lessees gave 


sturdy ond smort * : : the following reasons regarding the advantages of leas 








Ing 





write today for catalog and prices 1— Leasing enables the lessee to obtain full control of 


MANUFACTURING COMPANY equipment with a minimum outlay of cash. 
1441 CIRCLE AVENUE ' 
FOREST PARK, ILLINOIS 2—Leasing accordingly frees working capital that can 


be used for purchase of goods, raw materials and ex 


Whe Line cee pansion. 
—— 
that makes things Easy Lo Find ) 3—After expiration of initial contract, the equipment 


can be purchased at nominal cost 


MORE igiccees ‘ TINDTANA 


Each mode! is a /ot of desk at a low low price! 
®@ Available in 18 UNDER-COUNTER 


different sizes CASH DRAWERS ce for you! 


®@ Durable, non-glare, 
mar-resistant Arm- 
strong Linoleum top 
®@ Adjustable glides for 
perfect leveling 
®@ Multiple coats baked ‘ { 
enamel finish , a COMPLETE LINE 
®@ Available with G.E “ 


textolite top y a } Popular Models 

















assure profit 


@ Brushed chrome 
handles and trim Model K-15 
® Lock, standard equipment 30” x 60” e 
@ Compressor in file drawer, oe” Only 7 = oe peer i 
Uses penaflex or hanging file ge" drop shipment — in 
© Center drawer with pencil tray 9% $44 5° 24 hours. 
* 


@ Interchangeable drawers e 


- Meets competition like a Champion—Quality > Finest product of 


at a budget price insures greater turnover! |“ "™" “""*" uadat 


Here is a budget line . Has removable metal money 
desk with a list of fea- WRITE, WIRE OR PHONE tray with lock-on lid 


tures usually found in TODAY FOR CATALOGS | To sell indiana Cash Drawers all that is necessary is to display 

more expensive lines AND PRICES. one. Your customers will like this high-grode product made of 
: indiana hardwoods — with smooth finish inside and out. Quiet 

You may choose from 18 Be sure to inquire about special roller mechanism — warning bell that rings when drawer opens 

different sizes and styles — high-grade disc tumbler lock. 

. all Rock-rigid con- 


Write for bulletin. 
: NEWSPAPER MATS ARE 
struction, 18, 20 and 22 


gauge steel AVAILABLE, TOO! INDIA NA Cc A S a D RAWER Cc @] . 


ORNA-METAL INC. P.O. BOX 236-E 
2412 So. 7th St. PRospect 3-0169 St. Louis 4, Mo Shelbyville, Indiana 


@ Full dealer discount. 





carload and quantity discounts 











THE ULTIMATE IN oaeens¥-- 


Diebold Names Philadelphia Managers 


Diebold, Inc. has announced the appointment of JACK 
O'DONNELL to Philadelphia regional sales manager of 
the bank division and DoNALD WuipP as Philadelphia 
branch manager in the office equipment division 

O'Donnell was most recently regional sales manager 
in York, Pennsylvania and will continue to service that 
territory as well as Philadelphia. He began with Diebold 
in 1952 shortly after graduating from Ohio's Kent State 
University. After a two-year training program he began , ' 1 offert 

: j ve top-quality punch offering out- 
his sales career in Denver. Since then O'Donnell has shending festures thet heretofore 
been in the company’s honorary sales group, the Century have been available only in far 
more expensive paper punches, 
nay he clu { Constructed of sturdy steel . . . 
sion sales, becoming secretary of the club, an beautiful nickel plate finish. Han- 

Whipp, vacating the position assumed by O'Donnell, ' dies are cushioned with soft plas- 
tic, available in many colors. The 


Club, each year and last year finished third in bank divi- 


moves within the branch to office equipment division 


helical compression spring assures 
o t y , 2 Packed in " ene ° . ° 
manager. His first assignment with Diebold was bank pian Aaa positive punching action. Adjust- 


division regional manager in Nashville, Tenn. In 1958, dividual pack- able paper gauge measures depth 
‘ . ages that are ip- 

he was promoted to regional manager of the bank divi- ideal for rack, \ of reach . a receptacle holds clip 
. he . chal ae camer \ pings, easily emptied when full. 

sion office in Phil idelphia display Available with six dies of assorted 


He was with National Cash Register in Parkersburg, - lig shapes and three round dies. 


’ ’ d Canton ; 948 955 s 
W. Va. and inton, Ohio from 1948 to 1 Hi GEM TICKET PUNCH . 


duties included territory manager for both accounting - ms pressed steel, nickel-plated 


machines and cash registers providing a sound back- punch with knurled handles. 
Available with six assorted 
: dies, three round dies. Pre- 
His service with National Cash Register was inter- priced card attached. 


rupted by five years of military service during which he 
received five battle stars and achieved the rank of major McG ILL 
in field artillery . . laa PRODUCTS co. 


MARENGO e ILLINOIS 


a 


; QUALITY « exec 


WINNERS || 4 DESK and FLOOR move. SMOKERS 
IN THE | 4 SAND URNS °* ASH TRAYS 


CONVENTION DRAWING 


| 
| { PROFITS 
THOMAS MEUNIER VALUES 
Norton Bros., Inc. 
is Geen, Genes DISCOUNTS 
RALPH HERMAN 
Palley Office Supply Co. 
Worcester, Massachusetts 


DON FRIEND 
Friend's 
Wapakoneta, Ohio 


MRS. NORMA B. SUMMERVILLE 
Summerville’, In. See Us At The NOFA Show 


Akron, Ohio 
MRS. RICHARD WIDMYER 
ode ay ata 34 New York Coliseum 
Baltimore, Maryland 
Feb. 23-26 Booth 317 


CONGRATULATIONS! 


“aco Haag Products, Inc. 
The Weis Manufacturing Co. y, | 


Monroe, Michigan MA 4-2676 


Office Filing Equipment Filing Supplies Dept. F, 111 Pioneer St., Brooklyn 31, New York 


eee eee OO SD 


ground of oftic« equipment products. 


} 


New 1961 Catalog Available 
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Want Ads 





Deadline 10th of month preceding issue date. The rate for classified advertisements is twenty-five 
cents a word, minimum charge $5.00 payable with order. Add five words if dept. address is used. 
Address Dept. Reply to OFFICE APPLIANCES, 600 W. Jackson Blud., Chicago 6, Attn.: Dept.—. 








SALESMEN WANTED 





9ALESMAN WITH SUCCESSF RECOR 


by one of Texas largest dealer with 





tions fastest growing markets Real y , a devices numberir 

tside mar wie ter i related products, ha pe for tablished representativ 
f E A ddie Atlantic 

ntormation 


Erwin B 


known lines for experienced 
draw, company paid life, hospit 
good reputation, health et write 


Box 910, Lubbock Ka 








)FFICE FURNITURE Y 
ment for Los Angeles Dealer 
fied Sales Manaoer. Write ( 


exiglas Chair 
tch 


no sales 
Aggressive 


state territ 





»ALESMAN FOR Ol 

ipplies organization 

nergeti enthusiastic 

nar who wants to ear 
booming city write Field-Parker 











UNIOR-TRAINE SALESMAN ANTED territorie f 
gg ag Acer etl oly Be dthe quit MANUFACTURERS’ 
>t New York 63, N. Y 








SHEARS & SCISSORS 
ent sideline. Send Referen 








EXPERIENCED STATIONERY AND OFFICE JPPLY SALESMAN f 1A TWENTY-F EA KPERIEN UIPMENT r 
politan Los Angeles Firm. Our salesmen work on percentage of orofit ‘ me wala ct roe — Mi a 4 ELf 
sell stationery, office supplies, printing, furnitu 1 ret r ‘ eth a ig A . a : , : ort west as 
applications held confidential. Write Office App , Dp f quit rer direct in the past 








WOOD DESK MANUFACTURER seeking represen 
Please give full details in application. Write Off 








WANTED Factory representative to travel 
Carolina. Only written applications onsidered 
( 








»ALESMAN OR REPRESENTATIVE CALLING 
ERS. Good repeat product Excellent sideline Var . oe WW VANUFACTURERS’ REP ATIVE F NE OF - . a 
f \TIV E ¢ PMEN 
i \ Jersey. Perfect 





SALESMAN AVAILABLE 








e e cIre 1 . . ‘ FICt PPLIES and Equ rent for export 
CAPABLE PRODUCER WITH OFFICE PLANNIN n t ex Excellent mnect amc deale 4 dent cae in ‘Latin Amer : 
desires spot in southwest. Write Office Appliances, [ MAR-1 F s Reference te 0 : : 100 East 42nd St "a vt 

i< b Cc S <nag J ve 








90 YEAR OLD MANUFACTURER OF OFFI 
men for various territories. Please write 
>t Chicago 22, Ill 








_ ‘| ATIVE FFEF A RE SOVERAGE in Office ipply 
MANUFACTURERS’ REPRESENTATIVE WANTED > Ar ppl and ege Bookstor rite Office Appliances, Dept 








KORES MANUFACTURING CORP ymplete highly 


Inked ribbons-Stencils-Inks) offers opportunity in Midw 
ritories. Will excellently round out line of well esta 


sentative. Line has become No. 1 seller with most of 


4 a 


Minnesota 


nm travel expenses to develop new account 
of states overed, lines now handled. Wr V 
New York 59. N. Y Al F REPRESENTATIVE r , - MIRACLE 


val 








ufacturer of Desk Pads and 
Write lines now arried 
es Dept. Mar-1. 100 East 42nd ew York Y cK A L RIBUTOR of world-f prestige line of 

& promotionally 

each territory. Realiag 

f ‘ M > 

MOVABLE OFFICE PARTITION uti tylec A 5 P , ‘ : ‘ , ; oo Midwest a 

yew ‘ W f r xcellen ’ ernie i 

wailable to Manufacturer Representa ' ' . nnetit ~ ined reer a “hs e t ' arming Pot ia 

Eastern and Wester tate telzer W 1 4 . : : on . greet also consider pable 

: v j >< » backoround. ter 

Bend 26 diana : ‘ _>ta _ backgro j 














REPRESENTATIVES WANTE PART 
expanded national leasing orporation 
Office Appliance salesmen arry ; 
ances sales by offering leasing of vi ) t A A ATIN YPF ITE HAR 
Leasing Corporation, 1904 Thomas Av Cheyenr von ’ 4 aes Sag atoke ndertul opportunity, £ 

V Vauke > Appi r Dept. MAR-19 
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POSITION AVAILABLE FOR SALE AND WANTED TO BUY 








ITNEY BOWES, ADDRESSO 
speners, adders alcs 


ird St., New York 11 














RETAIL BUSINESS FOR SALE 




















top 
oF 


pped shop 





Dy agency 











FOR SALE 














WAREHOUSE AND SALES FACILITIES AVAILABLE 





ORGANIZATION with complete 
es to manufacturers 
Office 


warehousing Metropolitan 
of Office furniture and equipment. Write 
Appliances 100 East 42nd t New York 1 N.Y 








estabdl ished 
100 located 


; a oaaaeenes | Waleed MECHANIC WANTED 








WANTED with training on adding machines or t rit 
an be mmercial or Armed Forces. Age limit 35 
R F F j nt Cc 413 Dousman St 
i JuIpmne es) VO 
WANTED TO 


ty er Experience 
years. Good Opportunity reen 
sreen Bay 








SERVICE MANAGER WANTED 
4 best 





u_Y 





EXPERIENCED ADDING AND TYPEWRITER MECHANIC 


QUALIFIE 
salary and profit sharing 
al, write Office Appliances, Dept. MAR-13 


vice manager, midwestern city 


nfident 





PARTNERSHIP WANTED 








SUNTANT HIGHEST INTEGRITY EXCELLENT HARACTER 
ash and hich caliber services in established off 


e eq 
relocate. Information held confidential. Write Of 














STS OF 6,755 COMMERCIAL STATIONERS and office 
8,119 typewriter and adding machine stores. Write for FREE atalog 
etailers, wholesalers, manufacturers, institutions, banks ar we 
for addressing. SPEED-ADDRESS, 48-01 4 Cit 
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OA Advertisers 





A 


Acco Products Div 

Addo-X Inc 

Advanco Prods., Inc 

Alan Wood Steel Co., Penco Div 
Allen, R. C., Bus. Mach., Inc 
Allied Carb. & Rib. Mfg. Corp 
All-Rite Pen, Inc 

Alma Desk Co 

Amberg File & Index Co 
American Chair Co 

American Geloso Electronics, Inc 
American Stencil Mfg. Co 
American Tel. & Tel 

Ames Supply Co 

Anco Wood Specialties, Inc 
Apex Business Systems 

Ard Mfg. Co 

Art Metal, Inc 

Art Steel Co., Inc 

Associated Plastics Co 


Bankers Box Co 
Bankers & Merchants, Inc 
Barkley, C. L., & Co 
Bates Manufacturing Co 
Bay Products Div 
Beckley-Cardy 

Bentson Mfg. Co 
Berger Div 

Bergstrom Paper Co 
Blackbourn Systems, Inc 
Boling Chair Co 

Borden Company, The 
Borroughs Mfg. Co 
Brush, John D., & Co 
Burroughs Corp 


C-Thru Ruler Co 

Carter's Ink Co., The 
Challenger Steel Products Corp 
Chicago Lock Co 

Clarin Mfg. Co 

Clark, Keith, Inc 

Cole Steel Equip. Co., Inc 
Columbia-Hallowell Div 
Columbian Art Works, Inc 
Consolidated Stamp M‘; 
Costa Mesa 

Cotterman, |. D 

Currier Mfg. Co., Inc 
Curtis-Young Corp 


Darling, L. A., Company 
Davenport, A. C., & Son 
Defiance Calendar Co., Inc 
Dennison Mfg. Co 
Downey, C. L., Co., The 
Durable Metal Prods. Co 


Eaton Allen Corp 


G 


Gen. Fireproofing 
General Loose | 

Inc 
General Pencil 
The General Tire 
Globe-Wernicke 
Graff, Geo. B 
Guide System & Supply 
Gumption Products Corr 
Guniocke, W. H Ch 


H 


Hamilton Cosc 
Hampden Co 
Hardboard Fabricator 
Harding, Milo, C 
Harrison Steel Cabinet 
Harter Corp 

Haskell, Inc 

Hedges Mfg. C 
Herald Superior Off 
Heyer, Inc 

Higgins Ink Ce 
H-0-N Co 


Howe Folding F 


Indiana Cash 
Interchemical 
International 


Jasper Chair C 

Jasper Desk Co The 
Jasper Office F 

Jasper Seating Cec 
Jasper Table Cx 
Justrite Envelope Mfa. C 
K & C Metal Product 
Keener Rubber, Inc 


Keep Klean Prod 
Kingsbacher-Murphy 
Krueger Metal Prod 


Lathem Time Recorder 
Letterex Corp., The 
Lexington Typewriter 
Lundstrom Labs 

Lyon Metal Prod 


M 


Major Metaifab Inc 
Merkilo Ce 
Master Manufacturing C 
Mayline Cc Inc 
McGill Metal Products Cc 
Melind, Louis, Cc 
Merriam, G. & C., C 
Metalstand Cc 
Michael Lith Sales Corp 
Milwaukee Metal Furniture 
fodern Steelcraft Inc 
Inc 
vest Folding Prods 
Addresser Cc 


rch Furniture Cc 


en Studio, Inc 
w England Paper Punch Cc 
esting Pin Ticket Co., Inc 
States Envelope Co 
Blank Book Co 
Society for Crippled 
dren and Adults 


Office Appliances 121, 152 
Orna-Meta Inc 
Oxford Filing Supply Cc Inc 


Packer, Raymond, Cc 

Paper Mate 115 

Peerless-Imperial Co Inc 

Pelouze Mfg. Co 

Penco Division, Alan Wood Steel 
Ce 

Pennwood Numechron Cx 161 

Perfect Rubber Seat Cushion 

Perry Sherwood Corp 

Photo Materials Co 

Print-O-Matic Co., Inc 

Pronto File Cort 


Envelope Cx 


Reflector Hardware Cort 

Reona Cash Registers, Inc 

Remington Rand Div., Sperry Rand 
Corp., Systems Div 


Remington Rand Div., Sperry Rand 
Corp., Typewriter & Supplies 
Div 

Remington Rand, Office Machines 
Div., Div. of Sperry Rand Corp 

Republic Steel Corp 

Risom, Jens, Design Inc 

Robert John Co 

Roberts, Rubber Co., Weldon 

Rockwell-Barnes Co 

Rogersnap Bus Forms 

Rose Ribbon & Carb. Mfg. Co., Inc 

Mfg. Co., Div. of Beckley 
Co 

y Metal Mfg. Co 

yal Typewriter, Inc 

bbermaid, Inc 


K 
R 
Ru 


nwab Safe Co., Inc 

cted Designs, Inc 
Seng Company, The 
Sengbusch Self-Closing Inkstand 

Co 14 
Shaw-Walker Co., The 
Sheaffer, W. A., Pen Co 
Smead Mfg. Co 
Smith Metal Arts Co 
Smith-Corona, Inc 
Smo-King Products 
Solid Industries Corp 
Speed-0-Print Corp Inc 
Spirit Fluid Mfg. Co 
Springer-Penguin. Inc 
Stacor Equip. Co 165 
Standard Pressed Steel 133-136 
Stanley Mfg. Co 169 
Star Form 168 
Steel master 103-106 
Steger, H. A.. Co 205 
Stein Bros. Mfg. Co 138 
Stelzer Moldings Inc 176 
Stewart, R. A., & Co., Inc 209 
Supreme Steel Equipment Corp 16 
Swingline, Inc 69 


Textileather Div 
Tiffany Stand Co 
Type-Rite Corp 


Jnderwood Corp 
S. Carbon & Ribbon Mfg 
United States Rubber Co 


Valco Co 

Venus Pen & Pencil Co 
Vernon, Inc, S E& M 
Virco Mfg. Corp 
Vogel-Peterson Co., Inc 
Volkswagen of America 


w 


Eisen Bros., Inc 
Ellingsworth Mfg. Co 


@ to bring quicker ; eee : 
Elward Mfg Co v een g fo) nc 153 
— Forms, Inc -retenstl AT a 2nd — 
"Th “, = = a div of ' ind more ¢ om ple le re sponses Weis Mfg. Co., The 213 

e Parker Pen Co enue tin Gs + 
Worden Co., The 183 


OFFICE APPLIANCES 


mention 


when writing advertisers 


Faber, Eberhard, Inc 


Fulton Marking Equip. Co, Yawman & Erbe Mfg. Co 


While every precaution is taken t 
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ONE 
ART METAL 
PLANFILE 


will store 

3000 to 5000 
drawings safely, 
conveniently 


Your drawings are protected from folding, wrinkling, curling or 
cracking .. . they are easier to file and easier to find... and you 
save both floor space and money with an Art Metal Planfile. 
Firm but gentle compressor springs keep drawings flat. 

One Planfile holds from 3000 to 5000 drawings—enough to fill 
30 horizontal plan drawers. Each drawing is within easy reach, 
filed vertically in the same way you file correspondence. With 
no drawers to pull out, you need only 24 inches of aisle space. 

The first cost of a Planfile is 52% less than the equivalent 
number of plan drawers, and it will give you longer, more trouble- 
free service. In a very short time, your Planfile will pay for itself 
by protecting your drawings from damage or loss. 


CHECK ALL THESE FEATURES: 


e Store more drawings in less space e Save better than half the cost 
e Save more than half the weight e Protect drawings from folding, wrink- 
ling e Eliminate bending or climbing to find sheets e Index drawings into 
small, easy-to-find groups e Save aisle space—no drawers to pull out 
e Keep dust off drawings e Counter-balanced covers stay in any position 





























GET THE SAME BENEFITS WITH SMALLER UNITS 
Planfile drawer units, operating on the same 
compression principle, are available in 4 
smaller sizes: 

To hold drawings 12” x 9" —4-drawer unit 

To hold drawings 15” x 12”—3-drawer unit 

To hold drawings 18” x 12"—3-drawer unit 

To hold drawings 24” x 20"—2-drawer unit 

All four of these units measure 24/6" deep, 
51'%s" high, for easy arrangement in batteries. 


Get full details from your Art 
Metal dealer, branch office, or 
by writing direct to Art Metal, Inc. 


ART METAL, INC. 


JAMESTOWN, N.Y. 





LKR ERS? 


only scope avallabk for 


SHOPPING FOR ADY PROFTITI-) 


the 


' Supplies: 


Hever Duplicator Supplies offer a wide s n and I | 
Spi tencil and other processes) ; Lettering Guides 


I he 
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HEYER INC., 1852 S$. Kostner Ave., Chicago 23, Illinois 


® 
Ln “Always Makes ; i , 
TORS AND SUPPLIES SINCE 1903 
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